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; Dealers’ Total New-Car Stocks 


{In Field and in Transit te Field) 


Feb. 1, 1958 
a i oe 


be 


a a 
W7, GIIISIST) 779,103 Cars 


WhSENUSTLL ING #920 cus 
[LAE IIIT TT IG) 852.208 Cars 


March 1, 1958 


A 


Ss 865,566 Cars 


PREVIOUS RECORDS 


HIGH 
903,789 Cers—March 1, 1956 


Low 
157,607 Cars—Nov. 1, 1954 


—Automotive News compilation 


rk, Rambler on Overtime 


_ Assembly Up Slightly; 


wt 


RESURGENCE in assembly 
operations at Dodge plus six- 
schedules at Rambler, Stude- 
and five Ford division plants 
boost U. S. car output to an 


ted 117,948 units last week. 
That compared with the 114,306 
turned out the previous week 
101,632 units assembled dur- 
’ the week ended Feb. 
year ago. 

Commercial-car assemblies 

to their highest level of 

year last week with an esti- 

Mated 25,205 trucks. Previous high 

for 1959 was 24,940 during the week 
ended Jan. 31. 

Last week's 25,205 truck assem- 
Blies also represented a 2 percent 
boost from the previous week’s 24,- 
78 units, and a 35.4 percent climb 


15 a 


Over the 18,620 commercial vehicles | 
turned out during the week ended | 


Feb. 15 last year. 
© 


> 7 


THovcH car production has been | 
a 


t the year’s low during the 
Past two weeks due te the glass 
e and bad weather condi- 


tions, the outlook has been bright- | 


Top Cars 


New-car registrations for 11 
oene, plus 31 states for Decem- 


1957 
Pos. 
1,380,882— 2 
1,423,994— 1 
575,919— 3 
Olds. 352,610— 5 
Buick 375,822— 4 
Pontiac 305,653— 6 
Rambler 100,571—11 
Dodge  248,982— 8 
Mercury 252,4690— 7 
Cadillac 134,070— 9 
Chrysler 102,534—10 
DeSoto 100,404—12 
Stude. 59,939—13 
Edsel 23,361—16 
Lincoln 35,400—14 
Imperial 31,726—15 
Met. 11,242—17 
Packard 5,071—18 
Mise. 185,210 
Total All Makes 
4,370,023 5,705,859 
Further details on Page 44. 


Make 
Chev. 
Ford 
Plym. 





ened by settlement of the glass 
strike and the announcement that 
Plymouth will work three days this 
week at its Evansville (Ind.) plant. 

The company is calling back 
3,400 workers this week and the 


assembly line is scheduled to | 


begin operations Wednesday 
(Continued on Page 63, Col, 3) 
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648,240 New Cars in the Pipelines . . 


Stockpile Rise * 


By Maynard M, Gordon 
News Editor 


A® THE spring~ selling season 
approaches, dealer stocks of 
new cars are running approxi- 
mately 20 percent below the level 
of a year ago. 

In the case of Chrysler Corp., 
dealer stocks are further behind, 
The glass strike has kept Chrys- 
ler from filling its dealer pipe- 
lings in keeping with the tradi- 
tional pattern of winter buildup. 

An estimated 648,240 new U. S.- 
made models were inventoried as 
of Feb. 1, according to the monthly 
Avtamotive News tabulation. This 
was |20 percent below the 779,103 
totalion the same date of last year | 
and 119 percent above the Jan. 1| 
count of 543,383. 


« * * 


|AT PREVAILING selling rates, | 
| which have taken a sideways 
\t because of severe winter 
| weather in the East and Midwest, | 
| the February stockpile amounted to | 
|a 44-day supply. Dealers averaged | 
|a 39-day supply on Jan, 1, 1959. | 
| Addition of more than 104,000) 
new cars to inventories last month | 
| failed to resolve model shortages | 
| in some lines—notably Lark, Ram- | 
| bler, Ford’s Galaxie and Thunder- 
bird, Oldsmobile, Pontiac and Cad- 
illac. 
| On the other hand, some Buick | 
| dealers reported 60-day to 90-day 
| supplies in metropolitan areas 
while “adequate” inventories pre- 
| vyailed for Chevrolet and Mer- 
cury-Edsel-Lincoln shops, 
Profits generally were somewhat 
|improved last month over a year 


Wisconsin Takes Over Third .. . 


Shifts in State Auto Output 


By Martin L. Whitmyer 
Staff Writer 


CHIGAN continued to lead the | 


nation in car assemblies in 
1958, but Wisconsin, riding on a 
record-breaking climb at American 
Motors Corp., made the biggest 
stride among the 20 car-producing 
states in the U. S. 

The Badger state climbed from 
sixth place in 1957 to third place 
last year and completed the year 
only 22,183 units short of remov- 
ing California from second spot. 

With American Motors currently 


| expanding its Kenosha (Wis.) man- | 


ufacturing and assembly operations 
and Chevrolet (which has a plant 
in Janesville) expecting to increase 
its sales over 1958, Wisconsin could 
move into second place by the end 
of 1959. 


California, which has lost Ameri- | 
can Motors, Studebaker, Kaiser, | 
Willys and Lincoln assembly opera- | 


tions in recent years, then would 
drop into third place. Last time the 


Golden state finished in the No. 3 


spot was 1954. 
7~ * 

v= upsurge in Wisconsin also 
helped offset a 5.46 percentage- 
point decline in Michigan output 


and kept the Midwest well out in| 
front of sectional assembly opera- | 


tions. 

The Midwest turned out 1,238,- 
539 cars in 1958 to capture 48.29 
percent of 4,244,045 units pro- 
duced during the year in all sec- 
tions of the country. 

The East finished in second place, 
the same position it held a year 
earlier, with an output of 855,122 
cars, good for 20.14 percent. of total 


industry assemblies in 1958. The | 
Plains states of Kansas and Mis- 
souri turned out a combined total | 
of 458,977 units good for 10.82 per-| 
cent of total production and fin-| 
ished third. 

The West finished fourth with | 
9.58 percent on California’s 406,433 | 
assemblies. The South finished in | 
fifth place with 353,525 assemblies | 
good for 833 percent, and the| 
Southwest took 2.84 percent of total | 
U. S. output on Texas’ 120,430 as- 
semblies. 

The Plains and the West were | 
the only areas to change positions| 
from 1957—the Plains climbing} 
from fourth to third place and the | 
West dropping from its third place | 
Position of '57 to the post vacated | 
by the Plains in ’58. 

a” ” * 
AN individual basis, 11 states | 
managed percentage-point gains | 
over 1957, while nine states lost | 
ground in 1958. | 

Biggest gainer was Wisconsin, | 





which climbed from 4.98 percent 
(Continued on Page 61, Col, 1) 
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Witt scattered exceptions from 
the top-priced lines, dealers 
were experiencing a new burst of 
“economy-model” hunting last 
month. A California Chevrolet 
dealer said: 

“The factory just ain’t building 
many lower-priced units.” 

A North Carolina Dodge-Plym- 
outh dealer reported that demand 
for the French Simca surpassed 
that for his large U. S. cars, 

Within the General Motors 
family, a noteworthy development 
is the increased orders for Opels 
and Vauxhalls. These imported 
makes are benefiting from their 
first concerted promotional drives 
since GM first began bringing 
them into the U, S. market in 


ago. Dealersgdualling 
makes contifhued to 
margins on i 


| mid-1957. 


The Chrysler situation is con- 
tingent on settlement of the Pitts- 
burgh Plate Glass strike. Chrysler 
is geared to resume full production 


within a week after PPG plants | 


reopen. 

” * 

E smaller inventory this year 

is much more to dealers’ liking 

than the 1958 abundance of cars. 

There were 865,566 units on hand 

last March 1, which proved in ex- 
cess of slumping sales. 

The Feb. 1 stockpile was only 
about 18,000 cars higher than the 
comparable 1957 level, which punc- 
tuated a “stable” year from the 
inventory standpoint, That was the 


> 


first and only year between record- | 


breaking 1955 and 1959 in which 
stocks failed to cross the 800,000 
mark. 

Of course, no inventory is too 
great if the buyers show up. That 


they haven’t as yet is evidenced 
| by the fact that though 5 to 10 


percent more sales were regis- 
tered during January than in the 
initial month of 1958, the rate of 
gain fell below the conservative 
expectations of industry execu- 
tives. 

GM Chairman Frederic G. Don- 
ner, at last report in mid-January, 


Auto Hopes Rise 
With Glass Peace 


By Frank Gawronski 
Staff Writer 

Cras CORP. prepared to 
go back into volume production 
after a tentative settlement in the 
four-month Pittsburgh. Plate Glass 
Co. strike was 

reached last week. 
The walkout by 
13,000 workers at 
nine Pittsburgh 
Plate plants has 
curtailed automobile production in 

recent weeks. 

In addition to Chrysler, Pitts- 
burgh Plate also is the major sup- 
plier of automobile glass to Ameri- 

(Continued on Page 60, Col, 3) 


Inside Automotive News... 


Sales Testing the Renault Dauphine, Page 19. 
Volkswagen territory showdown near, Page 2. 
More swivel seats coming, Page 22. 


i 


States polled on resale policies, Page 3. 


Lube is shop’s profit 


salvation, Page 27. 


This issue includes the monthly 


SERVICE SECTION 
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igking with his forecast of 
n domestic-car sales, Jan- 
egistrations of slightly above 
400,000 units did not come up to the 
level needed to sustain the 5%- 
million projection. 
+ * * 
y= got and probably de- 
served its share of the blame. 
Unremitting subfreezing tempera- 
tures, compounded by snow and 
ice, left showrooms deserted 
through much of last month in a 
belt stretching from Boston to 
Denver. 

“We managed to live on orders 
taken in November,” said a Minne- 
apolis Ford dealer. “But we've had 
the worst winter in years, and you 

(Continued on Page 4, Col. 1) 


Used-Car Stocks 
Fall to 30 Days 


Count on Feb. 1 
Lowest in 3 Years 


By Robert M. Lienert 
Associate Editor 

TOCKS of unsold used cars held 
\” by franchised dealers as of Feb. 
|/1 averaged a 30.1-day supply, ac- 
|cording to Automotive News esti- 
|mates based on field reports. 

It was the lowest Feb. 1 used- 
ear census in three years. Last 
year, used-car inventories on that 
date were good for 42.2 days of 
| selling and a 37.6-day supply was 
| recorded on the 1957 date. 
| The Feb. 1 count represented a 
| 23.4 percent reduction from the 
|39.3-day supply carried a month 
| earlier. 





* > * 


DECLINE in used-car inven- 
tories is usually noted during 
January, although this year’s re- 
duction was sharper than is con- 
| sidered normal. 

Contributing factors were a 
reduction in new-ear sales, in- 
creased used-car retailing activ- 
ity and a quickened tempo at the 
wholesale level. 

With new-car sales down during 
the month, the supply of tradeins 
was cut proportionately. Loss of 
tradein stock was felt particularly 
in the Middle Atlantic states, the 
Southwest and the Upper Midwest. 

* + 7 

MPROVED used-car sales were 

reported by many dealers, par- 
ticularly on the West Coast and 
the Middle West. 

In addition, more dealers were 
accelerating their used-car pro- 
grams elsewhere, so that overall 
retail used-car sales were given 
an additional boost during Janu- 
ary. 

In some cases, dealers whose 
new-car supply is choked off by 
factory-level strike difficulties have 
put an increasing portion of their 
overhead burden on the used-car 
lot. 

Other dealers complain that dis- 
counting has cut so heavily into 
new-car profits that they have to 
step up used-car operations to 
bring in more gross. 

” ~ « 
ANY of these dealers are 
haunting the wholesale auc- 
tions as they shop for stock to fill 
up their lots. In the arenas, how- 
ever, competition has been particu- 
larly keen from independent used- 
(Continued on Page 4, Col, 3) 
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U. S. Insists on Link to Price-Fixing . . . 


Showdown Due on VW Territories 


NEWARK, N. J.—Chief District 
Judge Phillip Forman is scheduled 
to hear oral arguments Wednesday 
(Feb. 18) on the territory-security 
issues in the Volkswagen antitrust 


lando dealer) and we ask that you 
do not do this again. 

“We must warn you that any 
discounting of VW cars or any 
‘merchandising methods’ which 


suit. He then will rule on whether) would tend to break down the full 
VW and its 14 distributors should | profit structure, which all our deal- 
be tried on charges of practicing/ers are taking, will be cause for 


territory security and of forbidding 
bootlegging. 

The Justice Department asked 
Judge Forman last week to con- 
tinue these issues in the trial 
against Volkswagen and relate) 
them to an allegation of price-fix- 
ing. 

The Department opposed a VW | 
motion for a dismissal of the 
territory-security and no-bootleg- 
ging charges. 

In support of its brief, the Gov- 
ernment submitted to Judge For- 
man a copy of a 1956 letter from 
a VW distributor in Jacksonville, 
Fia., to an Orlando dealer who 
had complained that the Cocoa 
VW dealer was advertising used 
VWs in the Orlando territory. 

“This is not what we consider a 
‘used car’ but looks more like an 





immediate cancellation of your 
dealership.” 
This letter establishes that 
territory-security enforcement 


4th-Quarter Profit 
Cuts Chrysler Loss 
To $34 Million 


DETROIT.—Dollar sales of Chry- 
sler Corp. and all wholly owned 
subsidiaries for the final quarter of 
1958 were $679 million, and net 


|earnings for the period were $11 


million. In the like 1957 period, 
sales were $819 million and earn- 
ings were $16 million. 


Despite the improvement in the 


and price-fixing are “inextricably 
intertwined,” the Justice brief 
stated. 


“The dealer knows,” explained 
the brief, “that if he sells below the 
prices fixed by Volkswagen of 
America, or handles other makes 
along with Volkswagen, or sells to 
others for resale, he, the dealer, is 
through because every other dis- 
tributor has agreed not to sell to 
dealers located outside the distribu- 
tor’s territory.” 

Price-fixing and proscribed terri- 
tories were part of the same con- 
spiracy among Volkswagen of 
America and its distributors, the 
Government declared, although it 
conceded that a territorial restric- 
tion is not necessarily a symptom 
of fixed prices. 

To buttress the allegation that 
the VW defendants forbade dealers 
from bootlegging, the Government 
offered a 1956 bulletin from Rey- 
nolds C. Johnson Co., San Fran- 
cisco distributor. 


The bulletin said Johnson had 
uncovered a leasing company 


Chevrolet Officials Organize Sales Tour— 


Five top Chevrolet executives study a nationwide travel map as they organize 
their annual sales tour which, before the month's end, will bring them in touch with 
| virtually all of the company’s 7,246 retail dealers. The purpose, explained E. N. Cole, 
Chevrolet general manager, is to present forward planning and programs to the 
| dealers to keep pace with the upword trend in Chevrolet soles that has been prevalent 


7.28 BFP. FEES 


SE 


attempt to sell a new car at a| final quarter of 1958, the company that had purchased VWs at 4 | since the announcement of new models. Seated, from left, are W. E. Fish, general 


discount, and in another dealer’s | 
territory,” Brundage Motors, the) 
distributor, wrote to Hooper For- 
eign Cars, the Cocoa dealer. 

“We feel you have taken advan- | 
tage of Mr. A. J. Pierson (the Or- 


Financing by Factories 


Hit by Another Bill 

WASHINGTON. — Another bill 
designed to put General Motors | 
out of the finance and insurance 
business was introduced in the 
House Monday by Rep. Emanuel 
Celler, New York Democrat. 

Celler is chairman of the pow- 
erful House Judiciary Commit- 
tee. His bill is the House com- 
panion to that introduced in the 
Senate by Senator Kefauver. It 
would supplement the antitrust 
laws against restraint of trade 
by preventing motor vehicle mak- 
ers from engaging in the finance 
Or insurance business. 


reported a net loss for the year of 

$34 million, This compared with 
net earnings of $120 million for 

1957. 

The company had a loss of $45 
million at the end of the first nine 
months of 1958. 

Total dollar sales in 1958 
amounted to $2,165 million, or 39 
percent below the peak of $3,565 
million established in 1957, 

President L. L. Colbert, in his 
financial report to shareholders, 

stated that “the final weeks of 1958 
and the early part of this year offer 
encouragement for better financial 
results in 1959.” He added that new- 
car sales have continued to show 
improvement as consumer confi- 
dence has improved. 

“The general business recession 
in 1958 was particularly severe 
in its impact on the automobile 
industry became consumers, as in 
other periods of economic stress, 


(Continued on Page 63, Col. 4) 


Unemployment Worsens 
As Recovery Moves Ahead 


The nagging unemployment prob- 
lem topped business news last week. 

The January employment report 
from the Commerce and Labor de- 
partments showed that unemploy- 
ment remains high. Just about all 
other measures of business activity | 
were moving ahead last week. 

The number without jobs in | 
January was placed at 4,724,000, 
up 616,000 since December. It was 
the highest unemployment total 
for January since 1950. 

The report put the number em- 
ployed at 62,706,000, a drop of 1,-| 
267,000 from the December total.) 
(The number of seasonal workers | 
who lost their jobs after Christmas 
and did not seek other positions 
accounts for the drop in the size of 
the labor force.) 

The increase in the number of 
unemployed was termed seasonal 
but indicating the rise in post- 
recession employment has tapered 


off. 

While the unemployment prob- 

‘lem in January was worse than 
it was in the like month of 1958, 
there were these indications that 
the nation’s business machine is 
now running faster than it was 
@ year ago: 

Steel production in the most re- 
cent week reported was 57 percent 
above the level of the like week of 
1958. 

Coal production topped the year- 
earlier week for the first time since 
late June. 

The number of railroad freight 
cars loaded with miscellaneous 
freight and less-than-carload lots, 
an overall measure of manufactur- 
ing and trade, was above the year- 
earlier week for the third straight 


week. 
Department store sales exceeded 
those of the like 1958 week by 8.2 


25 major cities surveyed by Dun 
& Bradstreet. 


Pay raises for nonunion employes | 


spread in the textile industry with 
some reports of increased prices for 
textile products. 

Meanwhile, the Treasury was 
forced to sell 217-day tax anticipa- 
tion bills to rebuild its bank de- 
posits. The move became necessary 
when a larger than usual number of 
investors asked for cash, rather 
than new securities, when two bond 


issues matured last month. 
. > > 





fleet discount and resold them 
at a profit, Dealers were warned 
to screen all fleet deals for simi- 
lar possibilities. 


“One of the reasons why co-con- 
spirator dealers may not sell Volks- 
wagen automobiles to others for 
resale,” the Justice brief said, “is 
the danger that the authorized 
dealer and the reseller will sell for 
less than the price fixed by Volks- 
wagen of America ... 


“Indeed it is logical that if an 
authorized VW dealer could sell to 
a regular retail customer at the 
full price and thereby avoid the 
risk of losing his franchise, he 
would do so, so that sale to an 
unauthorized dealer for resale 
would (in this country) be very 
apt to be at less than the price 
fixed by VOA. 


“The relationship to the price-| 


fixing terms of the conspiracy is 
clear.” 


Another development in the case | 
last week was the announcement | 
|of the nomination of Judge For- 
|}man for promotion to the Second | 


U. S. Court of Appeals. Federal 
court precedent indicated that 
Judge Forman would continue to 


|try the case, even were he a Cir- 
}cuit judge, but disqualify himself 


from any appeal proceedings. 

When the VW indictment was 
filed in December, 1957, Justice 
Department officials forecast that 
the action would test in court 
the legality of territory security. 

The Justice Department brief last 
week, however, sought a ruling on 
the issue under the test of a 
broader price-fixing conspiracy. 

A similar indictment covering 
truck distribution was filed last 
year in Cleveland against White 


| Motor Co. 


Business Barometer 
Automotive News Economic Index — 


100.6 Percent of Last Week 
109.9 Percent of Like Week Last Year 


Auto Registrations—'58 cumulative 
Truck Registrations—'58 cumulative 
Steel Production—tTons 


Percent of 
Percent of Like Week 
Last Week Last Year 


95.5 104.8 


13,292,000,000 


340,796 
106 
400.1 


$55,923,355,000 


Feb. || Feb. 4 ‘58-'5? Range 
35% 43%- 8 
50% 59%-44 
544%, 564%,-37% 


48% 52 -33% 


84.2 

Feb. 11 Feb.4 ‘58-'59 Range 
40 44 -27 
34 364%,-21% 
13% 16 - 2% 
72%. 78 -40% 


(Feb. 16, 1958) 


| sales manager, and Cole. 


Standing: E. P. 


Feely, assistant general sales manager for 


the East; K. E. Staley, executive assistant general sales manager, and A. W. Famular, 
assistant general sales monager for the West. 


Auto Credit Total Rises 
After 13-Month Decline 


WASHINGTON.—The volume of 
automobile credit outstanding in- 
creased during December after 
| declining for 13 consecutive months, 
the Federal Reserve Board re- 
ported. 

The increase came at the end 
of a year which saw credit unions 
and commercial banks become 
bigger factors in a shrinking 
auto-loan market while finance 
companies and auto dealers 
themselves suffered setbacks both 
in the amount of credit outstand- 
ing and their shares of the exist- 
ing market. 

Auto credit at the end of Decem- 
ber was put at $14,131 million, up 
$65 million from the Nov. 30 total 
| but still $1,278 million below the 
total for Dec. 31, 1957. 


The credit total hit a peak of 


GM to Terminate 
Dealers Who Cling 
To ‘Dead’ Areas 


| DETROIT.—General Motors has 
mailed out franchise termination 
| notices, effective in 1961, to down- 
town big-city dealers who have re- 
fused either to relocate or to sell 
| their facilities to GM. 

This was revealed last week at 


j 
| 





the annual conference here of top-| 


level GM executives and President 
| John F. Gordon’s dealer advisory 
| council. 
| GM executives told questioning 
| dealers that the dealer relocation 
| program had reached the point 
where termination notices were 
| the only way remaining to close 
out points in defunct neighbor- 
hoods. The good-faith law, it was 
ex rules out cancellations 
of recalcitrant dealers before ex- 
piration of their five-year fran- 
| chises. 
| The 50 dealers in attendance at 
| the three-day session were advised 
| that the corporation has not altered 
its pro-territory security stand, al- 
though GM executives stressed that 
they had no plans to lobby aggres- 
sively for ‘permissive legislation 
proposed by NADA. 

“Not one dealer in my group 
spoke out positively for territory 
security, but quite a few went on 
record against it,” a council mem- 
ber said. 

Another member said the anti- 
trust investigation of GM played an 
indirect role in many of the topics 
discussed. 

“They said they were helpless 
to prevent dealers from dualling 
with Lark or Rambler because 
of antitrust, even though Ford 
has been able to stop the dual- 
ling,” he said. 

Dealers agreed that the new 

(Continued on Page 63, Col. 1) 


$15,505 million on Oct. 30, 1957, and 
then fell by $1,439 million to the 
Nov. 30 total of $14,066 million. 


Total installment debts of con- 
sumers amounted to $33,865 million 
on December 31, 1958, up $739 mil- 
lion during December but $230 mil- 
lion below the year-earlier total. 
| The volume of auto credit ex- 

tended during December was $1,- 

360 million, compared with $1,091 

million in November and $1,292 
million in December of 1957. 


Meanwhile, $1,295 million in auto 
debt was paid off in December, 
compared with $1,189 million in 
| November and $1,342 million in De- 
j}cember of 1957. 


| On Dec. 31, commercial banks 
held $6,129 million in auto paper, 4 
| gain of $43 million in December 
| and a loss of $226 million for all 
of 1958: The bank total at the end 
|of December was composed of $3,- 
|938 million in paper purchased 
from auto dealers and $2,191 mil- 
lion in auto loans granted directly 
to consumers. 


Finance companies held $6,404 
million in auto paper on Dec, 31, @ 
gain of $9 million during the month 
and a drop of $1,066 million in the 
last year. 

The other financial institutions 
class of lenders, which largely re- 
flects the activities of credit unions 
in the auto credit field, held $1,173 
| million in auto credit on Dec. 31. 
This was a gain of $12 million 
during the month and a boost of 
| $67 million in the last 12 months. 

Auto dealers held the remaining 
$425 million in auto credit out- 
standing at the end of December. 
The total represents a gain of $1 
million during December and a loss 
of $53 million during 1958. 


Illegal Removal 
Of Stickers Laid 
To N. C. Dealer 





CHARLOTTE, N. C. — Brown 
Alexander Mangum, 41, owner of 
Brown’s Motor Co. has been 
charged with violation of the auto 
price disclosure act requiring that 
manufacturers’ suggested price 
labels remain on a car until it is 
delivered to the buyer. 

The Federal complaint filed with 
U. S. Commissioner Robert L. Scott 
charged Mangum with aiding and 
abetting in the removal of manu- 
facturers’ labels from eight 1959 
model cars before they were deliv- 
ered to purchasers. 

The cars were five Volkswagens 
and three Karmann Ghias. 

Mangum posted a $500 bond 
pending a hearing. The complaint 
under the 1958 law was one of the 
first filed in the U. S. 
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Dealer Forum 


by Robert M. Finlay 





URING the NADA convention, 
Ditere were a number of ideas 
that carried with them tremendous 

ct yet somehow they didn’t fit 
into headlines. 

Like the profound question from 
Amos E. Neyhart, administrative 


head of the Institute of Public | 


Safety at Penn State University: 
“The auto is here to stay, but 
are you?” 
First reaction may be a laugh. 
Then you get to thinking about it. 


It is not funny. 
a” 


* + 


At the End of the Road? 


N there was the chemical 
engineer, Dr. George K. 
Schweitzer, associate professor of 
chemistry at the University of Ten- 
nessee, who disarmed you with his 
youth and then racked you up with 
a penetrating analysis of our 
atomic age, an age in which man 
may find his end on earth. 

His was a simple story, It 
began in 1896 when a young 
woman from Poland, Marie Sklo- 
dowska, arrived in Paris. 


In that city, known the world 
over for beauty and love, she met 
and married a French chemist, 
Pierre Curie. While the Parisians 
promenaded the streets of Paris, 
the Curies engaged in a search for 
a particle of matter which was to 
shake our world, the atom. 

The Curies discovered radioac- 
tivity. As Dr. Schweitzer put it, 
some elements like uranium have 
sick atoms. In effect, they are vom- 
iting up part of their energy. 

By firing neutrons into atoms, 
chemists learned how to cause a 
disturbance which would split the 





‘Rally for Profits’ | 


Slated for Boston 


BOSTON.— The Massachusetts 
State Automobile Dealers Assn., in 
joint sponsorship with NADA, will 
conduct a “rally for profits” meet- 


ing tomorrow (Feb. 17) at the 
Statler-Hilton Hotel here. 
Speakers will be: John Binns, 


NADA; Elson G. Sims (Ford), Vin- 
cennes, Ind. NADA'’s Indiana di- 
rector, and David G. Reese (Olds- 
mobile), Drexel Hill, Pa. 

The luncheon speaker will be the 
Hon. Carl F. Oechsle, assistant sec- 
retary of commerce. His topic will 
be “Profit—The Engine of Enter- 
prise.” 


Index 


Advertising News 

Auto Dealer Changes 
Auto Market Reports 

Auto World in Brief 

Big Story 

Business Barometer 
Coming Events 

Court Decisions 

Dealer Ad Ideas 

Dealer Forum 

Editorial 

Financial News 
Foreign-Car Notes 
Highway & Safety News 
Legislative News 
Letterbox 

New Products 

Obituaries 

Parts & Accessories News 
Personnel (Factory) 

Prices, Foreign-Car 
Prices, U. S. New-Car 
Production by Makes 
Registrations, Cars, Trucks 
Salesmen—Case Histories 
Service Briefs 

Service Highlights 
Turnings 

Used-Car Market Report 
Used-Car Auctions, U. S. ........ 
Used-Car. Auctions, Foreign 
Used-Car Notes 
Washington Column 





atoms down the middle. This proc- 
| ess is called fission. 
| Later, scientists learned of an- 
other method of releasing atomic 
energy — 
| This is called fusion. 

To fuse the atoms requires ter- 
rific heat—over 60,000 degrees— 
and this is obtained by using the 
atomic bomb as a fuse for the 
hydrogen bomb. 

Then came the cobalt bomb 
simply a hydrogen bomb in a cobalt 
metal box. 

And so, starting with that day 


when the brilliant Mme. Sklodow- | 


ska arrived in Paris, Dr. Schweitzer 
traced the road that has finally led 
man to the point where he can 
wipe out all humanity. 

Yet Dr. Schweitzer was 
cerned not so much with the atom 
but with the integrity of man, He 
pointed out the studies Toynbee 
has made of 21 world civilizatians. 


Each rotted from within with the | 


moral decay of men who had for- 
gotten to walk humbly with their 
God. 


| 
Dr. Schweitzer’s story was the 


sermon at the non-denominational 
laymen-led Sunday morning service 
which has come to be one of the 
best attended sessions of the NADA 


convention. 
> = > 


The Next 30 Days 


YHATTING with Carl Fribley, 
former president and Pontiac 
dealer in Norwich, Conn., who said 
to watch the market for the next 
30 days for the clue as to whether 
this is going to be a good auto 
year or not. 

By the way, I asked Fribley for 
his opinion on all the varying ad- 
vice you hear on how much it costs 
to sell a new car. 

“Well,” said Fribley, “when you 
have a gang of unwashed chil- 
dren, you don’t worry about every 
little speck of dirt behind the 
ears. 

“That’s the way it is with the 
advice on business management. 
You can’t get the fine points of 
every dealer’s cost, but you can 
try to shock him so that he will 
give some consideration to how 
much it is costing him to sell a 
car.” 


Quickie 

SKED a veteran Buick dealer 
+ about that rumor that Harlow 
H. Curtice, former president of GM, 
might open a Buick deal. 

“Don’t believe it,” snapped the 
dealer. “He’s too smart for that.” 

> 


How to Do It 


AN into John Williamson, a 
Pontiac dealer in Birmingham, 
Ala., who devotes most of his time 
|to sales training. 

Williamson insists that you can 
elevate the level of retail selling if 
you go at it the right way. 

For example, when he asked at 
|a university for appointments to 
talk with graduating students who 
|were interested in the auto busi- 
|}ness, none stepped forward. 
| So Williamson made arrange- 
ments to talk before marketing 
classes — to tell the students of 
the challenges and the opportuni- 
ties that exist in auto retailing. 
Fifteen students asked for ap- 
pointments, Of these 12 wanted 
to join his firm. 

College men can be sold on auto 


| retailing, but it does take selling. 
* * - 


Advertising 


| ;pOsaer NALL, Chevrolet dealer 
from Manchester, Ia. was 
|making-the rounds with a cartoon 
| booklet (attributed to Ford) on the 
| styling of the '59 Chevrolet. 
Nall said he picked up the 
booklet at his “friendly Ford 
dealer’s” showroom, and guessed 
that he had shown it to more 
people than the Ford dealer. 

Nall has a speech of indignation 
|that goes along with the booklet. 
|Moral is that it doesn’t pay you 
to advertise the other guy’s prod- 
uct, 


> > > 
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melting atoms together. | 


con- | 





Only 10 Willi 
Dealers Get Warning — — 


On Removing Stickers 


CHICAGO.—U, S, Attorney 
Robert Tieken has warned auto 
dealers that they will be pros- 
ecuted, if they remove price 
stickers from new cars before 
they are sold to consumers, ac- 
cording to the Chicago Automo- 
bile Trade Assn. 

Tieken said that dealers may 
not remove stickers from cars 
which have been purchased from 
other dealers, Penalties under 
the law range up to a year in 
prison and a $1,000 fine for re- 
moving stickers, he said. 


By John E. Walsh 
Staff Writer 


| 
WENTY-FOUR of 40 states 
replying to a questionnaire on 
vehicle purchasing and disposal pol- 
icies reported they sell used units 
to persons other than dealers and 
only 10 are agreeable to changing 
the practice, according to J. Stanley 














| 





Eastbay Dealers Elect Officers— 





R. L. Philippi (Lincoln-Mercury), left, newly elected president of the Eastbay Motor 
Cor Dealers Assn., and J. E. Cochran (Chevrolet), center, treasurer, are congratulated | 
by Ed Deemer (Buick), outgoing president, after the association's annual election 


of officers. All are dealers in Oakland, Calif. Other new officers are Erich Wolf 
(Buick), San Leandro, vice-president, and Jack Cooper (Plymouth), Oakland, director. 


Old Miia Winter Frosts 
Another Auto Show | 


HE severest winter in years|and singing acts, according to 
scored another auto-show | Nelson T, Turner, show director. | 
| knockout last week. The Milwaukee ee 

exposition was the victim this time. 7 Albuquerque New Car Deal- | 

A blizzard last Tuesday (Feb. ers Assn, also will give away | 

10), which forced the city to eight mink stoles, Turner said, The 


admission will be 90 cents for| 
pr o a an cae held = | adults, 50 cents for children and $1 
attendance an me single- | for reserved seats, he added. 


| 

a , | | 
cay ear See | _ Abraham Lublin is chairman of | 
| 





| The turnout through Feb. 10| the first annual Southern Tier 
| totalled 48,572, more than 6,500| American Car Show in Bingham- 
|}under the figure for the corres-| ton’s West End Armory, It will 
| ponding period a year ago, accord-| be the first area-wide display by 
ing to Edward C,. Wehe, show! Triple Cities new-car dealers in 





to Change... 





Half of States Selling 
Used Cars to Public 


Bien, Michigan purchasing director. 
He is chairman of a four-man 
committee named by the National 
Assn. of State Purchasing Officials 
to explore the possibilities of get- 
ting factories to restore subsidies 
to state and municipal governments. 

Since the subsidy ban followed 
dealer protests against state sales 
of used vehicles to the general 
public, Bien has felt that any 
chance of the discount restoration 
hinges on the states’ discontinu- 
ing this policy. 

Dealers have charged that gov- 
ernment sales to the public, at 
prices below those which they can 
meet, disrupt the used-car market 
in general and depreciate the value 
of all cars on the road. 

* * + 
gg pam gy Kentucky, New Jersey, 

Nevada and Wisconsin said they 
were flatly opposed to changing 
their policies of restricting sales to 
dealers, Bien declared. 

He pointed out that Pennsylvania, 
where dealers voiced some of the 
loudest objections to subsidies, did 
not reply to the questionnaire. The 
Keystone State sells its used ve- 
hicles to all comers, he said. 

While admitting he was dis- 
appointed that some states had 
opposed restricting sales to deal- 
ers, Bien said he still has hopes 
of some relief from the factories. 

He indicated that the committee 
might ask the manufacturers to re- 
store subsidies in states which do 
sell only to dealers or are willing 
to discontinue sales to the public. 

The four-man committee will 
meet in Washington March 5 to 


| consider the next steps, Bien con- 


tinued. On the following day, he 
added, they will meet with NAS- 
PO’s executive committee to discuss 
the problem. 
Ed * > 
E SAID a number of the states 
replying to the questionnaire 
reported they have curtailed pur- 
chases because of soaring prices 
following the end of the discounts. 
He cited the following cutbacks: 
Alabama, 15-20 percent on cars; 
Florida, 5 percent on cars and 10 
percent on trucks; Indiana and 
Iowa, 25 percent; Kansas, 50 per- 
cent; New Jersey, 25 percent; 
North Carolina, 200-300 units; 
Oregon, 30-75 percent; Tennes- 
see, 20 percent on both cars and 
trucks. 
Bien said Michigan may stop all 


| chairman, 


he was confident that the 1959 
|show would be one of the “selling- 
lest we have experienced.” Many 
| deals were closed on the floor the 
first four days, he added. 

The eight-day show, sponsored 
by the Milwaukee County Automo- 
bile Dealers Assn., closed Saturday 
(Feb. 14), and final figures were not 
available. 





= > * 


7s eight-day Rochester (N. Y.) 
show drew 38,238 visitors, 2% 
percent under the 1958 attendance, 
according to Edward Schoen, exec- 
utive secretary of Rochester Auto 
Shows, Inc. 

“It was a good show for busi- 
ness,” Schoen said, “There was a 
lot of buyer interest and dealers 
and salesmen agreed it was a 
success.” 

A 1959 Chevrolet was given away 
on the final night of the show. 
Other prizes awarded during the 
week included a freezer, a trip for 
two to New York City and a color 
television set. 

~ ag « 


ORE than 5,000 attended the 

three-day Waukesha (Wis.) 
show. A 1959 Ford was awarded by 
dealers to a woman visitor as top 
prize in a jingle contest. 

Shows will open this week in 
Albuquerque (Feb, 19-23), Bing- 
hamton, N. Y¥. (Feb, 20-23) and 
Wichita (Feb, 20-22). 

The All-American Automobile 
Show at the State Fairgrounds in 
Albuquerque will feature all 1959 
domestic cars, allied exhibits, an 
orchestra and seven aerial, comedy 


Despite the weather, Wehe said | 


several years. | purchases, while Colorado, Ken- 
The Wichita show, sponsored by | tucky, Louisiana, Maine, Maryland, 
|the Wichita Automobile Dealers| New Hampshire, North Carolina 
| Assn., will be held in a hanger at|and Utah reported “reductions to 
McConnell Air Base, The admission | meet budget.” 
|is 50 cents, with children under 12} The states which said they sold 
| free. only to dealers were Iowa, Mary- 
land, Massachusetts, Michigan, 
|Montana, New York, Oklahoma, 
|Ohio, Rhode Island, Tennessee, 
; Utah, Vermont, Washington and 
West Virginia. 
: 


—Joun E. WaAtLsH 


|'Wyoming Dealer Group 


‘Elects Tyrrell President 


| CHEYENNE, Wyo.—Gale Tyrrell 
has been elected president of the 
| Laramie County Automobile Deal-| Alabama, Arkansas, Colorado, 
ers Assn. for 1959. Connecticut, Florida, Kansas, Ken- 

Other officers are Bill Dineen jr.,| tucky, Louisiana, Maine, Minnesota, 
vice-president, and Col. Lee ae | ‘Nebraska, Nevada, New 
man, secretary-treasurer. (Continued on Page 61, Col, 4) 


* * 


js which sell to anyone in- 
clude: 











A New Home for Moore Buick— 


Moore Buick Co. has moved into these new quarters at 215 E. Poplar in Walla 
Walla, Wash. To celebrate, Moore held a week-long open house. 








4 
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648,240 Units at Dealerships .. . 





Rise in °59 Stockpile 
Trails Year Ago by 20% 


(Continued from Page 1) 


can’t talk new cars to folks who|nuses, as new-car demand or lack 


can’t get unhinged from the snow.” 

Dealer thoughts already are 
turning to the blessings of spring. 
Washington’s Birthday this week 
will kick off the traditional open- 
house celebration among new-car 
dealers in New England. 

Since 1956, the spring upturn in 
sales has been conspicuous by its 

absence. This has led to studies of 
possible changes in the seasonal 
tides of new-car selling. 

Even in the 1958 recession, how- 
ever, March and April sales out- 
stripped the below-400,000 perform- 
ances of January and February. 
Modest gains were made, if not 
sweeping advances, in all three of 
the past spring seasons, leading to 
the thought that dealers accus- 
tomed to riptide warm-weather 
business merely were disappointed 
that sales weren't better. 

There persists a sizable group 
of dealers and industry analysts 
convinced that a spring bonanza 
will re-appear one of these years. 
Cleveland trade leaders, having 
staged a thriving Auto Buy Now 
week last April, spearhead the 
optimists, The Lake Erie metrop- 
olis is in the midst of plans for 
a repeat “week” this spring. 

A separate dealer promotion will 
be sponsored by daily newspapers 
this year under the keynote, “Live 
Better by Far in a Brand New 
Car.” 

Factories are counted on to pitch 
in with contests and incentive bo- 


New-Car Stocks 
In Field, In Transit 


(Comptied by Automotive News) 










sbEEESEEESEEGE 


Dealers 

Cars ia Total 

Transit Potential 
Ported te Inventory 
Ending Dealers Stocks 
Jan. 1,° 188 500 440,254 
Apr. 1," 158 000 434.136 
duly 1, SO 167,500 478,584 
Oct. 1,°S.... 157,800 366,167 
dan, 1,51 R9 900 404,788 
Apr. 1, "61 138.500 545.041 
duly 1, 51 90.700 448.206 
Oct. 1, 51... 79,500 330,262 
dan. 1, 52... 31,000 255 968 
Apr. 1, "52... RI 000 296.391 
duly 84.500 277,962 
Oct. R98 000 322.556 
Jan. 83.300 374,971 
Apr. 89.300 535,182 
duly 82 R00 567.498 
Oct. 60 900 579,937 
Jan. 464,725 
Feb. 526,776 
Mar. 573,122 
Apr. 605.911 
May 607,275 
dune 
July 
Aug. 
Sept. 
Oct. 
Nev. 
Dee. 
Jan. 
Feb. 
Mar. 


S4BRSesRlusscesesesy 


151.007 Ford went on to outsell any other 
362.381 | Make in the industry. Wright added. 
462.673 Since the 1959 models were in- 
00 = 862.655 | troduced, Ford dealers have sold 
= 6 sat-ee1| 2lmost 400,000 cars, he added. Pro- 
00 ©€=.- 48,498 duction schedules were increased | 
= ya American 
—= —— eons and 13 percent over plan in Febru-| foreign competition.” 
Oct. 48,900 538,375 | ary, he said. 
Nev. 87,600 569.335 
Dee, 1 77,400 «723,107 
Jan. 53.300 808,47 ; i 
Feb. 68,900 870,399 on hand for the corresponding time 
ry €3.208 wae! in 1957, Wright said. 
May 56.300 902,585 | 
dune 52,880 798,902 
~~ ess Ss 
=~ facet  seaaes| days, he added, with 35 percent of 
Oct. 25,900 
Nov, 65,008 §=—- 277,975 | Finn 
Dee. 79,656 398,243 . Pere 
Jan. 50,168 512,018 
Feb. 2 Rambler 
Apr. 63,125 745.915) Rambler retail sales in January 
— eee «6s Sav-zan| Were 158 percent higher than those 
duly o.e00 oeg.aas of January a year ago, according 
Aug. ° to Roy Abernethy, automotive dis- 
— a. ireaee tribution vice-president. 
ae. Ges —_— Sales totalled 19,818, the highest 
. $ January figure in Rambler history, 
= eitee © steiea|he said. A year ago dealers sold 
_ anaes aeeee 7,680 units, he added. 
May . 6.964 In the first four months of the 
June y+ cas aes fiscal year, dealers delivered 95,611 
=_ — bony units, compared with 38,609 in the 
Sept. 7,700 463.684 comparable period of last year, 
Oct. 21,500 312,897) Abernethy said. 
Nev. 45,100 eee * * * 
Sen. Secs $543,383 Chevrolet 
Feb. 648,240 


+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 





of it warrants. 
* * * 

ee, there are the price 

stickers, making their first ap- 
pearance for spring shoppers this 
year. Complaints directed against 
the stickers have been so few as 
to be inconsequential, at least from 
the franchised dealer’s viewpoint. 

Dealers have sensed a definite 
improvement in the “buying 
atmosphere” throughout the ’59- 
model introductory fervor. 

Whether fierce weather has 
driven the live prospects into hiber- 
nation until the sun shines again 
will be determined in a matter of 


weeks. 


Import-Car Shipments 


Triple U. S. Exports 


DETROIT.—The U. S,. imported 
more than three times as many new 
cars last year as it exported, ac- 
cording to Automobile Manufac- 
turers Assn. compilations. 

A total of 125,834 new cars were 
exported, of which 17,333 went to 
Canada, The 1957 export total of 
160,632, including 16,572 to Canada, 
surpassed 1958 by 21.7 percent. 

Through the first 10 months of 
1958, 343,782 new cars were im- 
ported. A final year’s total of more 
than 400,000 was indicated on the 
basis of monthly imports of ap- 
proximately 40,000 units. 

Truck shipments abroad from 
the U. S. totalled 173,626 last year, 
including 4,550 to Canada. The pre- 
vious year’s exports were 205,635 
trucks—13 percent higher than 1958 
—of which 6,018 went to Canada. 





New Sales Gains 


Noted by Makers 


Second-Best January 
Is Reported by Ford 


DE TROIT.—Glowing sales re-| 
| ports continue to come from auto 
| manufacturers. 


The 
nouncements follow: 


Ford Division 
Ford new-car sales last month 
were the second highest for any 
January in Ford division's history 
and 35 percent above sales in Jan- 


uary, 
Wright, division general manager. 


latest an- 





1958, according to J. O.| 


The January total was exceeded | 
only by sales in January, 1957, when | 


15 percent over plan in January) against the ravages of cut-rate, 





A Prize Winner— 


/EW ALL OVER AGAIN. 


ROLET 





This Chevrolet poster won first place in the Automotive Vehicle Classification at 
the 27th National Competition of Outdoor Advertising Art, sponsored by the Art 
Directors Club of Chicago. Campbell-Ewald Co., Detroit, is the agency; Dave Lindsey, 


the artist, and George Guido, art director. 





30-Day Supply on Lots 
Marks 3- Year Feb. Low 


(Continued from Page 1) 


car operators who are beginning to 
shape up for the spring market. 


Many auction operators “com- 
plain” that yard-buying has been 
particularly brisk and that the 
cleanest units change hand before 
they hit the auction lane. 


As a result, prices have held 
steady in a period which normally 
could be expected to see rather 
sharp declines. 


The virile used-car market has 
been somewhat surprising in view 
of the unusually foul weather that 
has plagued much of the nation for 
most of the winter. 


Some observers believe that, 
given a relatively open winter, | 
used-car prices and sales might | 
well have been riding a _ record | 
crest now. 


This pent-up demand, some be- | 
lieve, will help hold the spring} 
used-car market at higher levels 
than might normally be expected. 

* * * 

O* DEALERS reporting used-car | 

stocks on Feb. 1, 21.4 percent) 

said they had stocks within a 15-| 

day limit. A month earlier, only 6.7 

percent of reporting dealers were 
in this category. 

A total of 41.9 percent placed 
themselves in the 16-to-30-day 
category, compared with 33.3 per- 
cent a month earlier. 








Rep. Reed, Reuther 
Express Views 


On Tariff Needs 


WASHINGTON. — Two views on 
how to solve the problem of grow- 
ing competition of foreign products 
in the U. S. market were expressed 
here in the last 10 days. 

Rep. Daniel A. Reed, New York 
Republican, suggested in a House 
speech that “reasonable” tariffs as 
“a partial method of insulating our 
standard of living 


UAW President Walter P. eee 


Orders for new Fords, not includ-| ther told a Washington group there 


j 


7 ing the Thunderbird, exceed orders| should be an international fair- 


wage standard to raise the status 
of workers the world over, result- 


Sales for the third 10-day selling|ing in import costs more in line 
Period in January were almost 11| with U. S. products, or the nation 
percent above sales in the first 10| must adopt more-protective tariffs. 


Chevrolet truck sales during 
January were up 36 percent from 
the corresponding month a year 
ago, according to E. N. Cole, gen- 

(Continued on Page 64, Col, 1) 


Pointing out there is a lack of 


314,003 | January sales in the new Galaxie) reciprocity trade with the U. S., 


Reed said that in the year ending 


jlast Oct. 31, the U. S. imported 


398,791 autos and exported only 
130,723. 

He said the adverse 3-to-1 ratio 
has shown its effects in rising un- 
employment in U. S. auto plants 
which has hurt all levels of the 
economy. 

Reed said he was opposed to 
some of the views of Ernest R. 
Breech, chairman of Ford Motor 
Co., who he said is against the use 
of reasonable tariffs, 

“With the labor differential so 
substantial between our workers 
and those abroad, we cannot now 
compete with respect to costs and 
prices, nor will we be able to do so 
in the foreseeable future,” Reed 
said. 

He added that Breech’s sugges- 
tions included remaining “competi- 
tive in design, quality, costs and 
prices with foreign industry.” 


ithe first quarter of 1958 and hit a 


| dealership. The loss was estimated 


| tion wagon, six used cars and three 





porting dealers had stocks good for 
30 days or less of selling on Feb. 1, 
compared with only 40.0 percent a 
month earlier. 

Stocks exceeding a 30-day supply 
were reported by 36.7 percent on 
Feb. 1, compared with 60.0 percent 
the previous month. 

Range of stocks was 10 to 60 
days on Feb. 1 and 10 to 75 days 
on Jan. 1. 





Business Failures 
By Dealers Total 
393 During Year 


NEW YORK.—Business failures 
by motor-vehicle dealers totalled 
353 in 1958, according to Dun & 
Bradstreet. The previous year’s 
total was 233. 

Included in the D&B failure total 
are those businesses which cease 
operations under adverse circum- 
stances with the element of loss 
to creditors. Dealers who sold out 
or were bought out with no loss) 
to creditors would not be included. | 

Dealer failures numbered 98 in 


peak of 110 in the second quarter. 
The totals then fell to 74 in the 
third quarter and 71 in the last) 
quarter. Failures in the last quar- 
ter of 1957 totalled 60. 

D&B put total failures in the re-| 
tail trades at 7,514 in 1958, com-/| 
pared to 6,895 in the previous year. 

Current liabilities of the failing 
motor-vehicle dealers amounted to! 
$26,128,000 in last year. This was 
more than double the $12,988,000 in 
1957. 


Dealership Burns 


SPRINGFIELD, Ky.— Fire De- 
stroyed the one-story building of 
Springfield Motor Co., a Chrysler- 
Plymouth and farm equipment | 





at $75,000 and included a new sta- 





new hay balers. 


A Perfect Score— 


— 


Territory-Security 


Furor Wanes 


But Many Dealers 
Still Air Opinions 





a 
* 









Mus of the furor over territory [J 


security diminished with} 


NADA’s announced plans to pre. 


pare a bill for Congress, provided 
a poll of members supports such 
action. 


Nevertheless, many dealers are 


still writing to Automotive News to 
air their opinions. A sampling of 
last week's letters follows: 

- * > 


Consumer Speaks 


Cr OCCURRED to me that your 
many readers might find some 
interest in a consumer point of 
view on territory security, 

It is my considered opinion 
that territory security is a MUST 
if the dealer organization is to 
survive, let alone profit normally 
(the U. S. norm used to be 6 
percent). 

Having known automobiles for 
50 years (40 years intimately) and 
automobile men and having wit- 
nessed numerous changes, I state 
without fear of contradiction that 
drastic changes must be effected 
for our nation’s good. 

I have no difficulty remembering 
when the automobile business was 
dignified and respected. The dealer 
and his personnel were looked up 
to. The products were truly as good 
as the manufacturers could make 
them at the time. 

And as for free enterprise and 
competition, there were plenty of 
makes for the public to choose 
from. 

Under territory security the 
dealer will profit and so will the 
customer when he has learned to 
buy at home, for the producer will 
have good and sufficient reason to 
cancel out the dealer who fails his 
obligation to the customer. 

> . > 


HERE is, however, one ex- 

tremely important aspect to all 
of this that has not been aired in 
any detail and the two go hand-in- 
hand. 

There is great need for under- 
standing and constant awareness 
of the fact that it is the consum- 
ers’ dollars that keep all automo- 
tive people in business. 

Cars MUST be better made. Pro- 
ducers MUST stand behind and 
make good on the product, After 
all, the percentage of real “lemons” 
is, fortunately, extremely small. 

Another bugaboo is past over- 
production and warning should be 


|taken from the devasting results 


thereof. Controls will again come 
into being. 

Unfortunately, the automobile in- 
dustry is a key foundation stone 
in the nation’s economy and it has 
been prostituted. The house must 
be cleansed because the nation’s 
best good is dependent upon it. 

Competition is, indeed, the life- 
blood of the trade but it must be 
a matter of merit. j 

Territory security, no chain 
dealerships, fewer but better deal- 
erships, constant alertness by pro- 
ducers, better cars, more truly in- 

(Continued on Page 62, Col, 1) 





The first Rambler dealership mechanic to score 100 percent on the test for mem- 
bership in the select American Motors Society of Automotive Technicians is Gordon 


E. Belt, second from left, of Severin Motors, Inc., Bellflower, Calif. 


organized to honor top Rambler service 


The 
personnel, now has 680 members. 


society, 
With 


Belt are, from left, R. L. Martinson, AMC Western division parts and service manager; 


C. L. McCann, Severin general manager, and G. W. O'Brien, Los Angeles zone parts 


and service manager. 



















from $1398°° P.O.E. N.Y. 
some areas higher 






Now a Success in America... 


FIRST MAJOR ENTRY 
=| ieee ee SMALL CAR MARKET 


in YEARS 
: FAMILY SIZE 


e Up to 55 miles per gallon 
e 79” wheelbase, 28 ft. turning circle 
, e 72 MPH — Unexcelled roadability, | 


Al R COOLED pick-up and comfort 


Made in Germany 


NSU SPORT PRINZ by BERTONE WILL BE FIRST SHOWN IN AMERICA AT 
THE INTERNATIONAL AUTOMOBILE SHOW — APRIL 4—APRIL 12, 1959 AT THE NEW YORK COLISEUM 
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Blasting ‘Seven Deadly eae 


Columbus Ads Stress Integrity 


COLUMBUS.—Misunderstood as- 
pects of auto sales are being ex- 
plained in an ad campaign to 
restore public confidence in auto 
advertising, the Columbus Automo- 
bile Dealers Assn. has announced. 

John B. Barton, CADA execu- 
tive secretary, said the six-week 
ad series will cover such topics 
as new-car warranties, auto 
financing and factory-suggested 
price listings. 

“This campaign is also the be- 
ginning of a sustained effort to 
stamp out false and misleading ad- 
vertising claims which have been 





Competitors Cut | 
Prices by Penny 


Running the Gamut | 
On New-Car Ads | 


By John K. Teahen Jr. 
Staff Writer 
EALERS say that a monthly} 
payment of a dollar or two less | 
than the competition sometimes is 
enough to swing the deal. On at) 
least one imported make, it would | 
appear that the margin has been| 
reduced to pennies. 
It happened in Louisville. | 
Breaux Ballard Buick offered 
Opel sedans for $12.90 a week and 
station wagons for $15.10. 


The following day, Koster-Swope | 


giving the auto industry in general 
a bad name,” Barton said. 


chased.” Exceptions, not facts, 
make good reading, but your car, 


In an ad in the Ohio State Jour-| Comparable model and normal con- 


nal captioned 
Print,” the CADA pointed out 


“seven deadly sins to watch out for | 


when you buy a new car.” 

The association made the follow- 
ing comments on the “sins:” 

1. “$600 Below Factory Govern-| 
ment Posted Prices.” 

This is not‘a Government- 
regulated ceiling price as you 
would be led to believe. This is | 


“Read the Fine| 





merely a manufacturer’s sug- 

gested price put there by law 

for your protection to eliminate | 
hidden costs and information, 

2. “No Downpayment—As Low} 
as $33 a Month.” 

Legitimate car dealers are in the 
automobile business—not the fi- 
nancing business, Almost everyone | 
wants to pay for his new car as| 
quickly as possible. 

Long-term financing with small 
or no downpayment can only mean 
you pay exorbitant interest and 
finance charges, and in some cases 
are expected to sign extra mortgage 
notes or a balloon note. 

3. “Would You Take $2,000 for| 
Your '54 Model?” 

Naturally you would jump at | 
the chance to realize an inflated | 
price for your old car. A “would- 
you-take” is usually a come-on 
in the form of stickers placed 
under your windshield wiper, or 
in the form of a mailer. 


The big question is: What multi- 


dition may fall far short of the 
advertised example. 

No scratches, no dents, no wear. 
Must have that just-off-the-assem- 
ly-line look, Even then, the allow- 
ance still largely depends on the 
exact model you are buying. 

5. “Must Sell 500 Cars Immedi- 
ately.” 

Close examination of the show- 
room fails to disclose any of this 
particular model; however, as a 
comparable substitute, you will 
be shown any number of higher- 
priced, less-in-demand models. 


6. “Buy at Dealer’s Cost.” 


Dealer’s cost plus, that is. If you! 
|“read the fine print,” you will find | 


salesman’s cOmmission, dealer’s 
service charges and many more 
regular charges have been added 
to bring this cost price up to stand- 
ard selling price. 

7. “Absolutely No Interest 
Charges.” 

Naturally, there are no interest 
charges if you buy your car for 
cash. Here again it is most im- 
portant that you read the fine 
print; there are many ways of 
hiding interest charges — overall 
price, added luxury accessories, | 
etc. 

Barton added that “we can only 
present the facts—it will be up to 
buyers, media and individual deal- 
ers to see that these practices are 
stopped.” 

Members of the dealer associa-| 


Buick told readers that the weekly | thousand-dollar model do you have/tion’s advertising committee are: 
bite was $12.89 for Opel sedans and | to buy to get this fantastic trade-in | George D. Simeon (Buick), Richard 


$15.09 for wagons. 


Price ads by Cadillac dealers are | 
uncommon enough to rate a men-| 


allowance ... if you get it at all. 


4. “Look What We Allowed .. .” 
Qualified in fine print, “actual 


Rodenfels (Chevrolet), Harold R. 
Wood (Chrysler-Imperial), A. J. 
Merrick (Dodge), Herman Beck 


tion when they appear. Such an/| allowance depends on condition of| (Rambler), and Charles Medick 


advertisement was inserted by| 
Galles Motor Co. (Oldsmobile-| 
Cadillac), Albuquerque, N. M.,| 
which listed four Series 62 models 
with prices starting at $5,097 for a 
two-door hardtop. 
> o > 

ALLES also claimed that its) 

two lines depreciate much 
slower than comparably priced com- 
petitive makes. A chart showing} 
new and current prices of '57 mod- 
els was used in the comparison. 

Texas has lost its position as 
the largest state, but its Ford 
dealers still are in contention for 
the sales-promotion title. 

Promises to sell 59 new Fords in 
59 hours were made by Jack Roach 
Broadway, Houston, and Jordan 
Motor Co., San Antonio. 

Roach offered a new car free to 
anyone finding a salesman asleep 
during the period, while Jordan, in 
a later promotion, gave each new- 
car buyer 10,000 trading stamps and 
declared: “We will pay off the bal- 
ance on your present car and ar- 
range for your first payment in 


July.” 
A 59 FORD V-8 with “factory 
air conditioning” was listed at 
$2,195 by Horn-Williams Motor Co., 
Dallas, and Lewis Boggus Ford, 
Corpus Christi, called its product 
“a Thinking Man’s Car at a Think- 
ing Man’s Price.” Boggus said 50 
(Continued on Page 59, Col. 4) 





* * * 





Promotion Firm 


Tests Sales Talks 


DETROIT.—Dobie Co., which de- 
velops sales and service promotions 
for auto dealers, believes trick 
approaches by salesmen have made 
the public wary. The company is 
testing conversations which would 
win the confidence and respect of 
the buyer. 

Dobie said it has enlisted the 
cooperation of Michigan Bell Tele- 
phone Co. and factory sales execu- 
tives in the project. The research 
is being conducted in connection 
with Dobie’s sixth annual exhibit 
of merchandising programs for 
dealers which will be held here 
Wednesday and Thursday (Feb. 
18-19). 

The company said it feels that 
the direct approach can be made 
“in a way to overcome the sales- 
man’s fear of refusals, which is the 
reason they usually resort to trick 
approaches.” 


your trade and new model pur- 





Eprror’s Note: Not so long ago 
the reporter below wrote a story | 
about salesmen from the shop- | 
per’s point of view. Now, with 
the cooperation of a dealer, he is 
writing about shoppers from the 
salesman’s point of view. 
= © * 
By Oliver Starr Jr, 
Staff Correspondent 
ERE was a time when I 
thought I might like to be an} 
auto salesman. 

Not anymore. I found out too 
much about some of the custom- 
ers who harrass, menace and 
otherwise attempt to brainwash 
auto salesmen. I did this by pos- 
ing as a beginning salesman and 
by interviewing a number of men 
making their living selling cars. 

Now don’t misunderstand me. 
Most of the people who come into | 
a salesroom to buy a car are nice 
people. I'm not talking about them. 
I'm referring to those who are Dr. 
Jekyll on the sidewalk but Mr. 
Hyde when they come through the 
salesroom door. 

Everywhere else in town Dr. 
Jekyll pays the list price for his 
merchandise. But once inside the 
auto showroom, Mr. Hyde becomes 
the crafty bargainer, ready to cross 
swords with the salesmen, letting 
the price tags fall where they may. 

* * * 
[FjoLt4R signs and discounts are 
all that interest him. He us- 
ually has been shopping at every 





Late Report *ee 


(Ford). 


The Shopper—Seen by 


dealership in town. Just to make, 
sure that he can make the sales-| 
man’s life miserable, he has written | 


all the prices down in his little} 


| black book. 


He brushes aside any sales 
talk with: “How much do you 
want for this car?” Even if the 
salesman quotes him a low fig- 
ure, he shrieks out: “I've got you 
beat.” 

But the price wizard almost al- 
ways outsmarts himself. A clever | 
salesman I was watching took the | 
wind out of one sharpie’s sails by 
asking him if he knew which type 
motor the car in question had. He 
admitted he didn’t know, and there 
he was—just another ex-know- 
it-all. 

An all-too-common habitue of the 
auto salesroom is the “Squirrel,” 
perhaps better known as “Jus’ 
Lookin’.” The “Squirrel” gets his 
name from his curious characteris- 
tic of bouncing around the sales- 
room in the manner of the furry 
treeclimber, 

*” . = 
ENEVER he is approached 
by a salesman, he is always 
“Jus’ Lookin’.” He borders on the 
eccentric and, in rare cases, on the 
loony. Most salesmen have “Squir- 
rels”’ who come in regularly. They 
humor them and afterwhile the 
frenetic ones go away. 

Bordering on the humorus is 
the overconfident client who 
drives a battered 1949 auto (often 


Used-Car Market 


Paced by a strong market for late models, the overall average price 
of used cars sold at wholesale auction last week rose $13 to $1,109, 
according to Automotive News’ index. 


Gains were listed at $88 on ’59s 


and $32 on ’58s. The price of ’52s 


also went up—by $9—and the price of ’53s remained unchanged. 
Losses amounted to $8 on ’55s, $7 on 54s, $6 on ’57s and $6 on 56s. 
New lows were established for prices of "57s, ’55s and ’54s. 
At a group of representative auctions last week, the average con- 
signment was 192.1 units, of which 68.2 percent were sold. A week 
earlier, the average consignment was 202.4 units and the sales ratio 


was 65.9 percent. 


Auction reports begin on Page 42. 











































































































'GM Officials Tour Pilant— 


Top service officials of General Motors Corp. toured the Rochester products division 
plant as part of a day-long meeting with the division's service stoff. Inspecting a 


four-jet carburetor final assembly line are, 


ant general service manager; E. James Krause, Buick general service manager; Francis 
A. Yon Schon, manager, service staff, GM overseas operations; Hugh J. Hales, Pontiac 
general service manager; Howard Gladding, Rochester products service manager; 


from left, John C. Purcell, Chevrolet assist- 


William J. Buxton, Oldsmobile general service manager; Theodore A. Dykstra, GM 


service section, and Myrle E. St. Aubin, director, GM service section. 


Guarantees by Government 
Proposed for Auto Loans 


By Kenneth C. Kelley Jr. 
Staff Writer } 
Y can’t the Government! 
guarantee auto loans just like | 
it does home loans and loans for| 
home repairs? It would help level 
this industry and steady the entire 
economy.” 
That is about the only new 
suggestion that came out of a 


a Salesman) 


called a “bomber” in the trade) 
to the front of the dealership, 
parks it and swaggers into the 
salesroonr shouting: “Hey, how 
much will you give on trade on | 
my car here?” 

A car salesman gives the} 
“bomber” what is termed the “In- 
dian appraisal” (a casual glance 
through the front window with the 
right hand raised to the forehead 
Indian fashion.) 


Any figure he gives is almost all 
a discount. 

A real time-waster is the cus- 
tomer with the champagne taste 
and beer pocketbook. He’s cagey, 
though, and often hard for a sales- 
man to qualify. He may be well 
dressed and have a fairly good job | 
but will change the subject every 
time the subject comes around to 
how much he owes on his 55 car. 

. a. . 


HE WANTS the most expensive 

car in the house and only after 
a half-hour buildup does the sales- 
man squeeze out the fact that he 
still owes $500 on his ’55. Naturally, 
he doesn’t want to make a down- 
payment and neither does he want 
to pay over $50 a month on a 
new car. 


A first cousin to the champagne 
taste-beer pocketbook customer 
is the shopper we'll call “Have- 
You-Got-Any-New-58s?” Here is 
a super bargain hunter. For some 
reason “Have-You-Got-Any-New- 
58s?” kept turning up every time 
I looked around. 


He's really a grand fellow but he 
would dearly love to get a car for 
nothing. He harbors the common 
delusion that the dealer is abso- 
lutely stuck if he has a new ’58 in 
stock and would sell it for a song 
if one would but come in and sing. 

“Have-You-Got-Any-New-58s?” is 
duck soup for the salesman who 
knows that dealers don’t have to 
sell new ’58s at a loss. 

“Yes, we have some new ’58s,” 
says the salesman, “but how would 
you like a 1959 for just $150 more 
than a new ’58?” That usually does 
it. The buyer thinks he’s getting 
the buy of the century. Actually, 
he’s just getting a fair deal, which 


(Continued on Page 59, Col, 1) 





check with financial observers 
about what can be done to make 
prospects less fearful of the un- 
certainties of paying for a car 
over a period of up to 36 months, 


An executive who declined to be 
identified offered the Government- 
guarantee plan as his idea of a 
step in the right direction. 

He noted that Federal guarantees 
of mortgages and home-repair loans 
are aimed at stabilizing the econ- 
omy and observed that the last 
recession showed that stabilizing 
auto sales might be just as impor- 
tant as an antirecession device. 

The Federal program in the hous- 
ing field enables lending institutions 


|to make large numbers of loans 


that swell volume in the field, 


The Government protects the 
lender against great loss, in the 
event that the borrow cannot 
make his payments, This guar- 
antee enables the money to go 
out at relatively low interest 
rates, 


The executive who proposed the 
guarantee for auto loans admitted 
that it would not directly ease fears 
of not being able to meet auto pay- 
ments. He added that details of 
the program would take consider- 
able study. 

However, he noted that guaran- 
tees for auto loans would make 
more sense than the guarantees for 
home-repair loans, “Suppose the 
worst happens and the customer 


| can’t make his payments, It’s a lot 


easier to repossess a car than it is 
to repossess the roof off the guy’s 
house.” 

While a number of lending in- 
stitutions have considered some 
sort of private insurance of auto 
payments in event of unemploy- 
ment, no plan which is generally 
considered workable has been in- 
troduced. 

Most sources of auto credit try 
to work out problems caused by 
unemployment as they arise on an 
individual basis. They feel that this 
system has worked to the advan- 
tage of all concerned. 


Bank Sues Dealer 
For $35,709 


ST. LOUIS.—Wright Motor Co. 
and its president, Kingsley ©. 
Wright, have been sued for $35,709 
by the First National Bank of St. 
Louis. 

The bank charged the dealership 
has not repaid $21,956 which was 
advanced for the purchase of seven 
autos, The dealership was supposed 
to pay off the debt from the pro- 
ceeds of the sale of the cars but 
failed to do so, the bank said. 

The bank also asked for $2,195 in 
penalties and an additional $11,558 
which the bank said was due on 12 
delinquent promissory notes, 
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**.eunderstands our used 


car problem as well” 


says FRED F. TREMITI, President, 


Harry Apple, Inc., Chrysler-Plymouth Dealer, 
Los Angeles, California 


“There is nothing like doing business with an organization 
that backs up the dealer’s needs. In the eight years we 
have been using ComMMercIAL Crepir PLAN, we've 
learned that CoMMERCIAL CrepiT not only helps us sell 
new cars and trucks, but understands our used car 
problem as well. And, just as important, COMMERCIAL 
Crepit backs us up with the kind of service that keeps 
our customers happy. Yes, our salesmen know it pays 
to sell prospects the financing plan, as they sell the car.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommerctaL Crepir CoRPORATION 
office for complete information on the benefits of ComMERCIAL 
Crepir Pian. Why not do it, today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . .. offices in principal 
cities of the United States and Canada. 






















With the Staff... 





N OLD-LINE Lincoln-Mercury 

dealership in Detroit has just 
added Edsel and quickly discovered 
a neat plus profit in the car, 

As the sales manager tells it: 
“We get quite a few prospects 
for Mercury who can’t cut the 
mustard even when we cut our 
gross to $150. 

“Before we had Edsel, we had to| 
let him walk. Now we can switch | 
him to Edsel and he can hack the| 
downpayment and monthly bite, 
even when we hold to a $300 gross 
on the Edsel. 





Traveling Along Auto Row 


price, we deliver the car.” 
Actually, he may be overdrama- 
tizing the situation, His dealership 
is averaging 10 new-car sales daily 
this month, and in January netted 
$30,000 on an average gross of $300 
per deal ($280 including house 


deals). 


* * + 


Credit Courageous 


S EVERY doctor knows, a little 
bit of sugar can coat an awfully 


bitter pill. 
Last week a Detroiter who had 
been back at work only six weeks 
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| sports coupe with a shattered 
| windshield and a bashed-in frame 


| The Hero 


gentle, when compared to the dock 
wallopers who unload imports at 
ports of entry. 

A Detroit dealer last week 
sadly surveyed a finely built 


and cowling as it was delivered 
to him from the Baltimore docks. 
“I think they just push ’em over 
the side of the boat,” he said, “The 
only guy unhappier than me is the 
guy who writes my insurance.” 
” * * 


HE domestic-car retailer han- 
dling a “captive” import had} 
| his own tale of woe. 








“He asked if my wife had any 
questions.” 


“We used to pay the rent with 
the little car,” he said, “since 
every deal was good for $250 












“ ” | after a layoff of 11 months saun- 
It leaves = = = happy. tered into a dealership, 
He drove away in a $3,500 new) 


Technical Touch 


gross. 

“But—————-decided to be a hero 
and he’s pushing them for $75 over 
cost. The only time we sell one now 


the four-door sedan with the guy 
from Grass Lake?” 

Boss replied: “You mean the guy 
|with the $50 CASH downpayment 





| car. 































































ARE no longer salesmen;| Thirty-six months to pay. 
we're technicians in addition,” | ~ 
says a Chevrolet retailer. Heavy-Handed 


“We take all the money the pros- [THE truck drivers who bang new | 
pect can cough up, get every bit he cars off the haulaways have 
can borrow and we add it up. made many a dealer wince, They 


“If the total is over dealer |may be tough, but they’re oh, so 


PROFITS 





SAVES! No more time-consuming hand entries. 
Figures are entered as they’re read — posted to 
all related records simultaneously. 


SAVES! No costly trial-and-error balancing. 
Posts — balances — proves each entry in one, fast 
operation. Automatic posting keeps costs low. 


SAVES! Simple 10-key keyboard saves time — 
increases posting speed. No more costly errors 
caused by hurried hand entries. No need to watch 
keys or select key columns. Real keyboard comfort. 


like wearing magic gloves!’’ 


AC erCL ea one 
Occouviting 
7 hOnS 
4eSa6 


| Bees 
| ee) 


lis when we get a prospect who 


land the tradein with the minus 
$300 equity?” 

Salesman: “That’s the - He’s 

on the phone right now and says 

Buyer Tall Tales the Gealee in Grass Lake has us 

7 salesman barged into his| beat by $200. He says he'll buy from 

boss’ office and asked: “Remem-| us if we’ll meet it.” 
ber that deal we turned down on Boss: “Why should he drive 60 


hasn’t heard of ————.” 
* * * 








ARE YOUR 


HIDING ? 


Car dealers build profits every day with these Post- Master savings 


SAVES! Eliminates end-of-month balancing and 
rechecking. Every entry is proved as it’s posted. 
Figures are accurate, available for reference. 


SAVES! Cuts operating costs— personnel. One 
girl and one machine for Accounts Payable — 
Accounts Receivable — Payrolls — General Ledger. 


SAVES! No late mailing or extra postal charges. 
Statements always go out on time. Correspondence 
is kept to a minimum — accounts are up to date. 
Ask for a demonstration today! 


*An Underwood Trademark 






ELECTRONIC CONTROLS 






miles to Detroit if he can 
$200 at home?” 


save 


The salesman nodded and dig. 
appeared, Back in 60 seconds to™ 
report: “He says he wants ‘o buy) 
from us anyway.” ij 

Boss (wearily): “Tell him to come!” 
in Saturday and bring «|i his” 
money and his lunch. It ma, take 
all day.” 5 

* + » 
Safety Pitch that Works 
ALESMAKER: A Rambler rej 
tailer orders all his station} 
wagons with padded dash and) 
visors. 

Vast majority of wagon buyers, 
he finds, are persons with young 
children. 

He points out the child-safetyf) 
factor of the padding early in them 
showroom game and says it’s often! 


enough to swing the deal. 
+ - * 


Sales Tale 


— salesman was obviously new 
at the business and a few ques-) 
tions unfolded his story. 
Twenty years a skilled tool-and- 
die man in Detroit at topflight pay. 
Laid off last spring; his union on 
| strike last summer. ; 
| “All of a sudden, I got fed up 
with tool business,” he said, “and 
decided to try something else. I 
took a sales-training course and 
| got a job here. I sure like it.” 
Asked if he were earning a liv- 
ing, he said, “Well, my kids are 
| pretty well grown up and my wife 
|went out and got a job.” 


| Asked again if he were earning 











a living, he said, “Frankly, no. But § 
| I’ve never had so much fun in myf 
| life.” [ 


| * 

| Sales Tool 

E Detroit-area foreign-carf 
| dealership lets the customer 
| find out for himself whether he 
really needs a large American car. 

The prospect is asked to turn 
around in the showroom and look® 
| at the cars flowing by on the busy 
| street outside, The bulk of the cars 
| passing by are six-passenger models 
| and most of them are occupied 
| only by the driver. 

On one recent afternoon, about 

one car in 10 contained one pas- 

| senger. Just one car out of more 
than 100 checked had more than 
two occupants—a woman and 
two children. 

After the prospect has taken it 
all in, he is asked how much off 
his driving is done with one, twof 
or, at most, three persons in the 
| car. 

7: 


Shooting for the Top 


RANCIS A. MCGUIRE, Detroit's 
newest Rambler dealer, has his 
|sights set on becoming Detroit's 
| biggest. 

From a space standpoint, Mc- 
Guire Rambler already is one of 
the nation’s largest American 
| Motors dealerships. The show- 

room can accommodate about 15 
new cars. 

The McGuire dealership was 4 
Buick outlet for 22 years before 
giving up its franchise last summer. 
During much of that time, Francis 
McGuire was engaged in other 
family business enterprises. He re- 
turned to the retail auto field in 
1957 after his father died. 


Dodge Dealers 
‘Insure’ Tradein 


Offers in N. Y. 


NEW YORK.—An “insured deal,” 
under which a dealer’s tradein offe 
to a customer is insured for 30 days, 
is the main plank in a sales cam 
paign started by the Dodge New 
York Retail Selling Assn. 

Joseph Schneider, association 
president, said his group has set 4 
goal of more than $100 million in 
Dodge sales for the year. This 
would be double 1958 sales, he said. 

Schneider said the insured deal 
means that the customer is pro- 
tected “even if the salesman has 
gone overboard and the deale 
doesn’t want to make good on the 
offer.” The car, of course, must be 
in substantially the same condition 
as when the offer was made. 

Called “Operation Total Sell,” the 
Dodge campaign also includes dem- 
onstration rides, telephone canvas 
ing, a silver-dollar giveaway by £ 
“Miss Mystery,” cash and mer 
chandise awards for wives of sales 
men and five Florida vacations for 
completing the sentence “I like m 
new 1959 Dodge because .. .” 


+ > 
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A Message to Chevrolet and Pontiac Dealers, 


POPULAR SCIENCE ASKED 5,000 READERS, 





COAST TO COAST, WHAT ACCESSORIES 
THEY WANTED IN ’59 CARS. 


OVER 40% WANTED TINTED GLASS... 
MORE THAN WANTED POWER BRAKES. 


REPRINTED, COURTESY OF POPULAR SCIENCE MONTHLY 


How do you 


If at least 40% of the cars you sell are 
not equipped with tinted glass, you’re 
passing up extra dollars in profit! Be- 
cause people say they want tinted glass, 
especially in higher priced models, 
where the proportion is often greater 
than 40%. 


You can remedy the situation easily 
by doing these three things: 


1. Order a larger proportion of cars 


(from the factory) equipped with 


Next best thing to air conditioning... 


LIBBEY‘-OWENS:FORD GLASS COMPANY * TOLEDO 3, OHIO 


measure up? 


E-Z-EYE Safety Plate Glass. When 
customers see it in cars on the floor, 


they’ll buy it more readily. 


2. Make sure all demonstration cars 
are equipped with E-Z-EYE. The rea- 


sons are obvious. 


3. Talk up E-Z-EYE, each sales pitch 
you make. With the great increase in 
glass areas in ’59 models, it’s easy to 
sell the increased comfort which 
E-Z-EYE provides. 


rl oe 


E-Z-EVIE SAFETY |, PLATE GLASS 


Sit ate 






in particular 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 

1 !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

1 2. Every dollar of ine and oil taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 

¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
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Reward for Better Service 
Is in Public Interest 


WE ARE opposed to the idea of restricted sales. 

We also oppose—in fact, we abhor—the idea of the 
fat and sassy dealer taking it easy and collecting on the 
work of more aggressive dealers. 


Sometimes we think we favor wide-open competition. 
What is overlooked here, however, is the fact that wide- 
open competition may overwhelm the best interests of those 
who buy as well as those who sell. 


For example, we firmly believe that the public is entitled, 
on complicated, expensive products like new cars, to pre- 
service as well as after-service. 


When we talk about new cars these days, we are talking 
about something that costs the customer in the neighbor- 
hood of $2,500 at least. The man who puts forth $2,500 is 
entitled to a car delivered in the best possible condition, 
and to a dealer who will provide expert service for it in 
the future. 


This requires the work of expert mechanics, hired by 
a dealer who insists on an honest effort in preparing new 
ears for delivery. Auto makers recognize this and provide 
for a conditioning allowance in the price of the car. 


Many dealers insist that the allowance be spent in so pre- 
paring new cars, while many cheat on preparation on the 
excuse that they are giving this allowance away through 
price cutting. Even assuming they do cut prices more than 
the service dealers, this is not the answer. 

Thus, since we believe the dealers should make a greater 
effort at preparing and servicing new cars, we must also 
agree that they should be compensated for this. It is in 
the public interest. 

For that reason, we think NADA is right in its approach 
—to seek to remove the legal barrier that keeps auto makers 
from working out such a program with their dealers. 
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Coming 
Events 


Dealer Conventions 


Feb. 1819—Kansas Motor Car Dealers 
Assn., Hotel Broadview, Wichita. 
Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 1&17—Automobile Dealers Assn. 
of North Dakota, Bismarck. 

March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma, 

March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 

April 7—Brooklyn and Long Island Auto- 


mobile Dealers Assn. Garden City 
Hotel, Garden City, Long Island. 
April 9%—Annual Banquet, Rhode Island 
Automobile Dealers Assn., Sheraton- 
Biltmore Hotel, Providence, 

April 13-17—20th Annual Convention, 
South Carolina Automobile Dealers 


Assn., Cruise to Nassau, Port of Em- 
barkation, Charleston. 

May 10-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 17-19 — idaho Automobile Dealers 
Assn., Boise. 

May 21-22—Oregon Automobile Dealers 
Assn., Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque. 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Whiteface Inn, Whiteface, 


N. Y. 
June 21-24—Michigan Automobile Deal- 


ers Assn., Gratiot Inn, Port Huron, 
Mich. 
Aug. 7-8— Montana Automobile Dealers 


Assn., Butte, 

Sept. i3-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2iI—New Hampshire Automobile 

ealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn., Broadmoor Hotel, Colorado 
Springs. 

Sept. 22—Kentuecky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Oct. 18-19—Florida Automobile Dealers 


Assn., Hotel Robert Meyer, Jackson- 
ville. 
* * * 
Auto Shows 


Feb. 14-22—Seattle Auto Show, National 
Guard Armory, Seattle. 

Feb. 15-21 — Syracuse Auto Show, War 
Memorial Auditorium, Syracuse, N. Y. 
Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bldg., Albuquerque, 

Feb. 20-22—Wichita Auto Show, McCon- 
nel Air Base, Wichita. 

Feb. 20-23—Southern Tier American Car 
Show, West End Armory, Binghamton, 


N. Y. 

Feb. 20-23—Middletown Auto Show, State 
Armory, Middletown, Ohio. 

Feb. 22-28—Annual Open House Week, 
Providecne. 

Feb. 27-March 8—!959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Feb. 28-March 8—Kansas City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March 48—9th Annual National Autorama, 
Connecticut State Armory, Hartford. 

April 4-12—International Auto Show, New 
York Coliseum, N. Y. 

Apr. 6 1!—Denver Auto Show, 
Auditorium, Denver. 

April 17-19—Cheyenne Automobile Show, 
Cheyenne. 


Denver 


General 
Feb. 15-17—Motor and Equipment Whole- 
salers Assn., National Convention, Con- 
rad Hilton Hotel, Chicago. 
Feb. 16-17—National Standard Parts Assn. 
annual convention, Sherman Hotel, Chi- 


cago. 

Feb. 18-21—International Automotive Serv- 
ice Industries Show, Navy Pier, Chicago. 

March 2-4—Automotive Electric Assn. Re- 
gional Conference, Detroit Leland Hotel, 
Detroit. 

March 3-5—National Assn. of Fleet Ad- 
ministrators, Inc., Sheraton-Cadillac 
Hotel, Detroit. 

March 9-1!—Automotive Electric Assn. Re- 


gional Conference, Atlanta Biltmore 
Hotel, Atlanta. 
March 12-15—Pacific Automotive Show, 


Brooks Hall. San Francisco. 

March 16-18—SAE National Passenger Car, 
Body, and Materials Meeting, Sheraton- 
Cadillac Hotel, Detroit. 

March 19-20—SAE National Production 
ane, Sheraton-Cadillac Hotel, De- 
troit. 

April 1822— American Society of Tool 
Engineers’ Annual Meeting, Hotel 
Schroeder, Milwaukee. 


30 Years Ago... 


The Big Stories 


In line with production in 1928, employment in the auto industry 
also set records, according to the Department of Labor, Approxi- 
mately 393,759 persons, with a payroll of $12,827,558, were employed 
by 207 automotive manufacturers in December. 

Registration of a trade name composed of a picture of the ship 
Mayflower, with the wording “Chrysler-Plymouth,” was refused in 
a 1929 ruling by the U. S. patent commissioner. The ruling stated that 
the name “Plymouth” could not be registered because it is merely 
geographical. Chrysler Corp. may use the name Plymouth but so 
might any one manufacturing automobiles in Plymouth, Mass., or 
any other town bearing this name, the decision stated. 

The U. S. exported 368,328 cars and 138,782 trucks in 1928. Canada 
was the leading export market for cars with 42,253 units, followed 
by Argentina with 39,734, Australia with 38,352 and Brazil with 22,711. 
Australia was tops in the import of trucks with 17,305 units, Argen- 
tina was second with 15,771 and Brazil placed third with 14,306. 
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"Tell you what I'll do—tI'll throw in a dozen light bulbs." 





Letterbox 
‘Automatic Lube ... . 





This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 





| statistics, which I for one cannot 
understand. 
My partner and I are used-car 
dealers. We have, before starting 
our own operation at the begin- 


Quite Concerned 

In the Jan. 19, 1959 issue of 
Automotive News, an article ap- 
peared on Page 25 titled “Oilless” 





Lube System Demonstrated in 
Houston. 

As this meeting was conducted 
under the auspices of the American 
Society of Lubrication Engineers, 
Houston Section, we are quite con- 
cerned over the evident misunder- 
standing of this subject. The true 
title of this subject was Automatic 
Lubrication and was presented by 
Stone Supply Co. as mentioned in 
your article. 

The presentation dealt primarily 
with the development and improve- 
ments in means of automatic lubri- 
cation and discussed, with appropri- 
ate model demonstrations, how each 
type of system operates. 

It would be appreciated if an edi- 
torial comment could be made to 
the effect that this particular notice 
was in error and list the true title 
of the subject for the meeting 
which was Automatic Lubrication. 
—Epwarp D. SHANNON, secretary, 
Houston Section, American Society 
of Lubrication Engineers. 

7. cl > 


‘Radical’ Idea Called Success 


For some time I have considered 
writing to your publication but 
have put off because of a feeling 
that I might get carried away and 
be considered so radical in my 
reasoning that the men in the white 
jackets would come looking for me. 

I can contain myself no longer 
and feel that there are some young 
men—thank God most of the old 
ones have dug their own graves— 
who would be interested in plain 
facts, with dollar signs and not 


ning of 1956, held the various 
positions of salesmen, sales man- 
ager and general manager in 
dealerships of both Ford Motor 
Co. and General Motors. We are 
both in our early 30s, are family [| 
men and belong to the churches © 
of our respective faiths in our — 
community of 15,000 population. 

We decided that as a team, with 
one thought in mind, we had some- 
thing to offer that neither Ford 
nor General Motors has ever taken 
an interest in. This, of course, is 
customer satisfaction to the used- 
car buyer. We felt that the field 
was wide open and that with our 
limited capital ($14,300) we should 
be able to make a decent living. 


We leased a vacant lot on the 
main street of our town in Cali- 9 
fornia and got it graded and set up 
in a respectable fashion. The lot 
is 50 by 135 feet with an industrial 
alley behind. The frontage is only 
50 feet, but having made a scale 
model of the lot before taking the 
plunge, we felt that we had ade- § 
quate room for our future needs. 
The rent is $150 per month. 


By the time we had put up our 
office, furnished it and taken care 
of lighting, insurance and the 
countless other things a new busi- 
ness needs to start, we had only 
enough capital left to purchase and 
service nine cars for our opening. 


Not a very large beginning, but 
fortunately not one that was 
dreamed up by a factory analyst 
who has no knowledge of local 
conditions and has never sold a 
car to anyone. We were happy 25 
could be that first morning as 
several of the local dealers stop- 
ped in (there are seven others in 
our town) and some gave us aS 
long as six months before we 
went under, Their factory men 
explained to them how our idea 
was bad and couldn’t possibly 
work, 

Shortly I will explain our idea, 
but first of all let me tell you about 
our service department, We don’t 
have one. Neither do we have 4 
parts department. We do not write 
insurance, either. 

We are salesmen, taking care of 
a@ local need, a need that we feel 
exists in every area of the country 
where there is a Ford or Chevrolet 
dealership because their tremendous 
sums of money spent on advertis- 
ing and factory satisfaction does 
not allow for customer satisfaction 

(Continued on Page 38, Col, 3) 















—From the Files of Automotive News. 
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Published monthly by Universal C.1.T. Credit Corporation, the Sales Ticker contains items of interest to automobile dealers and salesmen. 


Successful dealer pushes 
complete C.I.T. Plan 


CHICAGO.—“We find that 75 per 
cent of our customers are people who 
come in with the idea of buying on 
time,”’ Jim Moran, president of Cour- 
tesy Motor Sales (Ford) told an Auto- 
motive News reporter. 

He added, “Our job is to show them 
we can save them more money by let- 
ting us handle their time contract— 
instead of their going to a bank or a 
credit union!’’ Courtesy Motors works 
closely with Universal C.1.T. 

Moran feels that his “‘basic problem 


is that we have to sell these people on | 


the fact that rates are less and service 
better when they buy through our plan. 


When a person is in need of financing, | 


we offer the lowest possible rates tail- 
ored to suit his income.” 


Arecash buyers welcome? “Ofcourse, | 


they are!’”’ Moran declared. ““There’s 
been an unfounded rumor for some 
time that you can’t pay cash for a car 
at Courtesy Motors. 

“When our thrifty Polish people 
come in with their money in a sack, we 
know they’re not time buyers. Nor is 
the man who wants to make out a 
check in full payment for a new car!” 

And with C.I.T. insurance, Moran 
feels, the customer knows that in case 
of accident to his new car, he is assured 
of new-car parts and new-car labor, 





Ge ae 


Courtesy Motors Sales, Inc. occupies a cor- 
ner location at 3567 West Grand Ave., 
Chicago, Illinois. 


and does not find it necessary to take 
his damaged vehicle to some “alley 
garage’ because that garage is the 
lowest bidder. 

“The dealer can’t consider the cus- 
tomer a friend if he gives him cut-rate 
imsurance, for that only means a cut- 
rate risk.” 

Salesmen at Courtesy are not en- 
couraged to talk about time payments 
and insurance except for the initial, 
tactful question as to how the customer 
wishes to pay. 

The company maintains a staff of 
“time control men” who sit down with 
the customer and explain the advan- 
tages of rates, services and insurance, 
plus benefits over bank payments or 
credit union loans. 





TIME SALES GET STRONG SELL 





Mr. James M. Moran, president of Courtesy Motor Sales, Inc. 
prominent Ford agency of Chicago. 





“Results of this system have been 
beneficial to us as attested by repeat 
business,”’ Moran said. “Customers who 
are having difficulty in meeting pay- 
ments are welcome to come in for a 
review of their plan,” he added, “which 
prevents unfortunate occurrences that 
sometimes happen on the outside.” 

Courtesy Motors, with 1957 sales of 
$35 million, is large enough to give 
customers the type of service not avail- 
able at the small-town dealership. Since 
only one repair bid is required in Cour- 
tesy’s insurance plan, the company’s 
own shop gets the revenue from the 
repair job, at rates set by C.I.T. 

Why not have salesmen talk insur- 
ance and time payments? “Each man 
to his own calling,’ Moran believes. 
“‘A new-car salesman should carry the 
car deal just so far until he reaches a 
saturation point in his own capabilities. 
Our salesmen do not get a commission 
on insurance sold or on financing ar- 
rangements. They are specialists in 
selling cars only!” 

Repossessions are few at Courtesy, 
for men on Moran’s staff shy away 
from selling to people who obviously 
can’t afford to buy a car. 

“ ‘First, let’s see if we can make a 
deal—then we'll talk financing,’ we 
tell the customer. Sometimes we find 
him to be a poor credit risk.” 

During Courtesy’s much-publicized 
“2,000 or Bust” unit sales drive in 
November, no figures were available as 
to the number of units that were fi- 
nanced, but one spokesman estimated 
that the figure “might be” slightly 
more than half. Total unit sales—2;036. 

The above article is reprinted in part 
from Automotive News by permission. 





PRIVATE SALE SELLS 
$50 AWARD 





A “private sale” promotion by mail | 


has won this month’s $50 Sales Ticker 


Manager for Marion Motor Company, 
Dodge-Plymouth dealer located in 
Ocala, Florida. 

Mr. Andrews wrote, “Our dealer- 
ship runs two used car sales every year 
—one in the spring and one in the fall. 
We have found it very effective and 
profitable to send a personalized letter 
to all our previous car buyers and 
service customers. We tell them that 
the public sale will start in a few days, 
but they are invited to come in before 
the sale is announced to the general 
public and have first pick of the used 
cars at the reduced prices. 

“We have had a tremendous response 
to these letters,’”’ Mr. Andrews added. 
“We find that a large portion of our 
cars get sold before the sale is an- 
nounced in the newspaper and on the 
radio. The ‘personal’ invitation pleases 
the customers, and even those not in- 
terested in buying are very flattered 
that we think enough of them to offer 
them the opportunity to buy before 
the general public.” 


You may win $50 by sending 
your Award Idea to: 


Ticker Editor, 
650 Madison Ave., 
New York 22, New York. 





DEALERS FORECAST 
EXPANDING MARKET 
FOR 1959 MODELS 


The nation’s automobile dealers ex- 
pect sharply increased sales in 1959. A 
survey conducted by Universal C.I.T. 
Credit Corporation disclosed that more 


| than half the dealers predict at least 


5.5 million new car sales, and 18 per 
cent look for at least 6 million. Sales 


last year totaled about 4.2 million. 


Universal C.I.T. polled more than 
600 of its dealers attending the annual 
meeting of the National Automobile 
Dealers Association in Chicago. The 
dealers represented all makes of U. S. 
cars. 

The most frequently expressed rea- 
sons for optimism, the survey showed, 


| were the general business upturn, the 
| appeal of new models, and the replace- 


ment of cars sold during the “auto 
boom”’ year of 1955 as owners pay off 


| instalments and return to the market. 


Many dealers pointed out that sales 
also will be spurred by the growing 
trend to multiple-car ownership, the 
increasing number of teen-age drivers 
and the fact that the 1958 slump cre- 
ated a “backlog” of demand for new 
models. 


More Credit Sales 


The survey also showed most dealers 


| expect more and more car buyers to 
award for Dayton T. Andrews, Sales | 


use instalment credit for their pur- 
chases. More than 70 per cent look for 
greatly increased use of credit, about 
13 per cent thought it would show only 
slight change and fewer than 17 per 
cent expected less use of time buying. 
Those predicting increasing use of in- 
stalment credit cited the U. S. con- 
sumer’s growing acceptance of credit 
as a sound means of buying, increased 
confidence in the general economy and 
the desire of buyers to keep savings 
accounts intact. 

Universal C.1.T. pointed out that at 
present more than two-thirds of all car 
purchases involve the use of credit. 

Other opinions brought out by the 
survey were: 

@ More than 85 per cent of U. S. auto 
dealers favor the newly instituted prac- 
tice of putting “price tags’’ on new cars. 
They said the price tags increase buyer 
confidence and eliminate “‘razzle- 
dazzle’”’ selling. 

e Three-fourths of the dealers declared 
their disapproval of any attempt to re- 
vive Regulation W, the wartime meas- 
ure that controlled down payments and 
terms. 

e America’s trend to multiple-car own- 
ership will continue to grow in 1959. 
Chief reasons for their opinions were 
the continuing move to the suburbs, 


'| the growth of multiple-worker families, 


the increase in teen-age drivers and the 
general prosperity of the nation. 






AUTOMOTIVE WASHINGTON 


Dealers’ Role in Safety 
Called ‘Good Business’ 


By William Ullman 

Washington Bureau Chief 
HAT can auto dealers do now to make sure our streets 
and highways don’t look like battlefields by 1975? 
That’s the year, according to the Bureau of Public Roads, 
when some 225 million Americans will be zooming one tril- 
lion miles in 100 million motor vehicles. 


We got a few answers to? aaa Ee 


that question in a recent talk 


with the two top officials of 
the Automotive Safety Foundation. 
One was ASF President J. O, Matt- 
son; the other was Stanley C. Hope, 
chairman of the foundation’s board 
of trustees. 

Hope was in Washington for 
only a few hours, Until late last 
summer, he was president of Esso 
Standard Oil Co., and he is the} 
newly elected president of the 


Y 


William Uliman 





the country, Hope 
nevertheless can 
always spare time 
to talk about 
automotive safety. 

At the outset, 
he made it clear 
that he consid- 
ered high school 
driver training 
“one of the great- 
est contributions 
that dealers and 


National Assn. of Manufacturers. | | manufacturers can make to high- 


Probably one of the busiest men in 


|way safety.” 
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Hope said that the number of 
accidents in which young people 
are involved “has dropped wher- 
ever high school training has 
been conducted.” He said he 
hoped to see a lot more courses 
started. 

But Hope said he thought there 
were many other things that deal- 
ers could do, too. 

“I agree,” said Mattson, “And 
dealers have a business interest in 
automotive safety, apart from any 
humanitarian interest. Unless we 
continue to make it safer and more 
convenient for the motorist to use 
his car, we could see a gradual 


dropping-off in car sales.” 
* * * 


Local Leaders Needed 


OPE noted that what is needed 

most is “local leaders, grass- 
roots leaders who can spark safety 
programs at home.” 

The former Esso head observed 
that “when an airliner crashes in 
the East River, it makes banner 

headlines in every paper in the 
country. But the fact that twice as 
many people died in motor vehicle 
accidents on the same day doesn’t 
even rate a story.” 

He said he feared that Ameri- 
cans were “taking the highway 
death toll for granted, assuming 
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that it is inevitable and that we 
just have to live with it.” 

That just isn’t true, Hope insisted. 
“We can make real inroads in 
highway safety. If we make de- 
termined enough efforts, they are 
bound to pay off.” 

He and Mattson agreed that 
dealers can determine what prob- 
lems are most pressing at home 
and assume leadership in trying to 
solve them. 

Cities, Hope said, are one of the 
biggest trouble spots. 

“A°’ number of cities have found 
partial answers to traffic conges- 
tion,” he decided, “but no major 
city has had the time or funds to 
really keep pace with congestion 
so far.” 

* * + 


Planning Cities for Cars 


WE ASKED whether congestion 
might get so bad that private 
automobiles would have to be ban- 
ned. 

“I think it is within our power 
to plan our cities so that we can 
continue to use private automobiles 
as we wish, except at peak rush 
hours,” Hope replied. 

Hope added that he didn’t 
think automobiles could do the 
job alone at rush hours. 

“We have to make up our minds 
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of internal-combustion engines. Besides their more than 125,000,000 automotive installations, 
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earth movers, inboard and outboard marine engines. The reason has to be that Bendix drives deliver 


superior performance and are more reliable. In other words you can start better with Bendix. 
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stagger its hours sufficiently to 
solve the problem any other way,” 

Hope said he had seen in Chicago 
a highway which features an elec. 
tric rapid transit train in the med. 
;ian strip which divides the lanes 





ey 


that we’re going to keep a:tomo. 
biles where needed,” he said, “byt 
that we'll have to have mass transit | 
in some form to get workers in ang’ 
out of the city. Business can’t 7 





of an expressway. 

“That’s one answer to municipal 
traffic congestion,” he said. 

But Mattson noted that such use 
of a median strip is impractical] 
or even illegal—in many places, ; 

“It represents diversion of high. | 
way funds,” he said. 

Neither Mattson nor Hope 
anticipates any slowdown in car 
sales if people continue to bear 
down on highway traffic prob- 
lems, however. 

“The number of cars is going to 
increase proportionately with the 
growth in population,” Hope pre- 
dicted, “Perhaps cars will increase 
even faster.” 

The important thing to remem- 
ber, he said, is that this increase 
will make today’s traffic problems 
look like child’s play. 

* = = 


fg Stans. 


Areawide Program Asked 


AXOtzm major problem, ac- 
cording to Mattson, is that the 
traffic movements in metropolitan 
areas do not correspond with gov- 
ernmental jurisdictions. 

“Political scientists,” he said, “are 
going to have to come up with some 
kind of plan to deal with this.” 

Hope, who lives in New York 
City, noted that traffic movement 
in his city is not concerned only 
with five boroughs, but with sev- 
eral adjacent countries, plus por- 
tions of New Jersey and Connecti- 
cut. 

“Everywhere you turn the story 
is the time,” he said. “Traffic 
moves on the basis of a metro- 
politan area, Unless the facilities 
to handle that traffic are plan- 
ned on an areawide basis, we're 
going to sacrifice a lot in effi- 
| ciency.” 

That's another area, they said, 
where local leaders are needed, 


| leaders who understand the prob- 
lem. 
“The question has come to a 


vote in some places,” Mattson said. 
“When a campaign on such a ques- 
| tion begins, you may find some 
public officials fighting against 
areawide traffic planning. It threat- 
ens them with a less of power. You 
| have to have interested citizens to 
| tell the other side of the story.” 


* * os 


| Licensing Called Spotty 


| THERE are many other urgent 
needs, the men said. As one 

looks across the country, licensing 
| procedures still are spotty. Public 
| Officials are needed who will come 
| to grips with the problem. 

“A few states are doing a fair 
job of licensing motorists,” Hope 
pointed out, “but they need to 
know ways to improve it.” 
There’s a big need for more high- 
way engineers, the ASF officials 
agreed. Demand for this technical 
skill is well above supply. 

Hope said the “Federal Interstate 
Highway System still looks sound 

at this stage,” but he added that 
we will have to “be building on 
top of it before many years have 
passed.” 

Does the Automotive Safety 
Foundation really think we can 
catch up with all these traffic 
problems? 

“Sure, we can,” Hope replied. 
“But we're going to need al] the 
help we can get. We’re going to 
have to back this thing with every- 
thing we have.” 

The foundation is financed by 
more than 600 companies and 
associations, including motor ve- 
hicle manufacturers, petroleum 
and tire companies and auto fi- 
nance firms. 

In addition to making grants to 
other organizations engaged in 
highway traffic research, the foun- 
dation provides staff assistance to 
a number of public agencies, Dur- 
ing the. past decade, for example, 
ASF traffic and highway engineers 
have helped 23 states prepare de- 
tailed highway-need studies. 
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‘Write Your Congressman’ 


ADA has called on its members 
to urge their congressmen to 
take no action to eliminate the 
retail exemption to the Federal 
(Continued. on Page 56, Col, 4) 











Head 
man 


in the 
Automotive 
Service Industry! 


So far nobody’s been able to invent a motor 
vehicle that can run without parts, can last 
without service. And to keep the nation’s 
cars, trucks and buses rolling, their owners 
have learned to depend on the wholesalers 
and retailers in the International Automo- 
tive Service Industry. 

One reason why you, Mr. Jobber, and 
your customer dealers always do a cracka- 
jack job; you handle nationally advertised 


products. You know they last longer, give 
better performance. And you know they’re 
easier to sell, too—because motorists 
throughout the country have the most con- 
fidence in well-known brands — the kind 
they’ve seen advertised in the pages of The 
Saturday Evening Post. 

So a big, hearty welcome to America’s 
leading automotive wholesalers who are at- 
tending the IASI Show at Navy Pier in 


Chicago this week. We at the Post salute 
you. America salutes you! 
29 million times each issue, someone turns 


to an automotive-products ad page in the Post! 
That's ad page exposure! 


Ihe Saturday kyening 
iN , 
7: del ele he haa ENT wo 
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Import-Car News . 


AUTOMOTIVE NEWS, FEBRUARY 16, 1959 


Crandall CallsImports 
New Kind of Market 


ILE there has been much dis- 
cussion about what is going to 
happen to the import-car market 
when the U. S. makers bring out 
smaller cars this 

fall, import peo- 


ple tend to look | 


on the import 
market as a new 
kind of market 
in which imports 
compete against 
imports and the 
domestics are out 
of it. 
David R. Cran- 
dall, director of 
D. R. Crandall Simca sales for 
Chrysler Corp., took this position 
the other day at a press conference 
in connection with the NADA con- 
vention. 


He cited the experience of 
import-domestic dealers who lost 
customers when they tried to sell 
their domestic car to a prospect 


who came in to see the import car. 
| When questioned about Chrys- 
|ler’s plans to bring out a smaller 


| car, Crandall said that was a cor- | 
| poration matter, but he added: 


“We didn’t get in this thing 
with Simca on a one-year basis.” 

Crandall 
brought import makes intend to 
stay in the import field. 

While there are many reasons for 
buying imports, Crandall said the 
first two were low original cost 
and economy of operation. 

= = > 
— has a very selective dealer 
list, Crandall said, pointing out 
that of the 8,600 Chrysler dealers, 
4,000 indicated a desire to handle 
Simca. Only 625 are now signed up 
for Simca, and the goal is 700, He 





said that his organization will sign 

only the number needed to ade- 

quately penetrate the market. 
Simca sales in the United States 


said surveys indicate | 
jthat 86 percent of those who 





in January set an alltime record 
when 2,700 cars were delivered. 

“This is a 50 percent increase 
over the former monthly sales rec- 
ord established by the previous or- 
ganization last September before 
Chrysler Corporation assumed the 
responsibility for importing Simca,” 
Crandall said. 

Previous sales records were set 
by Simca last September when 1,- 
779 cars were sold, and in July, 
1958, when 1,558 cars were deliv-| 





|}ered. As of Feb. 1, Simcas were | 
|sold in all 


49 states. 
+ + * 


Mercedes-Benz 


Formation of a new truck-and- | 
bus division has been announced by 
L. A. Fleener, president of Mer- 
cedes-Benz Sales, Inc., a wholly 
owned subsidiary of Studebaker- 
Packard. 

R. L. Hartzell has been named to 
head the division. He formerly was | 


$80,000 Fire Strikes 
Akron Rambler Deal 


AKRON.—Damage was estimated 
at $80,000 in a fire at North Main 
Rambler Sales here. 

John DeWitt, president, said 16 
new cars were damaged by the fire. 








installation sheet 
makes if very easy for you 


to do brake relining jobs... 


“Our sales went up this week 
. up the street to our competi- 
tors.” 


| with the commercial-vehicle divi- 


sion of Daimler-Benz of North 
America, Inc. 


Fleener also named seven special 
representatives to work with Mer- 
cedes-Benz zone sales forces. They 
are: E. N, Baiel, Washington and 
Pittsburgh zones; J. E, Reese, New 
York-Boston; W. J. Tribbey, Dallas- 
Kansas City; W. T. Swink, Atlanta- 


come with installation 
instructions in every set 


Now, Wagner makes brake relining work easier 
and more profitable for you. 

Wagner furnishes “HOW-TO-DO-IT” 
Installation: Instructions with every set of 


lined brake 


shoes. It’s simple for any 


mechanic to handle brake relining jobs. 


—. 


Memphis; H. H. Von Bro kusen, 
San Francisco-Portland; H. Von 
|Wasmer, Los Angeles, and j W. 
| Wheeler, South Bend-Cincinnati, 
| Tribbey formerly was an §-Ph 
| district sales manager; Baiel, Reese 
|}and Swink were with other auto} 
| companies; Wheeler was an auto) 
| dealer in St. Louis, and Von Brock- 
|husen and Von Wasmer were with 
| Daimler-Benz. ; 

+ * * 


N OPPORTUNITY to visit 
Hawaii is being extended to 400 F 
|U. S. Mercedes-Benz dealers by§— 
|Mercedes-Benz Sales, Inc. The 
dealers will assemble March 2 in 
San Francisco and fly the following 
day to Honolulu, where they will 
stay at a hotel on Waikiki beach. 
| They may be accompanied by their 
wives, or the two persons making § 
the trip can be customers if an & 
individual dealer so desires. 
Entertainment during weck-long § 
“M-B Hawaiian rally” will include 
boat rides, motor tours, trips 
around Pearl and Honolulu harbors, 
special shows and parties. A fea- 
tured party will be a Hawaiian 
luau. 
* * * 


W YORK CITY’S Hack Bu- 

reau has reported that seven 
Mercedes-Benz cars have become 
taxis during the past year. 

The trend began about a year 
ago when David Goldstein, who has 
been hacking for 35 years, and his 
son, Edward, purchased a 1956 
Mercedes-Benz originally owned by 
an oil-company. executive. 

Unlike most conventional cabs, 
the Mercedes taxi boasts plush up- 
holstery, air-conditioning, a news- 
paper rack for the convenience of 
passengers, and double windows 
which allow air to circulate with- 
out drafts, the Goldsteins said. 

F. L. Armstrong, sales manager 
of Mercedes-Benz, Inc., Studebaker- 
Packard Corp. subsidiary, reported 
that Mercedes sales in this country 
in December reached an alltime 

| high, up 15 percent from those of 
| the previous month. 
| * = * 


| Standard Motor Co. 


TANDARD MOTOR CO. said it 
exported more than $50 million 
| worth of cars and trucks to 112 
countries in 1958 and that exports 
were up 45 percent over the 1957 
total. 

The company said it sent 20,330 
Triumph sedans, station wagons 
| and sports cars to the U. S. last 
| year, an increase of 99 percent over 
|the previous year. The 1958 exports 
were worth more than $24 million, 
Standard said. 


* * * 





Triumph 
\TIYRIUMPH sales in the West in 


| 1958 hit a record $15.76 million, 
| according to Dorothy Deen, execu- 
| tive vice-president of Cal Sales, 
| Western distributor. 

The Triumph sedan and sports 
wagon, which were available for 
the first time in the West last year, 
accounted for 35 percent of total 
sales volume, she said, Sports-car 
sales were up 26 percent, she added. 

. - * 


Wagner Lockheed Lined Brake Shoes 

come to you with the lining contour 
ground to compensate for normal drum 
distortion. With correct clearance 

provided towards the ends of the shoe, 
lining contacts the drum over most | 

of its surface. This feature assures jobs 

that give safer, smoother stops. You have 
less grief—there will be fewer “free 
adjustments—and you'll make more money. 


| FONES-BISCHOFF MOTOR co., 
5220 Natural Bridge, St. Louis, 
has been named a distributor and 
retailer of Triumph TR-3 sports 
cars, hardtops and station wagons. 
The firm said it will set up dealer- 
ships in Missouri, Kansas and Ne- 
braska. 

The new company is headed by 
E. B. Jones. R. H. Bischoff is vice- 
president, and Boyce P. Pratt, ex- 


In addition to sets, the Wagner line includes friction ecutive vice-president and general 
manager. 


materials in blocks, rolls, slabs and cut segments—providing * * «& 


the right lining for every job. AL SALES (Ore.), Inc., which 

distributes the Triumph in Ore- 
gon, Washington, Idaho and Mon- 
tana, has acquired an office and 
parts warehouse at 7036 N.E. Union, 
Portland, Ore., according to Doro- 
thy Deen, executive vice-president 
of the affiliated company, Cal Sales 
of Gardena, Calif. 

The new Triumph facility also 
will distribute Lucas and Beck 
automotive equipment. Norman 
ee ee Carkeek, regional manager, wi!1 

. headquarter in the Portland office. 
ation . eM 


Wagner Electric Corpor 
Fadex 


°6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 
(Branches in principal cities in U.S. and in Canada) ERHARD P Sie gill 
pointed technical director of 


Please send us Suiletin BU-579 | 
; Fadex Commercial Corp., U. S. dis- 


tributor of NSU and Isetta. 
Prior to joining Fadex, he was 
an executive in the Engineering 
and Customer Service division, 
Bavarian Motor Work. He organ 
(Continued on Page 50, Col. 1) 


WAGNER SHOE EXCHANGE PROGRAM lets you take 
full advantage of Wagner's production facilities when you 
exchange shoes. The slow, tedious job of delining and 
relining the shoes is eliminated. Sets that come to you 
from the Wagner Supplier consist of clean, inspected, 
completely reconditioned shoes equipped with the right 
premium quality lining. 


with or without automatic transmissions and power brakes. 
Sets are available with either standard or over-size thick- 
ness—for all popular passenger cars and some light trucks. 


The complete Wagner line not only consists of brake lin- 
ing, but includes hydraulic brake parts, fluid, and power 
brake repair kits. 


In addition to the exchange shoe program your Wagner 
Supplier offers sets made up with top-quality lining on 
all-new shoes, packed one axle set to a box. Sets with 
Wagner “WP” Lining are extensively used on high horse- 
power passenger cars and commercial vehicles equipped 


FOR DETAILS consult your nearest Wagner Supplier, or 
mail coupon to us for FREE copy of CATALOG BU-579. 


Waencr Lockheed 


FIRM 


LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING © AIR HORNS 


Se Oe cis ereeiiteeierencipeeetc nacre w859-1F 
AIR BRAKES © TACHOGRAPHS © ELECTRIC MOTORS © TRANSFORMERS ° INDUSTRIAL BRAKES Sid [ne G2 SE GC ES GR ae 





MAIL THIS COUPON TODAY 


We Have the Product for the Director of Dealer Development 
Expanding Compact Car Market... ae 
YOU Have the ee y! 


Rambler Franchises Also Available in Canada and Important e a 
in Canada write to: American Motors (Canada) Ltd., 2951 Danforth A oronto. 
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Roundup from State Capitals... 


Legislation Affecting Auto Industry 


By Bethune Jones 

Legislative Correspondent 
eo for new and broadened compulsory motor 
vehicle inspection programs were among the issues of 
automotive significance making an early appearance in cur- 
rent-year state legislative sessions. A recommendation for 


such a law was included by Gov. Orville Freeman in a spe- 
atc 


cial highway safety message 
to the Minnesota Legislature. 


He wants compulsory peri- 
odic motor vehicle inspection at 
state designated and supervised pri- 
vate garages. 

In Ohio, however, Governor 
Michael DiSalle and his new state 
highway safety director, Grant 
Keys, expressed conflicting views 
on a proposed inspection law. 


Introduction of an inspection bill | 
in the Ohio lawmill brought a nega- | 
tive reaction from DiSalle, who} 
said: “It has been my experience | 


that, rather than 
defective cars, de- 
fective drivers are 


the cause of acci-| 


dents. Unless I 
am convinced it 
would contribute 
to highway safety, 


it.” 
Keys, however, 
urged that the 
Ohio Legislature 
Bethune Jones “adopt a program 
of periodic inspection, by statute, 


as it prevails in many other states.” 
> > > 


a” OHIO legislative bill, intro-| 


duced by Rep. Thomas J. Bar- 
rett, Mahoning Democrat, and 
endorsed by the Ohio State Auto- 
mobile Assn., calls for at least one, 
but not more than two, inspections 
a year at state designated private 
inspection stations after July 1, 
1960. The State Highway Patrol 
would supervise the program, with 
motorists being charged a fee of 
$1.50 per inspection. 

Compulsory inspection at state 
designated private garages also 
was proposed by a bill introduced 
in the Maryland Legislature by 
Delegates Joseph D. Tydings and 
W. Dale Hess, both of Harford 
County. The measure is patterned 
after a Pennsylvania law and is 
similar to inspection plans voted 
by the Maryland House for the 
last four years, but killed in the 
State Senate. The program would 


be financed by a $1.50 fee per | 


inspection. 

A South Dakota legislative pro- 
posal would require semiannual 
checks of lights, brakes, mufflers, 


steering and other safety equip-| 


ment. 


Motor vehicles would be required | 


to be inspected annually from May 
1 to July 31 under terms of a bill 
introduced in the Kansas Legisla- 
ture by Rep. Grant Dohm, Grinnell 
Republican. The inspections would 
be conducted at state designated 
private garages at a fee of $1.50 





Bryan Breaks Ground— 





| semi-annual 





per vehicle. Only farm trucks would 
be exempted. 

Broadening of the New York 
State compulsory inspection law to 
cover all cars regardless of age, 
instead of only those more than 
four years old as at present, was 
advocated by the Temporary State 


Commission on the Coordination of | 


State Activities. 
Headed by Senator William S. 
Hults, whom Gov. Nelson Rocke- 


feller selected to become state} 


motor vehicles commissioner, the 
study group found that the present 
New York inspection law is “dis- 
criminatory.” Its report asserted 
that “there is no evidence that 


newer vehicles are less prone to} 


mechanical deficiencies than older 


vehicles.” 


* * + 


| Rhode Island Checks 


I wouldn’t be for| 


N RHODE ISLAND, meanwhile, 
State Motor Vehicle Registrar 
Laure B. Lussier recently an- 
nounced plans for the start of a 
inspection program 
authorized by the 1958 State Legis- 


lature. A spring inspection will re-| 


quire cars to be up to par by May 
31, while the fall checkup deadline 
will be Nov. 30. Private garages will 


be licensed by the registry to con-| 
|duct the inspections. Fee for these 
| garages will be $5 a year. 

Rhode Island motorists will be | 
charged $1 for the inspections, | 


with 90 cents retained by the gar- 


age and 10 cents going to the | 


state to pay the cost of stickers. 





Ford Tractor’s 
Sales Rose in 758 


LOS ANGELES.—The 1958 sales 
of the Tractor & Implement divi- 
sion, Ford Motor Co., rose 9 per- 
cent, Merritt D. Hill, general man- 
ager, said after a nationwide closed 


|circuit telecast to approximately 
20,000 dealers and guests 


in 30 
cities. 

Henry Ford II, president, and 
Ernest R. Breech, chairman, told 
the dealers that Ford Motor is pre- 
pared to go all-out to capture— 
and keep—a substantial share of 
the market in tractors and farm 
implements. 

For the first time in the history 
of the farm-implement industry, 
various farm crops were harvested 
near Yuma, Ariz., from a 58-acre 
tract of land that had been planted 
and cultivated to serve as a stage 
for the closed-circuit television 
show. 


Inspection fee for vehicles weigh- 
ing more than 10,000 pounds will 
be $2. 

In the Missouri Legislature, bills 
to regulate installment sales 
financing of motor vehicles and 
other consumer goods are being 
sponsored by the Missouri Auto- 
mobile Dealers Assn., St. Louis and 


Kansas City department stores, | 
large mail order houses and Better | 


Business Bureaus. 

Introduced by Senators William 
B. Waters, Liberty Democrat, and 
Jack S. Curtis, Springfield Repub- 
lican, the Missouri measures are in 


James Blair. 

One of the measures would place 
a financing charge ceiling of $7 an- 
nually on each $100 of the unpaid 
balance on installment sales of new 
cars; $10 on each $100 for cars not 
more than two years old; $13 on 
cars between two and four years 
old; and $16 on cars more than four 
years old. 

Sellers would be required by the 
Missouri bills to furnish a state- 
ment to the purchaser listing the 
cash sale price as opposed to the 
time price; the amount of charges 
for insurance; the amount for other 
| fees, such as sales taxes, and all 
other charges. 

> 
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| JN HIS inaugural address to the 
California Legislature, Gov. Ed- 
| mund Brown called for enactment 
|of legislation “to protect people 
from installment racketeers.” 
“Every year,” he asserted, 
“thousands of Californians are de- 


ceived into signing sales contracts | 


which contain unfair provisions 
and result in outrageous carrying 
charges. We need new laws to 
wipe out these vicious practices. 
We need them fair, strong and 
| soon.” 

A bill subsequently introduced in 
|}the California Legislature by As- 
|}semblyman Jesse Unruh, Los An- 
| geles County Democrat, and others, 


| would call for full disclosure of | 
| contract terms and limit financing} 


rates to $10 per $100 per year on 
| the unpaid balance on the first $1,- 
| 000 and $8 per $100 on any amount 
|in excess of $1,000, except for a 
| minimum charge of $12 if the term 
| is more than eight months, and $10 
| if the term is eight months or less. 

Introduced in the Montana Legis- 
lature was a bill to regulate install- 
ment sales of automobiles and other 
merchandise. Sponsored by Rep. 
| Curtis E. Lees, Yellowstone Demo- 
crat, and others, it would limit in- 
terest on new cars to $7 on each 
$100 of the unpaid balance annually. 
| The rate limits would range up on 
used cars to $13 on each $100 of 
balance per year. On other goods, 
| the interest would range from $12 
for each $100 of unpaid balances 
under $300 to $100 a year on bal- 


ances more than $1,000. 
> “ > 


Arizona Approach 


AN ARIZONA legislative proposal 
would license and regulate 
those who sell automobiles on time. 
Sponsored by the State Senate com- 
mittee on county affairs, the mea- 
sure would require full disclosure 
of financing charges, including in- 
surance. 
Abuses in the sale of insurance 
in connection with installment 
sales contracts are the target of 
a Connecticut legislative bill 
sponsored by Senator Norman 
Hewitt, Fairfield Democrat. Under 
the measure, insurance buyers 
would be permitted to select their 
own insurance companies and 
fees charged would be limited to 
the scale of premiums on file in 
the State Insurance Department. 
A bill to regulate time sales and 
retail credit loans was introduced 
in the Nebraska Legislature by 
Senator Terry Carpenter, Scotts- 


line with recommendations of Gov. | 
|rapid remedy in our courts. They| 


be given a receipt for each payment 
and a monthly statement of the 
amount paid, the principal and in- 
terest and the balance due. 

> + * 


N HIS annual message to the 

New Jersey Legislature, Gov. 
Robert Meyner called for new laws 
to protect the consumer from such 
things as “heavyhanded service 
charges on installment sales, many 
as high as 30 to 40 percent and 
some over 100 percent a year on 
top of the merchandise price.” 

“There is now no legal limit to 


the use of agreements signed in 
blank and the imposition of ex- 
cessive insurance requirements, 
both as to amount and coverage. 
It is the state’s responsibility to 
regulate these practices by law. 





fully designed. They should be self- 
executing and should provide for 


should create a minimum of admin- 
istrative burden. They should en- 
courage the honest and deter the 
unscrupulous.” 

A bill introduced in the New York 
Legislature would provide that, if a 
buyer under a conditional sales con- 
tract has paid at least 50 percent 
of the purchase price at the time of 
default and the seller retakes pos- 
session, the balance of 
| shall be deemed extinguished and 
| the buyer releived of further obli- 
| gation under the contract. 

> > 7 


Present Law Hit 


EGISLATION to revise the state | 


|“ installment sales law was in- 
| troduced in North Dakota to carry 
i recommendations by the State 

Legislative Research Committee, 
which asserted that the present law 
| was “hurriedly passed” at the 1957 
| Session. 

The new North Dakota measure 
would extend protection of the 
act to purchasers of farm equip- 
ment and separate goods pur- 
chased on installment plans into 
Class A and B groups. The Class 
A group would include all motor 
vehicles and farm machinery, 
with the same rates as in the 
present act. Class B goods would 
be held to a maximum charge of 
$9 per $100 for the first $500 of 
any contract and $6 per $100 for 
the balance. 

A new law regulating installment 
selling was proposed by a bill in- 
troduced in the Tennessee Legis- 
lature by Rep. Millard Oakley, Liv- 
ingston. Patterned after a Kansas 
statute, it would set up separate 
maximum charges on sales of 
motor vehicles and other commodi- 
ties. 

The Tennessee measure would 
permit an interest charge of 6 per- 
cent in installment sales of new 
cars; 8 percent on cars up to two 
years old; and 10 percent on cars 
more than two years old. 

Bills introduced early in the 
Utah legislative session included a 
proposal which would reduce the 
maximum interest rate on con- 
sumer sales contracts from 1 per- 
cent to two-thirds of 1 percent a 
month, 

New York became the first state 
| to act on highway financing issues 
this year when its Legislature en- 
| acted a bill increasing the state 
| gasoline tax from 4 to 6 cents a 
gallon and the diesel fuel tax from 
(Continued on Page 58, Col. 2) 


these charges,” the Jersey gov- | 
ernor said, “Other abuses include 


the debt! 





“Such measures should be care-| 


| Multipurpose Trailer— 


One of the unique uses of Metal Lumber 
| finds it serving as building material for 
|an acto trailer which can be mode te 
| assume any of six different forms, merely 
by changing the arrangement of the pieces 
and the location of nuts and bolts. Avail- 
able in kits, Metol lumber is produced 
by Berger division, Republic Steel Corp. 
Canton, O. 

* 


Structural Steel 
Available in Kits 


“™ . 

For Car Trailers 

CANTON, O.—The “do-it-your- 
| self” wrinkle has invaded the auto- 
| motive field in the shape of kits of 
steel structural members punched 
full of holes and so designed that 
users may cut up the material and 
bolt it together into most anything 
from shelves for auto parts... to 
a utility trailer capable of assuming 
at least six different forms. 

Called Metal Lumber by its man- 
ufacturer, Berger division, Republic 
Steel Corp., the steel is being used 
by parts suppliers to construct off- 
standard bins and racks and mate- 
rials handling equipment. 

It serves in some shops as the 
building material for quickly 
erected mezzanine floors. It has 
been fashioned into tire racks, 
shelving for odd-size parts, and 
paint. 

One of the most unusual uses, 
says Berger division, is as the 
building material for an auto trailer 
which can be made to assume any 
of six different forms by changing 
the arrangement of the pieces and 
the location of nuts and bolts. Those 
forms include: Flatbed trailer, 
dump trailer, luggage trailer, boat 
trailer, one-man mobile office, and 
camp trailer with both upper and 
lower berths. 

Metal Lumber comes in 100-foot 

and 120-foot bundles, each contain- 
ing 10 pieces. Each 10-foot or 12- 
foot piece is angle stock, with 4 
single row of holes on one face of 
the angle, and a double row on the 
other face; the holes are spaced 
%-inch apart. 
Unlike conventional mill stock or 
|“angle iron,” Metal Lumber is 
| factory-finished with a hard baked 
|enamel coating. The material also 
|comes in two gauges, the heavier 
| gauge with larger dimensions than 
the light. 





bluff. It would require sellers or| ’ 


merchants to be licensed by the 
State Banking Department to ex- 
tend installment credit to custom- 
ers. Licensees could not charge 


Ford Vehicle Joins Army— 


John Dykstra, manufacturing vice-president, Ford Motor Co., gets the feel of @ 
nually on the deferred balance up| Ford-engineered military vehicle before turning it over to Army Ordnance. The six- 
to- $1,000; 12 percent from $1,000 to| wheeled vehicle, one of two produced by Ford, is scheduled for extensive tests at 
$2,000, and 9 percent above $2,000.| Army testing facilities. The vehicle was accepted for the Army by Lt. Col. Murray E./ 
The Nebraska proposal also pro- | Sparks, right, acting commanding officer of the Detroit Ordnance District. Looking on 
vides that a buyer would have to | is Col. R. H. Hemior, research and engineering director of the Detroit Arsenal. 


Mrs. James J. Bryan pitched in to help her husband scoop up the first shovel of 
dirt for the new building of Bryan Chevrolet, Inc., in New Orleans. The structure, 
which will offer individual service stalls off a patio, is scheduled to cover a city 
block. Pictured at the ground-breaking ceremony are, from left, O. E. Alexander jr. 
Chevrolet zone manager; Mr. and Mrs. Bryan; Neal F. Pendleton jr., architect, and 
C. J. Murphy jr., district manager. 


more than 18 percent interest an- 























i 


Spicer Clutches 


are used where 


Ruggedness 
ane 
Dependability 


are absolutely 


vital... 








Ask Dana Engineers to Help Solve Your Clutch Problems... 


Spicer clutches range in capacity from 614" diameter 

single-plate through 1514" two-plate types. For auto- Side 
mobiles or trucks, heavy-duty off-highway and indus- many Our 
trial applications, crawler tractors or farm tractors, rail- — 
roads or stationary industrial applications, there are : 
Spicer clutches to meet your every application. is ¥ 


DANA CORPORATION « Toledo 1, Ohio 


DANA PRODUCTS Serve Many Fields: 


auT Transmissions, Universal Joints, Propeller Shofts, Axles, RANMLROAD: Transmissions, Universal Joints, Propeller Shafts, 
Powr-Lok Differentials, Torque Converters, Gear Boxes, Power Take- Generator Drives, Rail Cor Drives, Pressed Steel Ports, 
Offs, Power Take-Off Joints, Civtches, Frames, Forgings, Stampings. Traction Motor Drives, Forgings, Stompings. 

INDUSTRIAL VEHICLES AND EQUIPMENT: Transmissions, Universal AGRICULTURE: Universal Joints, Propelier Shafts, Axles, 
Joints, Propeller Shafts, Axles, Gear Boxes, Clutches, Forgings, Power Take-Offs, Power Take-Off Joints, Clutches, Forgings, 
Stompings. Stompings. 

AVIATION: Universal Joints, Propeller Shofts, Axles, Gears, MARINE: Universal Joints, Propeller Shafts, Gear Boxes, 
Forgings, Stompings. Forgings, Stampings. 


Many of these products manufactured in Canada by Hayes Stee! Products Limited, Merritton, Ontario 
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e Man Behind the Wheel . . . 


Sales Testing the Imports 


Borror’s Note: This is another 
im a series of articles which will 
t on the selling features of 


imported cars. 
* * «* 


By William Carroll 
Staff Correspondent 
r OUT Renault I'd be a dead 
duck,” replied a large General 
fiotors dealer when asked about 
success with imports. The car 

’g talking about comes from one 

the most modern auto plants in 

Europe. It’s near Paris, the sign 
ws Renault, Regie Nationale, and 

owned by the French govern- 
ent. 

Renault's assembly plant at 
Fiins produces over 2,000 units 
daily. Not only Dauphines; but 
smaller 4CV sedans, trucks, four- 
wheel-drive transporters, tractors, 
locomotives and subway cars. The 
firm has additional assembly 





in England, Belgium, Ire- 
Spain, South Africa, Au- 
stralia, Japan and Israel. 
Prime distributor and importer is 
mit, Inc., 425 Park Ave., New 
Work 22, N. Y. At the present time 
y import the 4CV at $1,345 
5 the Dauphine at $1,645 and| 
Dauphine with Sunroof at $1,700.) 
ter this year Renault is expected 
announce a sports model pro- 
ing competition for Volks- 
m’s Karmann-Ghia and a line 
small trucks aimed at the Ameri-| 
market. 
Saleswise, Renault has done re-| 
ably well. From 1946 to 1955) 
ly 1,100 4CVs were registered in| 
U. S. In 1956 the Dauphine ar-| 
d and 2,329 were sold. Penetra- 
began in 1957 with 21,911 units 
istered. In 1958, Renault sales | 
estimated at 44,409 vehicles. | 


Based on a dealer group of 700) 

(points, this figures to 1958 sales of | 

cars per dealer. Gross profit is| 

to be slightly over $350 per 

, with many dealers reporting 

pst of sales to be less than $100) 
each. 


This leaves unanswered the big | 

uestion: “How could a little 

nch car make such a big dent! 

in the import market in only two} 
?” This we tried to find out 

in three weeks and 542 miles of | 
battling California traffic with a/| 
1959 Dauphine. 
. 


Unitized Construction | 


mRODY of the Dauphine is unitized 
construction weighing 1,397 
pounds at the curb, or about 200) 
pounds less than a VW. It has four 

a seven-cubic-foot luggage | 
Compartment in front that can be 
Gpened from the front seat, and a 
Spare tire hidden under the car 

it’s out of the way until 


Underneath is an independent | 
four-wheel suspension with coil | 
Springs all around (VW uses tor- 
sion bars). Telescopic shocks are 
mounted inside the coils. A tor- 
sion bar is fitted up front to 
control body lean on the turns. 
The little in-line four is rubber 
mounted at four places on the 
roll center to reduce the pend- | 


” * - 


A Popular Import— 


ulum effect of having an engine | 


behind the rear axle. 

The car tested by AUTOMOTIVE 
News was a cream-colored Sunroof 
Dauphine with plenty of miles. 
Whitewall tires were the only ac- 
cessories. 

It had been a long time since last 
I'd driven a Renault, so the first 
trip provided every impact of be- 
ing in a totally different car. De- 
spite small doors, it was easy to 
get in and I bumped neither skull 
or knees. Usually they take a beat- 





ing while I learn to enjoy a new 
imported economy car gracefully. | 

The wheel was big enough to} 
handle easily and a stub gearshift | 
lever sticking up from the floor was | 
close enough to be handy. There 
was a nice comfortable feeling to 
the seats and controls, making me 
feel at home right from the start. 


However, 


} 
everyone who drove)! 


|this car didn’t like it as much as 
|\I. Some complained of not being 


able to reach the shift lever, dis- 
liking position of the accelerator | 
pedal or trouble finding room for| 
both feet next to the intruding) 


| front wheel housings, 


= * * 


Good Driving Position 
KEY-START switch is com- 
bined with a steering wheel! 

lock. For safety this is great, but 

it’s unhandy to use and hard to 
operate. The engine fires promptly 
> > > 


Car Tested: 
RENAULT 
LA DAUPHINE 


: Sunroof four-door se- 


Ventoux Type 670-1, 

head, four-cylinder, 
four-cycle, overhead valve, 51.5 
cubic inches displacement, 32 
horsepower at 4,200 r.p.m., 2.28 
bore by 3.15 stroke, 8 to 1 com- 
pression ratio, adjustable rocker 
arms. 

Maximum horsepower (32) is 
developed at 4,200 r.p.m. while 
maximum torque is 48.35 pounds/ 
feet at 2,000 r.p.m. 

Transmission: Controlled by 
stub lever mounted on floor 
between seats. Transmission has 
three forward speeds and re- 
verse. Unit is bolted ahead of 
rear-mounted engine, Shift pat- 
tern identical to that used by 
American cars. Only second and 
high gears are synchronized. The 
single disc, dry-type, clutch is 
cable controlled. 

Accessories: Ferlec electro- 
magnetic clutch, white sidewall 
tires, sunroof and radio. 

Note: The Dauphine has been 
in production since March, 1956, || 
with minor changes of power || 
output and trim taking place 
since that date. It is one of the | 
most modern European cars || 
reaching the U. S. in quantity. 


Scarcely in the running in 1956, Renault was second to Volkswagen in U. S. sales 
vin 1957 with nearly 23,000 units. Sales in 1958 are estimated at approximately 45,000. 
fhe popular import is 155 inches long, 60 inches wide and 57 inches high. The car 


ted for Automotive News was the 
‘arries a P.O:E. price-of $1,700. 


with encouragement from an auto- 
matic choke that really works. 
The driving position is good 
and I tooled through traffic like 
seldom before. Minimum car 
width was great for sliding 
. through a narrow space, and 
there’s plenty of get-up-and-go in 
all four cylinders to keep up with 
Los Angeles traffic. Vision would 
be just right for someone with 
two inches less backbone. My six- 
two was just two too many. 
There are hydraulic brakes on all 
four wheels, I’m told of one local 
salesman with a “hands off” dem- 
onstration that practically frightens 
his prospects into buying. At 50 


m.p.h., on a level smooth road, he} 


takes both hands off the wheel 
and makes a sliding, panic stop. 
He claims this is most impressive 
in demonstrating the Dauphine’s in- 
herent stability. Frankly, I don’t 
know and didn’t try it. If you do, 
let me suggest a few trial runs 
without prospects in tow to make 
sure everything works the way it’s 


supposed to. 


? * * 


Features a Double Clutch 


—— transmission is a real jewel, 
although the lever has a long 
throw for each shift. Lack of syn- 
chronization on low gear is some- 
what a headache in traffic, but a 


quick “double clutch” will do the| 


job if you must hit low while still 
moving. I found the engine and 
axle gearing combination to be 
pretty fine for traffic, with little 
need to worry about shifting to 
the bottom. 

Acceleration and speed are no 


| weak points for this car. Unlike 


other imports I’ve driven, the 

Dauphine has plenty of zip. Just 
keep it in gear long enough to 

get some good out of the engine 

and you'll often find yourself 
across the street with some of 
Detroit's best. 

Top speed is reported to be 
around 65 m.p.h. I had this one up 
to 73 down a slight hill. This little 
job seems designed to be driven in 
traffic and at highway speeds up 
to 55 m.p.h., then it’s great. Faster 
speeds call for much careful atten- 
tion to wheel, road bumps and 
strong side winds. 

Highway driving on straight 
roads is a breeze. Steering is quick 
and easy and if you’re travelling at 
50 or less, cross winds are no prob- 
lem. 

Turns did call for some changes 
in my attitude, though. With the 
Dauphine you just drive around 
the darn things. Don’t put on the 
brake or feed a lot of gas while 
in second gear or you'll crack the 


| whip and watch the rear end slide 


up front. But with neutral throttle, 
there wasn’t a corner in Southern 
California I couldn’t make at road 


speed. 
2 


Solid Springs 
Rowe ground is something else. 
Dauphine springs are pretty 
solid and the little sedan pitches 
and bounces like mad. But wheels 
stay on the ground, so just hang 
on and steer for there’s always 
plenty of control. 

In hill country you can drive 
this import exactly as you would 
a six-cylinder Plymouth or Chev- 
rolet. Shift down once in a while, 
use the engine to slow the car 
while descending — and keep it 
rolling. 

One thing I noticed, and didn’t 
enjoy, was an extremely high noise 
level. Not from wind, but from the 
road and rear engine. Undercoating 
and sound insulation would be 
great on a personal car. It might 
be something worth selling your 
customers. 

The factory-installed heat and 
vent system is a dilly. There’s a tiny 
radiator in the rear through which 
passes thermostatically-controlled 
water from the engine. And it heats 
in a hurry. Then an electric blower 
pulls air through a filter and pumps 
it into the car. Customers should 
remove the filter every few months 


for cleaning. 
* 


* * 


* * 


Foam Rubber Seats 


Sunroof Dauphine. It weighs 1,397 pounds and RDINc quality of the Dauphine 


is a strange kettle of fish. If 


Engine in ‘Trunk'— 

The Renault Dauphine features a four- 
cylinder, four-cycle engine mounted in the 
rear. It has a top speed of 65 m.p.h, and 
is said to average 43 miles per gallon 
of gasoline. The water-cooled engine 
develops 32 horsepower at 4,200 r.p.m. 

+ + * 

you watch the body duck and 
weave over rough pavement, or 
worry about the road racket, it 
might be easy to say the car has 

a poor ride. 
However, foam rubber seats do 
a terrific job of body support, I 
drove the Renault sedan for three 
hours and 20 minutes without 
| stopping over some of California’s 
| back roads. I was less tired after 
the run then when testing a 1959 





Detroit sedan over the same | 


route. 
This is one of the few imports 


gas mileage its advertising claims. 
| Renault literature says, “. . . up to 
43 miles per gallon on normal roads 
j}at an average speed.” 

I put 542 miles on this car and 
used 15.2 gallons of gas, which fig- 
| ures to 35.7 miles per gallon. What's 


|important is that these were not} 
average speeds. On a run of 135) 


miles the car averaged 40.9 m.p.h. 
for over three hours. Half of this 


| canyons as fast as the road would 
| allow. 
| * * 


13 Lube Points 


vas and repair are not oper- 
ations you can expect to make 


« 


Pontiac Steps Up 
Dealer Mechanic 


Training Program 


PONTIAC. —An advanced voca- 
tional training program, tested suc- 
cessfully by Pontiac Motor division 
jin 1958, will help relieve the in- 
| creasing need for skilled mechani- 
cal personnel in dealership service 
departments, according to S. E. 
Knudsen, Pontiac general manager. 


“Our first concentrated applica- 
tion of the program resulted in the 
training and subsequent full-time 
|}employment of 10 vocational school 
|students with Pontiac dealers in 
|the Philadelphia area,” Knudsen 
said. “Due to these gratifying re- 
sults we will extend the program 
}in 1959, on a dealer request basis, 
|to other key locations across the 
| country.” 

Pontiac’s pilot program was de- 
veloped by the division’s service 
department in cooperation with the 
Philadelphia board of education 
and Pontiac dealers in that area. 

Students were selected by com- 
petitive examinations with each of 
10 participating dealerships accept- 
ing one vocational school senior. 
Then followed an intensive four- 
week class room and workshop 
training program, conducted by 
Pontiac service instructors at the 
General Motors Training Center 
in Moorestown, N. J. 

All trainees were carried on the 
dealer payrolls during the program 
and all returned to full-time em- 
ployment as bona fide auto me- 
chanics, 

For the past five years Pontiac 
has also aided its dealerships with 
a refresher type service training 
program for already established 
mechanics. 


Boyle Elected President 


Of Seguin (Tex.) Dealers 


SEGUIN, Tex.—Loftus Boyle 
(Oldsmobile) has been elected pres- 
ident of the newly formed Seguin 
Automobile Dealers Assn, Other 
officers are: e's 

Louis Sowders’ (Rambler), vice- 
president, and H. E, Cutcher 
(Ford), secretary-treasurer, 








| mileage was up and down twisting} 
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money on if selling Dauphines. This 
is an easy car to work on. Plugs, 
carburetor, fuel pump, fan belts— 
in fact, everything I checked— 
seemed to be highly accessible. 
There are 13 lube points and four 
checking operations to each serv- 
icing. At 3,000 and 6,000-mile inter- 
vals are some 34 inspections, none 
of which seem out of line with 
American practice. 

The shop manual is written 
with plenty of line drawings and 
photographs to keep five-thumbed 
mechanics out of trouble. In some 
areas there is a shortage of speci- 
fications, but this seems to be 
based on a supposition you will 
be using factory replacement 
parts. 

Body repair should be a snap. 
The fenders button on with bolt 
circles, doors are quickly removed 
by forcing out the hinge pins and 
hood and engine covers are simple 
stampings. Sheet metal is thin, and 
could cause trouble if an inexperi- 
enced metalman should go too far 
with a grinder. 

I've been told that all cars are 
compromises. If this is true, the 
Dauphine is giving me a rough 
time for it was hard to find com- 
promise points that might cause 
trouble in closing the deal. 

The little rascal is noisy and the 


lengine overgeared for highway 
. |travel above 50 m.p.h. It gives a 
that has ever come near giving the} 


rough, choppy ride on dirt or 
broken asphalt. You'll find a lot of 
sharp edges on the thin metal, and 
be careful how you lower the lug- 
gage lid or you'll slice a finger. 
There’s no hold-opens on the doors 
and roughest of all—no way to lock 
the front doors after you’re in the 
car. 
* * * 
No Transmission Hump 


HEELHOUSES take a portion 
of the front compartment (but 


|there’s no transmission hump) and 


the gearshift lever may be in the 
wrong place for some drivers. The 


|accelerator pedal is poorly placed 


for people with small feet, and just 
right for my number twelves. Your 
junior salesman will beat the horn 
button to death before discovering 
it is only an ornament. 

This may sound like a paid 
testimonial (it’s not) but I think 
La Dauphine is one of the great- 
est little cars crossing the ocean. 
For no better reason than it fits 
the American market to a “T.” 


It has the pep for our fast mov- 
ing traffic, only three forward gears 
which reduces shifting, low-speed 
power to thread through traffic, 
room for four, a luggage compart- 
ment that can be opened without 
any trouble, and space for market 
boxes and bags from a family shop- 
ping tour. These things I liked. 

So what makes sales? Pitch the 
accessible in-line four, the filter in 
the heater fan, and the easy access 
to water, gas, and oil caps. Kick 
those sturdy bumpers. Display the 
simple body construction, the bolt- 
on fenders, simple hood latch, easy- 
to-open luggage lid, color-coded wir- 
ing for low-cost repairs and the 
great windshield wiper blades 
which snap forward off the glass 
to make cleaning easy. 

Inside you'll find the seats sell 
themselves. There’s headroom and 
legroom, room to enter and leave 
and interfor lights with their three- 
position switch. There are seven 
colors and four interiors to brighten 
up your showroom. 


Luggage Space in Front— 


The luggage compartment of the Re- 
nault, located in front of the car, has 
seven cubic feet of space. The lid pops 
open when a cable is pulled from inside 
the car. The spare is hidden underneath 
the car. 





NOW...ANOTHER GOG 





TURNPIK 


“The Turnpike That Never Ends” —Goodyear’s new, 5-mile high-speed test track at San 


At San Angelo, Texas, Goodyear has the newest high-speed test 
track in the world. ..“The Turnpike That Never Ends.” We built it 
to give Goodyear tires one of the toughest tests of all—the high- 
speed, high-temperature pounding of today’s tire-eating turnpikes.* This year, the average motorist will 


do more than half his driving on turn- 


On this 140 m.p.h. track, we’ve turnpike-proved a whole new line pikes, thruways and other modern roads 


—where he can travel at high legal 


of tires—built with phenomenal new rubbers, new chemicals and nts te hates oho hel 


new cords! 

These great new Turnpike-Proved Tires by Goodyear give up to 
25% more mileage in any kind of driving—and with greater safety 
than ever before. Goodyear, Akron 16, Ohio. 


Watch “Goodyear Theater’ on T'V every other Monday evening. 
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Angelo, Texas. On this new circle, passenger car tires can be tested up to 140 m.p.h. -BS | / 


MORE PEOPLE RIDE ON 
GOODYEAR TIRES THAN 
ON ANY OTHER KIND 
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dealer’s best friend. 






TURNINGS 


Swivels Are a Way Out 
For Car Seat Makers 


By Joseph M. Callahan 


Engineering Editor 


WIVEL seats, available for $66-$101 extra on most 
Chrysler Corp. models, are an important milestone in 

the history of automobile seating, and other makers will 
introduce them this fall. 

Rockwell-Standard Corp., one of the seat: manufacturers 

. ' 
which has been caught in the 9 
trend to lower silhouets and | 
the resulting problem of dif- 
ficult car entry and exit, has worked 
with Chrysler Corp. engineers in| 
the development of these swivel|* 4a 
seats. i 

Generally, body engineers feel 
that one of two things can be done 
about the problem of entering and 
leaving a low car. You can use| 
either a compound door opening) 
into the roof, or you can use swivel | 
seats. ° 


also may be nec- 
essary if the 
trend to lowness 
continues, engi- 
neers prefer to 
avoid them be- 
cause (1) they’re 
expensive, (2) 
they're not too 
attractive, 






ious structural 
problem by break- 
ing the roof rail 


4. M. Callahan 





(3) | 
they cause a ser-| 


| 
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ficult seal problem. 

One major auto maker care- 
fully considered bucket-type 
swivel seats in 1951 and almost 
adopted them in 1956, but the 
idea was discarded because they 
were too costly and because they 
eliminated the front middle seat. 
In effect, bucket seats produce a 
four-passenger vehicle if used in 
both back and front. 

However, Rockwell-Standard, 
which is the largest Ford seating 
supplier, still believed in the future 
of the swivel seat and continued 
its development program at its 
Seating and Brake Research and 
Development Center in Birming- 
ham, Mich. 


* * * 
Co-Op Agreement Signed 
N OCTOBER, 1957, the Rockwell 
people convinced Chrysler Corp. 
that a swivel seat could be made 
economically without eliminating 
the middle seat and a Cooperative 
Development Agreement was 
signed. 
Under this agreement, Rock- 


well kept its original basic pat- | 


ent, but Chrysler acquired any 
patentable development that came 
along while the device is being 
adapted to the Chrysler cars. 

Jack Hampson, manager of 





Although compound roof-doors| and (4) they may constitute a dif- 


lia) yf hee a RG 


Swivel-Seat Buck— 


| Jack Hampson, manager of Rockwell- 
| Standard’s research center in Birmingham, 
Mich., sits on an experimental swivel-seat 
buck. 


* * 


Rockwell-Standard’s Research Cen- 
ter, said, “The seat that was finally 
developed had a center seat as com- 
'fortable as any in the industry, 


* 








at Johnson’s Auto Supply 


-..- with the help of the tna Life's Business Planning Department 


When Fred Johnson died last year his thriving auto parts company 
didn’t have to go out of business. Stock kept moving . . . 
because Mr. Johnson was a progressive and foresighted man. 


With the help of his A<tna Life representative, attorney and accountant, 
he set up a plan which gave his wife in cash the full going concern 

value of the business. This same plan provided for a smooth transition of 
the ownership to two of his key employees — avoided financial 

chaos in the business and disaster to his own family. 


If you own or operate any kind of business, it will pay you to investigate the 
vital need for a business continuation plan — and no one is better 

equipped to serve your interests than the Business Planning 

Department of your local Aitna Life General Agency. 


4, TNA LIFE 


INSURANCE COMPANY 
Affiliates: Atna Casualty & Surety Co. » Standard Fire Insurance Co. « Hartford, Conn. 








with as much deflection (compres. 
sibility) as any other car.” 

Excessive cost was taken out of 
the swivel seats, while maintaining 
a good quality level, by using an 
“integral seat frame” and by 
achieving a high degree of ‘nter- 
changeability. 

The integral frame greatly sim- 
plifies manufacturing because al] 
the seat components—right and left 
cushions and backs, center seat sec. 
tion and center back, flop-over arm 
rest and the swivelling mechanism 
—can be attached to it before it’s 
installed. 

This frame requires no extra 
preparation of the body and it 
can be attached to the floor with 
two tracks and four bolts. By 
contrast, two bucket seats would 
require four tracks and eight 
bolts. 

The interchangeability is sur- 
prising. The same basic seat may 
be installed in all models of all five 
Chrysler Corp. cars, regardless of 
whether they have manual or power 
seats. Of course, each division has 
different trim and padding on its 


seats. 
= 


|How Much Swivel? 
THE only difference between the 
| 


+ * 


swivel seats in the two-doors 
and the four-doors is a wedge in 
the hinge of the four-door seat that 
prevents the back from flopping 
forward. A retarder spring restricts 
the back in the two-door from 
flopping over too easily. 

A number of problems presented 
themselves in the development of 
the swivel seats. Here are some of 
them: 
| 1. How much swivel was needed? 
{Hampson declared, “After a lot of 
research, we concluded that what 
we were trying to do was to get 
the passenger’s feet over the sill. 
A lot of research revealed that a 
minimum of 28 degrees of swivel 
would get your feet out of the car. 

“On two-door cars, we found 
we could pivot 90 degrees because 
of the bigger doors. But you 
can’t pivot that much on a four- 
| door because you'll wind up be- 
| hind the center post. Further- 

more we learned that the ayerage 

person wants to be facing a little 
forward when he gets in and out. 

“It was finally agreed that the 
seat should swivel 40 to 45 degrees, 
depending on whether the seat is 
up or back. We think this arrange- 
ment is of particular value to 
elderly or crippled persons or 
women. 
| 2. Where should the pivotal point 
| be located under the seat? 
| Hampson commented, “We 
| played around a lot with the pivot 
| point. At first, we considered a cen- 
| trally located pivot, but this didn’t 
|get most drivers from under the 
wheel easily enough. We finally 
| settled on a point that was in the 
| middle laterally, but was near the 
|rear rail. The important thing was 
|}to keep to a minimum the inter- 
| ference with the back-seat passen- 


| gers.” 


* . > 


| Safety Problem Solved 


| HOW to compress the swivel- 
Ve ling mechanism sufficiently so 
that the required 34 to 38 inches of 
space would be available between 
the headliner and the “A-point”— 
five inches forward of the lower 
back point on the seat. This was 
accomplished. 

The 34 to 38 inches refers to 
the seat when compressed by an 
ordinary man sitting on it and 
when it is unoccupied, It’s gen- 
erally agreed that a good seat 
should deflect 34% or four inches 
with the weight of the average 
man. 

4. Could these seats be built 
safely, or would the passenger 
have a tendency to catapault out 
of the car in a crash? This was 
solved by equipping the seat with 
holes for seat belts. 
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The seats also were subjected to — 


all standard structural tests. Hamp- 
son said the seat frames are much 


stronger than they used to be and 77 


that in a crash stop, the seat bolts 
would pull out of the floor before 
the rest of the seat would let 20. 

Originally, the plan was to equip 





just the two-door 1960 models with § 


swivel seats, but this was later 
changed so as to provide them for 
the two-door and four-door 1959 
models, 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 





























Son of all CaATS—“Best-looking car over-all!” is the Buick Invicta four-door hardtop, as rated 
rees, by the editors of Motor Trend Magazine in the March issue. 
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vas —e of all Wag Ons —Buick Invicta Estate Wagon is their choice for the year’s ‘‘best-looking 
to wagon.”’ And when you top “‘best-looking”’ with “‘best-acting’’— the excited reports Buick’s 
a been getting from °59 owners on performance and quality—it becomes all the more 
joe : clear that for ’59 Buick 7s THE Car! 

ith : BUICK MOTOR DIVISION, GENERAL MOTORS CORPORATION 
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How Nation's Salesmen Meet... 





Practical Problems of Selling 


NE of the worst mistakes a 
salesman can make is to de- 
cide that most people buy as the 
result of emotion or instinct 
rather than rea- 


son. This state- 

— ment was made by 
bongasaer’ a successful sales 
Histories manager for a 


large volume 
dealer who spends a great deal 
of time with sales training pro- 
grams for his staff. This is his 
story: 

I had to prove this to almost 
my hole staff before I could get 
it over to them that the best way 
to sell day in and day out is by 
logical reasoning with the pros- 
pect. 

This prospect came in and said 
he was in a big hurry but wanted 
to get an idea on what the price 
would be on a certain model. We 
had agreed at the sales meeting 
just a short time before that I 
would take the next prospect and 
try to sell him by reasoning. 


listening and I certainly was 

not by any means sure of suc- 
cess. 

I told this customer that the 
price just couldn’t be arrived at 
that quickly because there were 
so many different factors in- 
volved. (This was before the 
price sticker). I could give him a 
base price right off the bat, but 
that wouldn’t be fair to our firm 
or to him either because it left 
out so many variables. 

He repeated that he was in a 
hurry and that he could see that 
we couldn’t do business at the 
speed at which he wished to 
operate. 

* * * 
“ZT ISN’T that way at all,” I 
told him, “but it is whether 
or not we can outfit a car the 
way you want it for the price you 
want to pay, or whether or not 
you consider the prices we make 
on the accessories as justified by 
their use and value.” 
He was a well-dressed man 


They were all watching and | and I could see that he was 


GOLDEN BEAM 


LINE 


TOP COWL 


mean higher profit return . . . complete 
customer satisfaction. Equip every Motorola 


particular about his clothes. 
So I asked him if he wasn’t 
thinking about buying a car 
representing the outlay of sev- 
eral thousand dollars in less 
time than it took him to buy 
the pair of shoes he had on. 

I said, “I notice that those 
shoes are one of the best quality 
brands.” He laughed and said 
that he was probably a fool about 
shoes, but that he took an after- 
noon off to buy the shoes and 
got just exactly what he wanted. 

“Then a day wouldn’t be too 
much to give to the details of 
buying a car,” I said. 

+ + * 

nn let’s put it this way,” I 

told him, “We can’t make you 
do anything you don’t want to do. 
What we actually want to do is 
to lay out the accessories and 
determine all the variables in a 
car such as upholstery, color, and 
power, and then make this list 


firm with firm prices, so that if | 


you don’t wish to do business with 


us you can take the list and the 


THE ROAD 


Line 


DISAPPEARING 





SIDE MOUNT 


prices and get offers from other 
dealers. 

“What I am trying to do,” I 
told him, “is to sell by reason 
and not by whim. I want buyers 
to select this feature or that 
feature because it is better, be- 
cause a certain material is 
worth more, because a certain 
car with certain equipment is 
worth more when the owner 
wants to trade again. 

“Now if you'll give me your 
name and address I will be glad 
to call at your home or wherever 
you say, at your convenience,” I 
told him. 

“Then,” I said, “after we have 
settled all the details, we will be 


most happy to get this car ready 


for you, even if we have to order 
it direct from the factory, and 
have you try it out before you 
make the final decision.” 
. * * 

ee like a good idea to 

me,” he said, adding that he 
would like to talk to me at his 
home that night so his wife could 
be in on the details. That night 
we threshed out a lot of pro and 
con on power steering, power 
brakes and in the end got all the 
decisions made on a car. 





We had that car in stock and 


NOW! TO FIT EVERY CAR ON 


MOTOROLA 
Complete New 


Auto Antenna 


Mounts in seconds from top-side of auto 


The New “Golden Beam” Antenna Line. Designed 
to fit the widest variety of cars (including ’59 models) 
... built with the same high quality and exacting care 
that have made Motorola famous for car radios. 
Patented “Swivel Arm” mounting cuts installation 
time to seconds. Simply lower antenna base into 1" hole 
in auto body . . . pivot swivel arms from vertical to horizontal 
position. ..attach hardware and tighten. And “Golden Beam” 
Antenna is in place...all from the top-side of the car! 
The line also includes the first “‘Disappearing-type”’ 
Antenna to mount entirely from the top-side of the car. 
New “Golden Beam” Antennas provide add-on sales 
that are “‘naturals’’. Sell a Motorola Antenna with every 
Motorola Car Radio. Call your Motorola distributor 
today for a “preview showing.” 


4 BASIC ANTENNA INSTALLATIONS 





REAR MOUNT 


More than 15 different models to fit every car on the road. 


Available in Deluxe and Standard. 






Car Radio you sell with a 
“Golden Beam” Antenna. 


OMOTOROLA iienns 


Parts and Accessories Division, Franklin Park, lil. 


Brand Competition 


| Plymouth), King William, Va., cer- 


| Michael ¢ 
| Collins, Colo., winner of a certifi- 





: 
|}ams have been entered. ; | 
In March the finalists will sub- 
mit full presentations of their 1958 f 
brand advertising, sales training » 
| 1953 competitions. 






the next evening he and his 
wife came down and signed the 
papers and drove home. (th, 
yes, he did have a trade and we 
took it in at his own price. 
When he mentioned trade, I 
said, “let’s sell and buy by rea- 
son. If your present car was what 






























































you wanted to keep, it is reason- 
able to suppose that you would 
not be interested in a new car, 
so let’s select the new car ‘irst, 
since you’re not obligated.” He 


and his wife agreed. 


Then I asked him what he 
wanted for his old car and in- 
vited him to sell it to me by 
using reason and valid sales ar- 
guments. He started out and § 
remembering that this was in 
need of repairs and that other 
thing needed fixing, he said, 
“Well, it’s been a good car but 
it’s time to trade it in.” 

“I thought we could get some. 
body to give us $1,000 for it ina 
trade, but from what I know 
about the cars I read about in 
the newspapers it’s only worth 
about $600.” 

= * * 
I LOOKED it up in the book and 

I figured I could give him | 
$700. It was a model that sold ) 
well and I told him, “I think I | 


ror 


can spend $100 on the car and 
get $850, which is $50 profit on 
the car and the repairs.” The 
man and his wife agreed. 

Lucky for me that I kept 
punching this line for the bene- 
fit of my sales staff, because now 
they do it in a matter-of-fact 
way which removes any feeling 
of urgency. 

It may be low pressure, 
we make profitable deals 
way. 


Galles, Williams 
Among Dealers in 


ceypnete~ 


but 
that 


NEW YORK.—Two NADA of- 
ficers and two former award-win- ; 
ners are among the 24 dealers ‘ 
competing in the “brand name ' 
retailer-of-the-year” competition, | t 

f 
! 
t 


SE ETE OT NTT erm 
a ee 


sponsored by Brand Names Foun- 
dation, Inc. The dealerships of 
NADA President H. L. Galles and 
First Vice-President Birkett Willi- 


and other promotional activities to 
be reviewed by the judging panel. 
The latter group is comprised of 
the first-place winners in last year’s 
competition. 

Competing again this year are 
(Dodge- 


~s @& At -; 


Taylor Motor Co., Inc. 


tificate of distinction winner in the 
and Cooper- 


1958 competition, 
Fort 


caret 2 tw 


Motors (Chevrolet), 


cate of distinction in the 1952 and 


Other finalists in the dealer 
category are: 

Thomas F. Abbott (Pontiac), Fort 
Worth, Tex.; Alling & Miles, Inc. 
(Rambler), Rochester, N. Y.; Bar- 
nett Nash Inc., Topeka, Kans.; Bill 
Booth Ford, Inc., Wildwood, N. J.; 
Bryden Motors (DeSoto-Plymouth), 
Beloit, Wis.; Corwin-Churchill Mo- 
tors, Ine. (Chrysler-Plymouth), 
Bismarck, N. D.; Cross Motor Sales 
(Rambler), Macomb, Ill.; Russ Dun- 
mire Oldsmobile, Inc., Tacoma, 
Wash.; C. Ed Flandro (Ford), Po- 
catello, Id.; H. L. Galles (Chevrolet- 
Oldsmobile-Cadillac), Albuquerque, 
N. M.; Kossman Buick Co., Cleve- 
land, Miss. 

Mierley Motor Co. (Rambler), Al- 
toona, Pa.; Ferris Miles, Inc. 
(Dodge-Plymouth), Redwood City, 
Calif.; Allan C. Mims (Ford), 
Rocky Mount, N. C.; Murphy Olds- © 
mobile Co., Los Angeles; Tony Piet 9 
Motor Sales, Inc. (Pontiac), Chi- 
cago; George C. Poole, Inc. (Ford), & 
Arlington Heights, Ill.; Rost Chev- @ 
rolet Co., Kansas City; Summerfield | 
Chevrolet Co., Flint; The Birkett L. 
Williams Co. (Ford), Cleveland; 
Williamson-Willey Pontiac ©o. §& 
Birmingham, Ala. and Young § 
Motor Co. (Ford), Charlotte, N. C. 




































Gumaer, Sherart Head Deal 


Harvey D. Gumaer and R. J. 
Sherart are the new co-owners 
of Suburban Pontiac, Bellflower, 
Calif. Gumaer is general manager 
and Sherart service manager. 
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News to Note... 
DV 


Auto New 


CHICAGO.—New product intro- 
duction and peak car sales in re-| 
cent years will result in at least 
a 20 percent sales increase in 1959 
for Ammco Tools, Inc., Frederick G. | 
Wacker jr., company president pre- 
dicted. Ammco recorded its highest | 
volume in history during} 


sales 


1958. 
Wacker also announced the elec- 


tion of Marty Bazner sr., sales 
vice-president, as a director of the 
corporation. Arthur W. Komarek, 
Ammco purchasing agent, was 
elected a vice-president, and Frank 
C. Westphal, treasurer for 26 years, 
has been given the added office of | 
secretary. 


| 


* 


Dunlop’s Elden Winds Up 
36 Years in Executive Posts 


BUFFALO.— Howard E. Elden, 
senior vice-president for manufac-| 
turing and technical development 
of Dunlop Tire & Rubber Corp., has| 
retired after 36 years in manage- | 
ment positions. 

President J. Michael Billane said| 
Robert A. Burgoyne, manufactur-| 
ing vice-president, also will assume | 
direction of the technical division. | 
Elden will continue as a consultant | 
and in liaison duties in Dunlop’s| 
international organization, Billane 
said. 





> * * 
Johns-Manville Appoints 


Assistant to Sales Chief 


NEW YORK. — Johns-Manville| 
Corp. has launched a drive to ex-| 
pand fiber glass markets in the} 
U. S. Canada and overseas with 
the appointment of Clinton F. Hegg 
as assistant to the sales vice-presi- 
dent. 

Hegg, who formerly was general | 
sales manager of L-O-F Glass} 
Fibers Co., Toledo, which was re-| 
cently acquired by Johns-Manville, | 
will act as liaison and consultant | 
to six Johns-Manville operating} 
divisions on fiber glass sales prob-| 
lems. His headquarters will be at 
the company’s general offices here. 

. =k | 
} 





Bennett Honors Employes 


At Service Award Dinner 


MUSKEGON, Mich. Employes 
who completed 25 years service with | 
the Bennett pump division, John | 
Wood Co. during 1958 were| 
awarded watches at the firm’s an-| 
nual service award dinner. 

The group was addressed by S. K.| } 
Makemson, general sales manager, | 
who said the consumption of pe- | 
troleum products will increase sub-| 
stantially during 1959. He forecast} 
unparalleled economic activity dur- 
ing the next decade. 

> 7 - 


Auto Insurance Rates 


Are Boosted in Kansas 


TOPEKA, Kans.—Auto insurance | 
rate increases of up to 17.8 percent 
for certain companies became ef- 
fective in January. The hikes aver- 
age 17.8 percent on liability insur- 
ance and about 7.54 percent on 
comprehensive and collision poli- 
cies. 

They are applicable to member 
and subscriber companies of the 
National Bureau of Casualty Under- 
writers and the National Automo- 
bile Underwriters Assn. Frank Sul- 
livan, State insurance commissioner, 
Said the increases are the first 
granted these companies since 
May, 1957. 


| 
| 
| 


* * * 


22 Autos Damaged 


In Fire at Lagrew 


LEXINGTON, Ky.—Fire des- 
troyed the two-story Lagrew Mo- 
tors Co. building in downtown 
Lexington. 

Loss was estimated at $200,000, 
including 22 new and used cars and 
automotive parts with an estimated 
value of $20,000, 

on om * 


Auto-Race Center Proposed 


For Dallas-Fort Worth Area 


FORT WORTH.—A proposal to 
build a $10 million automobile rac- 
ing center between Fort Worth and 

allas is under consideration. It 
would be located on land owned by 
Great Southwest Corp., owned by 
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s in Brief 


the Zeckendorf interests, New 
York. 

The proposed racing center has 
the endorsement of the United 
States Automobile Club, according 
to Bill Smythe, Dallas, a USAC di- 
rector. Three tracks are under con- 
sideration — championship, sports- 
car and dirt. 

* ca * 


Farina Heads Art Group 
ROME, Italy—Pinin Farina, 
automobile body designer, has been 


elected president of the Torino Art 
Assn, The association was formed 


in 1847, and all former presidents | 


have been sculptors or painters. 
~ * * 


Anderson Succeeds Den Uyl 


As Aluminum Assn. Chief 


NEW YORK.—M. M. Anderson, 
vice-president of Aluminum Co. of 
America, has been elected president 
of the Aluminum Assn. He succeeds 
iS. D. Den 3. D. Den Uyl, chairman of Bohn | Brass Corp. has expanded its sales | Louisiana chairman of Bohn 


SHERATON = 


the proudest name in HOTELS 


Aluminum & Brass Corp., who was 
named association board chairman. 

Elected vice-presidents were John 
W. Douglas, Republic Foil & Metal 
Mills, Inc.. Danbury, Conn., and 
Thomas D, Gebhart, Anaconda Alu- 
minum Co., Louisville. Frederick A. 
Merliss, United Smelting & Alumi- 
num Co., Inc., New Haven, Conn,, 
was reelected a vice-president. 

* * +. 


Saco-Lowell Purchases 


Electronics Firm in N. H. 


BOSTON. — Saco-Lowell Shops 
announced it has entered the elec- 
tronics field with the purchase of 
Servo Dynamics Corp., Somers- 
worth, N, H. 

Servo Dynamics will 
wholly owned subsidiary of Saco- 
Lowell, with A. R, Abbott, Servo 
Dynamics president, as operating 
head, said Thomas J. Ault, Saco- 
Lowell president. 

= * a 
Chevrolet Moves 


LOUISVILLE, — Chevrolet has 
moved into its new parts depot and 


zone office here. 
= 


Bohn Aluminum Expands 
Sales to Six More States 


become a 





| Located on US-64, 
tween Little Rock and Fort Smith, Ark., 








Good Place to Advertise— 


Cogswell Motors (Ford), Russellvi 


has taken over this sign at a local drive- 
| in theatre to advertise the Ford Galaxie. | maker of aluminum, stainless steel 
the main highway be-| 
| its formal opening. 


lle, Ark., 


the theatre _is closed for the season. 


coverage into Texas, Louisiana, Ok- | Space. 
lahoma, California, Arizona, 
| ada, according to R, C. Aylward, 


| sales vice-president. 


Philip T. Miner has been ap- 
DETROIT.—Bohn Aluminum &| pointed sales agent for Texas, 


Nev- | 
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will be sales representative in Cali- 
fornia, Arizona and Nevada, 

* + * 
Van Norman Founder 


Marks 96th Birthday 


SPRINGFIELD, Mass.—Fred- 
erick D. Van Norman, one of the 
original founders of the Van Nor- 
man Automotive Equipment Co. 
here, recently celebrated his 96th 
birthday. 

Despite his close approach to the 
century mark in life, Van Norman 
still visits the company offices fre- 
quently, maintaining a lively inter- 
est in its affairs. 


Cullman Products "Holds 


Formal Opening in Georgia 


CULLMAN, Ga—A new enter- 
prise for this area, the Cullman 
Products division of Serrick Co., 


and anodized auto trim, has held 


The company’s new building con- 
tains 30,000 square feet of floor 


= 


C of C Reelects Steel 


CONWAY, Ark.—Richard T. 
Steel, an auto dealer here, has been 
reelected president of the local 


Brass Corp. has expanded its sales | Louisiana and Oklahoma. Carl Olin | Chamber of Commerce for 1959. 
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. Sheraton’s 


RESERVATRON got 


ae 


him his hotel reservation 
in just 4 seconds! 


FREE BOOKLET 


Hotel services. 
Just send us this coupon — 


to help you 
trips, sales and business meetings, 
conventions. 96 pages, describing 
Sheraton facilities in 39 major cities. 
MEMBERSHIP APPLICATION for the 
Sheraton Hotel Division of the 
DINERS’ CLUB. This card is an 
invaluable convenience for the 
traveler — honored for all Sheraton 


plan 
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6 shies 
is your 
next stop? 


ae ane 
BOSTON 
WASHINGTON 
PITTSBURGH 
BALTIMORE 
PHILADELPHIA 
PROVIDENCE 
ATLANTIC CITY 
SPRINGFIELD, Mass. 
ALBANY 
ROCHESTER 
BUFFALO 
SYRACUSE 
BINGHAMTON, N.Y. 
(opens early 1959) 
MIDWEST 
CHICAGO 
DETROIT 
CLEVELAND 
CINCINNATI 
ST. Louis 
OMAHA 
AKRON 
INDIANAPOLIS 
FRENCH LICK, Ind. 
RAPID CITY, S. D. 
SIOUX CITY, towa 
SIOUX FALLS, S.D. 
CEDAR RAPIDS, lowa 
SOUTH 
LOVISVILLE 
DALLAS 
(opens early 1959) 
AUSTIN 
MOBILE 
WEST COAST 
SAN FRANCISCO 
LOS ANGELES 
PASADENA 
PORTLAND, Oregon 
(opens fall 1959) 
CANADA 
MONTREAL 
TORONTO 
NIAGARA FALLS, Ont. 
HAMILTON, Ont. 


a d 


A call to theypearest Sheraton Hotel sets in motion the 
world’s fastest hotel reservation service. RESERVA TRON, 
new electronic marvel, reserves and confirms your room in 


any Sheraton Hotel coast to coast in split seconds! 
For hotel reservations for your next trip, just phone Sheraton. 


Let RESERVATRON take it from there. 


Sheraton Hotels, Dept.7, 470 Atlantic Ave., Boston 10, Mass. 
Please send me, without obligation: 
(1) Membership application for the Sheraton Hote} Division of the Diners’ Club 


(C.D Sheraton facilities booklet 
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Highways & Safety... 
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Worcester Is Aiding 
Cornell Crash Study 


The City of Worcester, Mass., is 
participating in the world’s largest 
and most comprehensive study of 
auto accidents and their effects 
upon the passengers and vehicles 
involved, according to Cornell Uni- 
versity. 

During the year Worcester 
police and other authorities will 
supply Cornell’s automotive crash 
injury research program with 
specific data about accidents oc- 
curring within city limits which 
cause injury to passengers and 
damage to the cars involved, the 
university said. 

Police and other authorities in 
test areas representing 17 other 
states already are supplying similar 
information. 

The information is being ana- 
lyzed and made available to auto 
manufacturers, designers and 
others, so that present safety fea- 
tures can be assessed and new 





safety features planned for future 
models, the university said. 
Improvements designed for in- 
creased passenger protection, 
made available by the auto in- 
dustry since the Cornell project 
was initiated in 1953, already have 
been credited by some with the 
prevention of thousands of deaths 
and serious injuries on American 
highways, a researcher reported. 
The year-long Worcester project 
is sponsored by the city manager’s 
traffic enforcement committee, the 
Worcester county traffic and safety 
council, the Worcester police de- 
partment and the Worcester de- 
partment of public health. 
Youngstown, O., also is conduct- 
ing an urban study of accidents in 
collaboration with Cornell. Rural 
studies are in progress in Indiana, 
North Carolina, Maryland, Connec- 
ticut, Virginia, Minnesota, Arizona, 
Vermont, California, Texas, Penn- 
sylvania, Colorado, New York, 


Michigan, Georgia, Oregon and 
Ohio. 

oe + * 
Toll Rates Are Increased 


On Northern Indiana Road 


Increased toll rates have gone 
into effect on the Northern Indiana 
Toll Road, it was announced by the 
Indiana Toll Road Commission. 

The full-length trip fare for pas- 
senger cars went from $1.95 to $2. 
For four-axle trucks, the type of 
commercial vehicle that most fre- 
quently uses the road, the increase 
was from $8.25 to $8.40. 


New Highway Bond Issue 


|Recommended in Maine 


Authorization for a new $13 mil- 
lion highway bond issue was recom- 
mended by the governor in his 
budget message to the Maine Leg- 
islature, 

The new issue would be in addi- 
tion to a $27 million issue of 1951 
and a $24 million issue authorized 
in 1957. 





|Jersey Turnpike Traffic, 
|Revenues Rose in 1958 


An increase in traffic and reve- 
nues, the start of retirement of 


general bonds and additional retire- 


To Chrysler Motors Corporation Dealers: 


Name the parts and accessories... 


MOPAR 


gets ‘em 


fo you 


FAST! 





HONEST ED’S 


USED CARS 





“They call me ‘Honest Ed’ be- 


they'll get you off the lot.” 





ments of second series bonds high- 
lighted the 1958 report of the New 
| Jersey Turnpike Authority. 

Traffic in 1958 totalled 41,615,115 
revenue vehicles, a new record and 
an increase of 6 percent over the 
1957 mark of 39,269,643 vehicles, it 
was reported. Toll revenues in 1958 
were $30,159,491, an increase of 3.9 
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MoPar means the right part, in the right place at the right time. More than 
120 MoPar Parts Wholesalers and six Parts Plants assure you of fast delivery 


for every order. 


MoPar’s speedy distribution 


helps you three ways: 


1. gives you complete “bumper to bumper” requirements for 
every car you service. 


2. eliminates the need for stocking slow moving parts. 


3. helps you keep service jobs on schedule. 


Additional benefits are MoPar Dealer Balanced Stock Plan, MoPar Master 


Parts Record Control System, and Physical Inventory Analysis Pad. These 
aids are available to you only from MoPar and designed virtually to eliminate 
parts obsolescence. 


for more information on how you can benefit from MoPar’s fast distribution. 


Invest in your future ...buy 100% MoPar 


Sell...the line that keeps your customers sold on you... Genuine Chrysler 
Corporation Parts and Accessories. 





MoPar Division, Chrysler Motors Corporation, Detroit 31, Michigan 


There’s a MoPar Wholesaler as near as your telephone. Call him today 


Ask your MoPar Wholesaler about the special MoPar Spring Checkup Promotion 


| cause I don’t even guarantee 


percent over the previous year 
Authority said. 
* 


Highway ‘Funds 
Seen Climbing to 
$11 Billion in 59 


Total funds available for high- 
ways are expected to reach nearly 
$11 billion in 1959 compared with 


$9.8 billion in 1958, according to 
Bertram D. Tallamy, Federal high. 
way administrator. He said the rige 
is largely attributable to increased 
payments of Federal funds. 

| The Bureau of Public Roads esti- 
| mates that Federal funds will ac- 
count for nearly one-third of all 
highway revenues in 1959, with 
| state road-user taxes and other 
|state income providing half the 


| total. 

Increased revenues are expected 

|from nearly all sources, but the 
percentage of the total derived 
from state and local governments 
will drop because of the substan- 
tial boost in Federal payments. 

It is estimated that right-of-way 
and construction costs will exceed 
$7 billion in 1959, up 15 percent over 
last year’s $6.2 billion. Most of the 
increase is occasioned by expendi- 
tures on state-administered high- 
ways. Capital expenditures for toll 
facilities will continue to decline as 
most of them near completion 
The Interstate System will take 

$2,844 million in 1959, and other 
Federal-aid systems will account 
for $2,653 million. Other state roads 
will use $283 million, and other 
local roads and streets will get 
$1,160 million. Another $198 mil- 

|lion is in the “not-classified” cate- 

| gory. 


Chrysler Xway 
Adds to Safety, 
Detroit Told 


| Modern highways such as the 
newly-started Walter P. Chrysler 
expressway in Detroit make an 
important contribution to motoring 
safety, said Paul 
C. Ackerman, en- 
gineering vice- 
president of 
Chrysler Corp. 
“There is over- 
whelming evi- 
|}dence, both in 
| Detroit and other 
|parts of the na- 











jtion, that this 
type of road cre- 
ates conditions 


P. C. Ackerman 


that cause a re- 
duction in the death rate by more 
than half that experienced on less 
modern highways,” he said. 
Ackerman spoke at a luncheon 
following ground-breaking cere- 
monies for the Chrysler express- 
way, which will run north and 
south on Detroit's east side. 


Safety _— 


Committee 
Is Advocated by 


Arizona Governor 


Arizona Gov. Paul Fannin has 
initiated a program to cut the 
state’s awesome 1958 record of 
more than 500 highway fatalities. 

A committee of the type recom- 
mended by President Eisenhower's 
Traffic Safety Council! is being 
formed with automobile dealer Read 
Mullen, of Phoenix, playing an im- 
portant part. 

Funds are being solicited from 
private industry to enable Arizona 
to employ a full-time executive ad- 
ministrator of this Traffic Safety 
Committee, His prime function will 
be to coordinate the activities of 
all the safety drives and the publi- 
city efforts and to step up the 
public feeling against the climbing 
traffic death toll. 

Fannin has requested the addi- 
tion of 75 highway patrolmen. 

Permanent organization of the 
committee will include statewide 
representation and will take place 
after the funds are raised. 

The opening meeting of the Ari- 








zona delegation found the two top — 
priority traffic needs of Arizona to 7 
be adoption.of a program worthy of | 
citizen backing and the appoint- — 
ment by the governor of a coordin- | 
ating committee of officials having © 
traffic responsibilities to meet as 


often as necessary to review major 
plans and developments and decide 
action and set policy. 
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ervice Management 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 








Backshop 


++ by Jack Weed 


F THE NADA exhibition and the | 


service consultation areas didn’t 
accomplish anything else at this 
years NADA convention, they did 
show the exhibitors and service 
managers that dealers again are 
interested in the plus profits that 
can be gained from service. 

The NADA operating state- 
ments for the first nine months 
of 1958 seem to have convinced 
many dealers that a lot more 
establishments would have failed 
without the $357 average gross 
profit per new-car sale from cus- 
tomer labor and parts. 

For those of you who didn’t see 
those figures, they indicated that 
the average dealer sold $1,050 worth 
of service per new-car sold during 
the period at a gross profit of 34 
percent. 

This amounted to a gross profit 
from service of $357 per new-car 
sold, and this was at least twice 
what thousands of dealers grossed 
from their new-car sales alone, 
according to many dealers who 
should know. 

The profits from service per new 
car sold ran from $404.35 for the 
dealers in Group I (the smaller 
dealers) to $246.37 for the volume 
dealers. Gross profits on service 
sales ran from 32.4 percent for the 
small dealers to 35.5 percent for 


the volume operators. 
> * > 


Exhibitors Pleased 


ANY exhibitors told me they 

were very satisfied with the 
results of their showing at NADA 
and that they were taking back to 
their home offices more good live 
prospects than they had obtained 
from any NADA showing in the last 
five years. 

One of the most severe critics 

of NADA for holding this show 
in Chicago just three weeks 
prior to the big ASI show told 
me that he certainly would have 
made a big mistake if he had 
stayed out of the exhibition this 
year. And he admitted that he 
nearly did so. 
j Speaking about the ASI—which 
is returning to Navy Pier under the 
joint sponsorship of MEMA, MEWA 
and NSPA for the first time in 
Several years--the show will not 
be used as a membership-getting 
football any more. 

Under the rules this year, only 
the first day of the show (Wednes- 
day. Feb. 18) will be limited to the 
jobber members of the associations, 
and this showing will be limited to 
10 am. to 6 p.m. Thursday, the 
show will be open to all jobbers, car 
and truck factory executives, oil 
marketing executives and invited 
big fleets, 


+. * * 
2 Days for the Trade 


Frmay and Saturday, the hours 

will be changed from 2 p.m. to 
11 p.m., and the show will be open 
to the trade. 

This means that car and truck 
dealers and their parts and service 
Managers can come to the show 
each of these two days and walk 
their legs off viewing the offerings 
of 459 exhibitors (last count) and 
the two miles of exhibits that make 
up the 120,000 square feet of exhi- 
bition space. 

Today and tomorrow (Feb. 16- 

17) will see all of the associations 


Service New Products 
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going into their annual huddles 
of convention activity, Even the 
Independent Garage Owners of 
America will be engaged in pre- 
show activities, it is claimed. 

And, of course, we of AUTOMOTIVE 
News will be in the show in spaces 
B-76 and B-78 on the right aisle as 
you enter the show. Our head- 
quarters will be the Conrad Hilton 
Hotel, and we will be glad to wel- 
come any of our friends in the 
industry. 


> * > 


Executives Stress Service 


t WAS particularly pleased to hear 

each of the five industry execu- 
tives who spoke briefly at the 
NADA 30-Year Club breakfast in- 
ject some service thinking into 
their talks. 

While Bill Hufstader, of General 
Motors, spoke more about the need 
for raising the level of all selling 
in the industry, he did hint that 
the best territory security was in 
the dealer’s own management of 
his service department. 

He declared that goods must 
be sold on their own merit with- 
out “gimmicks,” and we all know 
much of the appreciation of a 
product comes with how well the 
dealer and his servicemen keep 
the product operating. 


cession reminded many of the 


sound business practices dealers | 


used during the war and that many 
had put them back to work. Of 
course that means they looked 
more closely at service profits. 

Charlie Jacobson, of Chrysler 
Corp., also emphasized the need 
for better selling. 

While he did not actually say 
that the reputations gained at the 
service entrance goes a long way 
toward giving the service dealer a 


distinct selling advantage, he did | 
should keep in mind that the 


(Continued on Page 33, Col, 1) 





| 


| him someplace else. 


|dealer an opportunity to wed the 


Profit Salvation in Shop 


Tied to Lube Approach 


HE dealer who allows his serv- 
ice salesmen to write up a lube 


| job without doing additional selling | 
| would be money ahead if he handed/|thing from the drugstore which | 
each customer a dollar bill and sent | puts its tobacco counter in the most | 
| accessible location in the store, al-| car buyer a book of lubrication 


Even when the dealer develops | 
the average $4 “take” from each 
lubrication, it will actually cost 
him more than that to do the 
work. 

The thinking dealer knows that 
his lubrication operation is one of | 
the most valuable departments in| 
his shop. But it is only as valuable | 

as a sales room and inspection | 
point—as the dealer makes it. 

= > * 
EN the lube hoist is properly 
manned and the proper follow- 
through is maintained, no area of | 
the service shop can outrank it as| 

a builder of customer goodwill and 
loyalty. 

And as competition for the 
maintenance dollar increases, the 
franchised dealer more than ever 
needs the regular contact with 
his service customers. 

Lubrication is still the “habit” 
service for the average owner, no} 
matter how well his car seems to 
be performing. It is still the one 
service that can bring him back 
to the dealership and give the 





|}owner more closely to his opera- 
Benson Ford noted that the re-| 





tion. 

When a dealer looks at his lubri- 
cation department as just a place 
to grease cars, he may have diffi- | 
culty in determining if it is a profit- 


|able operation, considering the in- 


vestment in machinery and space. 
” * * 


E lube hoist should be viewed 

as the “sales room” of the serv- 

ice department—the inspection) 

point which can give access to all 
the other highly profitable jobs. 
In this connection, the dealer 
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Reminding the Customer— 





peepee te Vt dh ee 
Hes i wh 


Facing the entrance to the service department at McKay Buick, Inc., Jefferson City, 
Mo., is this huge chart with the recommended maintenance mileages for Buick owners. 
According to Neil McKay, dealership president, the chart has been responsible for 


a steady increase in service business. 


“Since we can point to the big sign as we 


suggest the operation," Ed Jungmeyer, McKay. service manager, explained, ‘most 
customers are glad to order the proper work.” The chart also serves as a reminder 
to customers to order these service operations when they reach the recommended 


average customer spends $218 per 
year on maintenance, 
The alert dealer can learn some- 


though profits on cigarets and 


item it handles. 

The druggist knows the value of 
having this department “up front,” 
easily accessible and well manned. 
How many smoking men would 





even patronize a drug store that 

didn’t handle cigarets and cigars? 
+* . * 

HAT’S why many smart auto- 

mobile dealers give each new- 


coupons or sell him a year’s lubri- 


| cigars are about the lowest of any | cation at a very attractive price. 


The customer will use the 
coupons as long as he has them 
and this generates the habit of 
coming to that dealer’s service 

(Continued on Page 30, Col, 1) 





Used-Car Consultation Area— 


New to NADA convention features was this reconditioning area where used-car 
merchandising managers from most of the factories were in attendance. Hundreds 


of dealers took advantage of the exhibit 


to learn how to handle their used-car lots 


and vehicles to get maximum attention and profit. 


NSPA, MEWA 


HICAGO.—The biggest show in 
the automotive industry will 
open Wednesday (Feb. 18) on Navy 
|Pier here, It is the International 
Automotive Service Industries 
Show, and in its almost 1,000 booths 
that stretch out for nearly two 
miles will be shown the products 
of 459 manufacturers. 

With the opening of the show 
will come the final steps in the 
merger of two of the three big 
aftermarket associations that 
have sponsored this tremendous 
parts and equipment show since 
its inception. 

The new association that com- 
bines the National Standard Parts 
Assn. and the Motor and Equip- 
ment Wholesalers Assn. will be 
known as the Automotive Service 
Industries Assn, (The third sponsor 
of the show is the Motor and 
Equipment Manufacturers Assn.) 

This merger has been in the 
works for 18 months, It has re- 
sulted in an association under one 
head with wholesaler and manu- 
facturer divisions that will convene 
separately and act separately on 
all matters that are classified as 
being strictly within the jurisdic- 
tion of the division. 
a * 


27 ASIA Directors 


HE board of directors of the 

new association will be com- 
posed of 18 wholesaler and nine 
manufacturer members. All com- 
mittees will consist of members 
from each division in the same 
ratio of two wholesalers to one 
manufacturer. 

The president and other officers 


* 





to Complete 


Merger at IASI Show 


will be elected annually and will 
come from each division in alter- 
nate years. 

The incorporators and tempor- 
ary directors scheduled the first 
membership meeting to be held 
prior to the opening of the IASI 
Show. At this meeting, the 27 
directors, as designated by the 
incorporators were introduced. 
Plans have been established by 
the incorporators, with the consent 
of NSPA and MEWA directors, to 
consider all dues-paid members of 
both associations as voting mem- 

bers in the new ASIA, It is con- 
templated that MEWA and NSPA 
will take necessary action to dis- 
solve their respective organizations. 


The new association starts out 
(Continued on Page 32, Col, 1) 


MEWA Urges Members 
To ‘Love That Customer’ 


CHICAGO. —“Love That Cus- 
tomer,” a talk on the effective- 
ness of customer-service pro- 
grams to combat price-cutting 
competitors, will be presented at 
the convention of the Motor and 
Equipment Wholesalers Assn, 
which opens today (Feb, 16) at 
the Conrad Hilton Hotel. 

The talk will be delivered by 
John W. Mock, sales director, 
Protectoseal Co., Chicago, The 
two-day MEWA convention pre- 
cedes the International Autome- 
tive Services Industries Show 
which opens Wednesday (Feb, 18) 
at the Navy Pier. MEWA is a 
co-sponsor of the show. 
































JEEP’ VEHICLES: OUT IN 


A Progress and Profit 


By Cruse W. Moss 
Vice-President and General Sales Manager 


1958 has been a year of outstanding achievements at Willys Motors. This report will tell you 
about some of the highlights of our progress in 1958 and the encouraging prospects we see ahead 


for 1959. 





Commercial vehicle registration figures show that ‘Jeep’ vehicles have gained their largest share 
of registrations in the 10,000 GVW and under category in ten years. And that’s not all! In the two previous years, ‘Jeep’ 
vehicles had an average penetration of 4%. But, look at the momentum demonstrated by the penetration figures for ‘Jeep’ 


vehicles in the most recent months: 
September .... . 5.0% October ..... 6.5% November ..... 6.5% 


December retail sales were the highest monthly total in the company’s history, and the sixth consecutive monthly increase. 


Fourth Quarter Sales Hit New Peak 


Retail sales of ‘Jeep’ commercial and utility vehicles for the fourth quarter of 1958 exceeded any quarter period in the last five 
years. 1958 last quarter retail sales were up 49.5% over 1957. And, during a year when industry sales were down 20%, ‘Jeep’ 


commercial and utility vehicles shipments were up 17%. 


This successful dealer sales story is reflected in the consistently sound factory profit picture for °55, ‘56, “57 and final °58 figures 


are certain to be even better. ; 


Dealer Gross Profits After The Washout Averaged More Than $400 per Vehicle 


‘Jeep’ dealers reported excellent profits in 1958. Along with increased vehicle volume, ‘Jeep’ dealers enjoyed substantial gross 
profit margins on special equipment, accessories and parts sales. And most important, gross profits after the washout averaged 


more than $400 per vehicle. These larger gross profits are attributable to: 
a. No wheeling and dealing competition down the street. 


b. Used ‘Jeep’ vehicle resale volume was far greater than that of most vehicles. For example, two year old Universal 


‘Jeeps’ sold for as high as 90% of original factory list price. 


OLE 8 in IN, SE RT SEE Oh TE 


c. Almost 50% of ‘Jeep’ vehicle retail sales continue to be clean deals. 


d. Many ‘Jeep’ vehicles included substantial additional profits from the sale of special equipment, either at the time 
of original sale or months later, when owners had new jobs to do. Actually, ‘Jeep’ special equipment, accessories 
and parts volume in 1958 reached the highest dollar volume ever recorded. 


Desirable Franchise Attracts 263 New Dealers 


The growing and strengthened dealer body is an important contributing factor to the steady rise in ‘Jeep’ vehicle sales. 263 












carefully selected new dealers signed up for the ‘Jeep’ vehicle franchise in 1958. Many of them handle ‘Jeep’ vehicles exclu- 
sively. Many major long established passenger car dealers spread their overhead by adding ‘Jeep’ vehicles to their existing line. 
Dealers are able to make greater profits from their investment in facilities and in their Service and Sales Departments. Increased 
sales of special equipment, parts and accessories added further to dealer profits. 


‘Jeep’ Vehicles Received Enthusiastic Public Endorsement 





The unprecedented retail sales of ‘Jeep’ vehicles speak for the growing popularity of the ‘Jeep’ vehicle line. The Forward Control 
‘Jeep’ FC-150 and FC-170 have met with enthusiastic reception since their introduction. These Forward Control 4-wheel drive 
Trucks combine exceptional maneuverability and visibility with more cargo area in relation to wheelbase, and contribute impor- 
tantly to enlarging the number of potential prospects for ‘Jeep’ vehicles. 





















| FRONT AND STILL CLIMBING! 
report from Willys 


Maverick Means Business 


‘Jeep’ dealers are the only commercial vehicle dealers who have the power of an important weekly national television show 
working for them. More than 47 million people currently see a ‘Jeep’ vehicle demonstration each week on the popular, hour long 
MAVERICK television program. MAVERICK ranks well up among the “top ten” television shows. (Over a six week period, it 


reaches approximately ‘4 of all television homes in the nation.) 


In addition, the MAVERICK show leads in: 
Largest male audience of any program on the air. (More men watch the commercial! ) 
p” Highest average sponsor identification of any western program on television! (More people remember the commercial! ) 


Highest number of viewers per set of any show on the air. (More people watch the commercial! ) 
‘Jeep’ vehicles are also supported by extensive local advertising in newspapers, spot radio and spot television. 


To supplement their individual selling efforts, Willys dealers take advantage of a wide variety of pin-pointed promotional selling 
aids, including an extensive, completely packaged, direct mail program. 


7 Willys is one of the growing Kaiser Industries 


Willys Motors, Inc. is a wholly owned subsidiary of Kaiser Industries Corporation. Kaiser Industries and affiliated companies... 
Kaiser Aluminum, Kaiser Engineers, Kaiser Gypsum, Kaiser Steel, Permanente Cement, and of course Willys Motors, are 

"s known and respected around the globe. Kaiser Industries can be found in almost every part of the free world. Kaiser companies 
have grown tremendously, from 5 plants in 1940, to 78 plants and sales of nearly a billion dollars, today. Willys has con- 
tributed to this expansion, and has been enormously benefitted by it. It is both inspiring and encouraging to know that all of the 


combined resources and prestige of this great and rapidly growing company are behind the growth pattern of Willys Motors. 


Even greater opportunities in ’59 
The great strides made in 1958 are reflected in our forecasts for 1959. Budgets for both advertising and merchandising have 


been increased substantially, predicated on sizeable further sales increase in 1959. 


al We congratulate Willys dealers on their fine accomplishments in 1958. We are confident of their ability to help maintain our 


ee ee ee 


present momentum and extend Willys leadership in the year ahead. We pledge them increased factory support in 1959 to achieve 


ee 


these goals. 


And to those automotive dealers who are seeking a way to produce a more satisfactory return on their investment—and who are 
located where the ‘Jeep’ family of vehicles do not have complete representation—we extend a cordial invitation to get all the 
facts about what the ‘Jeep’ vehicle franchise could mean to them, either as an exclusive line, or a possible addition to their 


present line. As Willys dealer points are established only on a market potential basis, the number of open points are limited, 


ee. 


but each offers a substantial future to the right man. And an expanding market offers even broader opportunities. 


3 For complete information write me in Toledo, Ohio. 
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_ 
‘ 
PRs 


C. W. Moss 
Vice-President & General Sales Manager 
WILLYS MOTORS, INC. 


WILLS 3 


OUT IN FRONT AND STILL CLIMBING! 
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With Correct Approach... 





Lube Hoist 


Can Save 


Needed Shop Profit 


(Continued from Page 27) 


department for the rest of his 
service needs, if he is properly 
treated. 

These dealers know that a good 
lube man gets the feel of the steer- 
ing and brakes as he drives the 
car onto the hoist. Inspection point 
Number One. 

The lube man has access to the 
entire underside of the car where 
he can note the condition of the 
muffler, tail pipe, tires, springs, and 
other chassis parts as he goes about 
his work of “hitting the fittings.” 

Then, when he gets under the 
hood he can check the oil, fan and 
belts, wiring, oil and filter. He can 
note the wiring harness and inspect 
the battery as he checks its water 
level. 

He also can tell if the car needs 
a tuneup or should have wheels 
balanced or aligned. 

> > oa 
, how many dealers make 
provision for getting this noted 
“needed” service to the service 
manager or order writer, who in 
turn can call the owner and bring 
these items to his attention? 

Far too few for the good of the 
dealer’s profit picture. 

Furthermore, according to John 
E. Wolf figures, the number is de- 
creasing each year. Wolf says 
lubrication work in the average 
franchised dealer's shop has 

falien off 3.36 percent since 1955, 
when it should have been on the 
definite increase. 

This neglect on the part of fran- 





Lucky Filter— 


The metal tog on this air-filter cartridge 
may be worth up to $1,000 in Fram 
Corp's $60,000 silver anniversary “Treas- 
ure Hunt.” Ten thousond such togs were 
attached to Fram air- and oil-filter cor- 
tridges instolled in cars last yeor. The 
dealers who find them are eligible for 
poe. Se ha 


Fram to Distribute 
$60,000 in Filter 


*Treasure Hunt’ 


PROVIDENCE.—A $60,000 silver 
anniversary “Treasure Hunt” is 
being staged by Fram Corp. The 
company said the promotion is 
designed to build extra sales for 
dealers. 

Ten thousand cash prizes from 
$1 to $1,000 will be paid to dealers 
who check and find the 10,000 
secretly marked Fram oil- and air- 
filter cartridges distributed last 
year and installed in old and new 
cars across the country during reg- 
ular servicing. 

Duplicate prizes will be sent to 
the car owners and the dealers’ 
Fram wholesaler salesmen. 

“Treasure Hunt” filter cartridges 
are marked with metal identifica- 
tion tags. When a dealer finds one, 
he fills in a notification slip con- 
tained in his “Treasure Hunt” kit 
and mails it with the tag to Fram. 

Each of the 10,000 cartridges was 
assigned a value at a drawing sup- 
ervised by the Rhode Island Hos- 
pital Trust Co. Prizes are in de- 
nominations of $1,000, $500, $100, 
$50, $10, $5 and $1. 


M-E-L Names Schroeder 


Midwest Service Rep 


CHICAGO.—Walter E. Schroeder 
has been appointed Midwest re- 
service representative for 

the M-E-L division. 

A veteran of more than 35 years 
with Ford Motor Co., Schroeder 
had been Chicago district service 
manager. 





chised dealers is sending work to 
the competitive shops and en- 
couraging them to dig deeper into 
the services that the dealer did and 
should perform. 

One Houston dealer found that 
he gets an immediate response to 
inspection cards filled out by the 
lube men and left on the driver's 
seat, His records show that 51 per- 
cent of these cards sell all or most 
of the needed service indicated. 


He said he found that the inspec- 
tion card left on the driver’s seat 
brought better returns than when 
tied to the steering wheel or hung 
on a knob on the dash, He said 
he feels that people instinctively 
shy away from sitting on a piece 
of paper on the seat and will pick 





it up and read it before throwing 

it away. 
* * aa 

F THE customer, by means of 

free lubrication books or other- 

wise, can be induced to come back 

to the dealer for his lube jobs it 

will give the dealer an opportunity 


to inspect his car for needed serv-| -~ . 


ice at least six times a year. 

Despite the fact that the num- 
ber of lubrication fittings on the 
average car has been constantly 

getting fewer since 1946, the 
importance of lubrication to both 
the dealer and the car owner has 
steadily increased. The modern 
cars still have from 8 to 20 fit- 
tings for an average of 13 per 
car. 

Due to improvements in engineer- 
ing of the modern car, the remain- 
ing fittings should be lubricated 
regularly, and in accordance with 
the type of operation the owner 
gives his vehicle, from the stand- 
points of safety and trouble-free 
service. 

Some of the things a well-trained 
lubrication man should uncover are 
the very items that today are giv- 
ing the corner service stations 
their plus profits. 

From the hoist should come a 
steady flow of business on mufflers, 





Successful Dealer— 


Mrs. Doris Cunningham is conversant 
with all phases of her Studebaker-Packard 
and Mercedes-Benz dealership in Bangor, 
Me. Here, she checks on a repair job in 
the service department. 


tail pipes, brake adjustments and 

relines, headlight aiming, front-end 

alignment, minor tuneups and tires. 
+ * > 

— important thing is that 

proper treatment in this respect 

will give the customer a come-back- 


Victor B. Day, of Bear Mfg. 
Co., says seven out of ten cars 
at least one year old need front- 
end service and five will but if 
it is presented properly; eight out 
of ten need wheel balancing and 
headlight adjustment and six will 
buy this service. 

According to most recent NADA 
figures, dealers averaged $357 cross 
profit on total service sales per 
each new unit retailed in the first 
nine months of last year. 


Had it not been for this revenue, 
dealers operations could have been 
disastrous. The loss of profit was 
bad enough as it was. 

The gross realized from service 
and parts operations, according to 
NADA figures, ran from $404.35 for 
smaller dealers to $246.37 for larger 
dealers. 

In looking at these figures, deal- 
ers should keep in mind the impor- 
tant role played by their lubrica- 
tion departments in the profits they 
derive from service, 

And they should take advantage 
of every opportunity they have to 
use the lube hoist to increase their 
service business without “barber- 
shopping” the customer. 


Engineered specifically for the new 


To get smooth, high-gloss finishes with today’s paint formulations, the 
new DeVilbiss Super-Soft-Spray Nozzle incorporates features found in 
no other spray head! 
Improved air-jet action provides ideal atomization with a wide, soft 
pattern that gives full wet coverage . . . assures better adhesion . . . makes 
lapping easier . . . and reduces rebound that causes excessive overspray. 
Machined by new, super-precision methods, and featuring added 
ruggedness, the DeVilbiss Super-Soft-Spray Nozzle assures a day-in- 
day-out dependable performance, even under heavy-duty service. 

So, if you want the best application of the new finishes, ask your 
jobber for a DeVilbiss Super-Soft-Spray Nozzle to use on your present 
DeVilbiss JGA or MBC gun. Or get a DeVilbiss spray gun complete 
with Super-Soft-Spray Nozzle. 


THE DEVILBISS COMPANY, Toledo 1, Ohio « Barrie, Ontario * London, England * So Paulo, Brazil « Branch Offices in Principal Cities 
























































The secret of super-soft spray 


Secondary jets (1) intercept side jets (2) to 
reduce impact and forward velocity. This 
produces a wider angle pattern for a soft, 
wet spray with less rebound. 


home habit on all his service needs, 
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Service Briefs 





PAULDING, O.—The 1959 Grizzly | units, and Campbell-Hausfeld spe- 
brake clinics will be geared to the | cializes in smaller spray guns and 
needs of today’s brake installers, | equipment. Sharpe will handle dis- 
according to H. H. Swain, sales|tribution and sales for the com- 
director for Grizzly Brake division. | bined lines in the 11 western states 

He said the highlight of the; plus Arkansas, Oklahoma, Kansas 
dealer clinics will be an instruc- | and Texas. Campbell-Hausfeld will 
tional film detailing many of the/| distribute to the rest of the U.S. 
tricky installation problems and a 
providing na roo a pean tal ata Chevy Briefs Garage Men 
Ne ee ee cn thee WILKES-BARRE, Pa.—More 
also will a —_— to those attend- | than 80 independent garage dealers 
_ os * lin this area were guests of City 

° ° sbuti Ti Chevrolet Co. at a session at which 

Production-Distri ution fie Howard Williams, a Chevrolet re- 

Spray-Equipment Firms | gional assistant parts and acces- 
oe NGmLas. — Kenneth/|S°ry manager, explained new fac- 
Sharpe, executive vice-president of | ‘Ory parts. 
Sharpe Mfg. Co., Los Angeles, and | s : 
Robert G. Kluener, president of | Prefab Gas-Station Business 
temo ee aaa O.»|\ Is Purchased by Bettinger 
have announc a reciprocal manu- | 
facturing, distribution and sales| MILFORD, Mass.—Bettinger 
arrangement between the two man- | Corp. has purchased a prefabricated 
ufacturers of paint spray equip-| Service station business developed 
ment. by Avco Mfg. Corp. 


Sharpe makes precision spray The modular-design packaged 


oe * * 
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service station, which includes 
structural system, porcelain enamel 
curtain wall side panels, roof and 
accessories, was developed for both 
domestic and international gasoline 
marketing outlets. More than $500,- 
000 was invested in development, 
engineering, testing and pilot pro- 
duction, according to Bettinger. 
* * ++ 


Boosters Sell 400 Tickets 


For PAS Kickoff Banquet 


SAN FRANCISCO.—The Automo- 
tive Booster Club, Golden Gate B- 
10, announced it has sold over 400 
tickets to the Booster Kickoff ban- 
quet for the Pacific Automotive 
Show March 11 in the Fairmont 
Hotel. 

Guests of honor will be San 
Francisco Mayor George Christ- 
opher and his wife. The show will 
open the following day. 


25-Year Employes Given 


Watches by Bennett Pump 


MUSKEGON, Mich.—John Wood 
Co.’s Bennett Pump division hon- 
ored 25-year employes at its annual 
Service Award Dinner at the Mus- 
kegon Country Club. Veterans were 





EASTER SEALS 1959 


4 
HELP CRIPPLED CHILDREN 





National Society for 
Crippled Children and Adults 
2023 W. Ogden Ave. 
Chicago 12, Ill. 





awarded watches by W. S. Sepura, 
Bennett vice-president. 

S. K. Makemson, general sales 
manager, forecast unparalleled 
economic activity during the next 
decade and said Bennett will share 
in the growth of the petroleum- 
marketing industry. 

* * * 


GM Plans New Depot 


For Montreal Area 
MONTREAL.—General Motors of 
| Canada is moving its warehouse 
j}and parts depot serving the Mon- 
treal area from its present location 








SOFT-SPRAY NOZZLE 





acrylic, enamel = scque 






New 154 Nozzle fits all 
JGA and MBC Spray Guns 


FOR BETTER SERVICE, BUY 


WATE et 
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in St. Laurent to the City of Pointe 
Claire. 

A site in the Pointe Claire In- 
dustrial Park was purchased at an 
announced price of approximately 
$350,000. It covers an area of ap- 
proximately 900,000 square feet. 
Construction of the new warehouse 
and depot will begin in the early 
spring of 1959. 


* * * 


Lionite Bows 


EL DORADO, Ark.—“Rocket- 
Age Lionite,” a new additive in 
Lion brand gasolines distributed in 
an eight-state area, has been intro- 
duced by Lion Oil Co., a division 
of Monsanto Chemical Co. 


* * * 


Second Plant Acquired 


By Clarke Floor Machine 


MUSKEGON, Mich.—Purchase of 
a manufacturing plant, which cul- 
minates a 10-year expansion pro- 
gram, has been announced by 
Clarke Floor Machine Co., formerly 
Clarke Sanding Machine Co. 

The new building, Clarke’s second 
manufacturing site, is located in 
suburban southwest Muskegon. 

. 7 + 


65 Are Awarded Prizes 


In SureFit Celebration 

LONG BEACH, Calif.—A total of 
65 winners in the SureFit 4ist An- 
niversary Celebration was an- 
nounced by J. D. Zink, president of 





Howard Zink Corp., and N. G. Zink, 
national manager of SureFit divi- 
sion. 

The giveaway was part of a na- 
tional promotion celebrating Sure- 
Fit’s 4ist anniversary. Tickets for 
the drawing were given to all per- 
sons requesting them at SureFit 
stores throughout the U. S. 


= > > 


Dayton Rubber Builds 
Warehouse in Portland 


| DAYTON, O.—Dayton Rubber Co. 
is building a new tire branch office 
and warehouse in Portland, Ore., 
Harry T. Goodenberger, tire-sales 
vice-president, announced. 


One of the features will be a 
modern electric retread plant. 
Goodenberger said Dayton Rubber 
is expanding the sales force in the 
Portland district which includes 
Oregon, Southern Washington, 
Northwestern Montana and North- 
ern Idaho. 


Towing Agreement Sought 


By Reno-Area Body Shops 


RENO, Nev.—Members of the 
Independent Body Shop Association 
of Reno and Sparks have asked 
city officials to approve a plan in- 
volving the distribution of damaged 
vehicles towed to body shops for 
repairs. 


James Ross, president, said the 
| proposal was a mutual agreement 
| between auto dealers and the body 
| shops whereby all towing would be 
done by three firms and the ve- 
hicles would be distributed to repair 
shops on a weekly schedule. Towing 
would be done by three members of 
the association who do not operate 
repair shops. 


Course Offered in Hartford 


On Transmission Repairs 


HARTFORD, Conn.—A course in 
automatic-transmission repair and 
maintenance is being given for 
members of the Independent Ga- 
rage Owners Assn. of Hartford by 
the State Board of Education, 

Classes are being held for a 13- 
week period, and cover classroom 
instruction in operation and con- 
struction and shop work in diag- 
nosis, repairs and overhaul of 
transmissions, 





ADVERTISEMENT 


CAUGHT 


your eye with this little 


column, . practicing 
what | preach. You 
can catch a hundred- 


fold more eyes with a 
series of columns than 
with a series of quarter- 


page ads, and they 
will sell more cars and 
service. | write the 


column for you. You 
become a columnist 
with human interest 
material that appears 
to be “soft sell," but 
is the “hardest sell" 
you can achieve, plus 
top personalized pub- 
lic relations, Write 
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At Chi 





o IASI Show... 


Aftermarket Groups 
To Complete Merger 


(Continued from Page 27) 


with an initial capital of $200,000 
supplied by $100,000 grants from 
each of the merging groups. 

= = * 


Big Show Returns 


—— year’s show is the first held 
on the Pier in several years 
under the sponsorship of the three 
associations. Under stress from the 
membership, the associations got 
away from holding a joint show 
and instead, gave their blessings to 
regional shows held in the East and 
on the West Coast. 

The associations, as well as sev- 
eral affiliated trade groups, held 
their annual meetings in the cities 
where these designated regional 
shows were staged. Evidently the 
need for coming back to the 
mammoth, “under-one-top” show 
became so pressing that this 
year’s revitalization of the “big- 


gest show in the industry” came 
about. 

One of the reasons given for 
dropping the old ASI shows was 





Snow, Ice Hurt Sales, 
But Bump Shop Thrives 


DETROIT.—Snow, ice and 
near-zero temperatures have put 
a severe crimp in local new-car 
sales, but one Detroit dealer feels 
the rugged weather has added a 
few dollars to his service revenue. 

Watching traffic slide past the 
showroom window one day last 
week, a Chevrolet dealer re- 
marked: “These icy streets have 
sure kept our bump shop full. 
We've had all the bump work we 
can handle ever since Thanks- 
giving.” 





that they had become a battle- 
ground to see which exhibitor could 
put on the largest and most elabor- 
ate exhibit to impress the jobbers. 


It appears that the vacation from 
the old ASI has not changed this 
desire, as this year’s extravaganza 
will have 21 exhibitors whose dis- 
plays will take five or more booths. 


* + * 


Top Space Holders 


". a largest space holder will be 
Walker Marketing Corp. 
| Racine, Wis., which has 16 booths. 
Next is Blackhawk Mfg. Co., with 
10 booths. 

Those having eight booths in 
their exhibit are Black & Decker 
Mfg. Co., Electric Auto-Lite Co., 
Gates Rubber Co., Hastings Mfg. 
Co., 
Storm-Vulcan, Inc, Choldrun Mfg. 
Co. will have seven spaces, 


Firms with six spaces are AC 
Spark Plug division of General 
Motors, AP Parts Corp., Ammco 
| Tools, Inc., Anderson Co., Exide 
Automotive division of Electric 
| Storage Battery Co., E. I. duPont 
|de Nemours & Co. Inc. and Fram 
| Corp. 
| Five-spacers are Dupli-Color 


i\Produc ts Co, Inc., Lincoln En- 











National Carbon Co. and) 


AUTOMOTIVE NEWS, FEBRUARY 16, 1959 


| New Hillman Minx— 


A new Hillman Minx, bigger and more powerful than its predecessors, has been 


introduced in England by the Rootes Group. The car has a new front end and a 
restyled grille. 


| vision, Purolator Products, Inc., and| and the MEWA at the Conrad Hil- 
| Stewart Warner Corp. 


* * 


NSPA, MEWA Meet 


i 
OTH NSPA and MEWA are 
meeting today and tomorrow 


(Feb. 


16-17). 


NSPA will be head- 





HELP YOURSELF TO EXTRA INCOME! 








Every time you sell a car equipped with SoLex Green Tint 
Safety Glass, you’re helping yourself to extra income. Once 
car buyers know the advantages of SOLEX, they want to buy it. 

So, spread the word to all your customers. SOLEX, with its 
green tint, softens the harsh sun glare that causes eyestrain 
and fatigue. Yet it isn’t noticeable from inside the car, and 
doesn’t change the view outside. SOLEX also meets all Fed- 
eral Standards for light transmission in automobiles. 

SOLEX is an efficient heat-absorbing glass, too. It makes 
cars more comfortable by absorbing more than 50% of the 


total solar heat. And it definitely improves the functioning 


of auto air-conditioning systems. 


Every buyer wants his new car to be as safe and comfort- 
able as possible. So to insure profits for you and your cus- 
tomers, always ask for SoLeEx Green Tint Safety Glass. It 
comes in any of several types of Pittsburgh Auto Glass. 

All PPG Automotive Safety Glass complies with every 


recognized safety code. 


SOLEX® THE BEST GLASS UNDER THE SUN 


Watch the GARRY MOORE SHOW Tuesday nights 


PAINTS + GLASS - 


CHEMICALS + BRUSHES - 


PLASTICS + FIBER GLASS 


ANU 


»S 








IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


Why 


ton. 

The Automotive Affiliated Repre- 
sentatives, which is affiliated with 
| MEMA, will have a breakfast for 
its manufacturers’-representative 
members and each is expected to 
bring one of his manufacturers as 
|a guest. Booster Clubs International 


gineering Co., Maremont Muffler di-| quartered at the Sherman Hotel, | wij] have its customary dinner 


One feature of the pre show 
| activities is a talk to the Young 
| Executives Club of NSPA by 
| Harold Schafer, president of Gold 
Seal Co., Bismarck, N. D., who 
ran an idea into a multimillion 
dollar business. 


His “Glass Wax” totalled $902 in 
sales the year after he organized 
the company, Today, sales are re- 
ported to be well over $10 million 
annually, and his company is said 
| to be the largest home-owned busi- 
| ness in North Dakota. 
| NSPA speakers and their topics 
include “Unification,” by Edward 
|Gammie, Victor Mfg. & Gasket Co.; 
“What Merchandising Clinics Mean 
to the Independent Garagemen of 
America,” by Ray Campbell, pres- 
jident of that association, and a 
panel presentation of “Profits In 
Merchandising Clinics” by three 
jobbers and a manufacturer. 


————— 








‘Grease Institute 
Running Survey 


‘On °58 Production 


KANSAS CITY.—Members of the 
| National Lubricating Grease Insti- 
tute are participating in a survey 
;}on 1958 production of lubricating 
greases and fluid gear lubricants. 


More than 95 percent of the 
lubricating-g rease and fluid-gear 
lubricants manufacturers belong to 
NLGI and more than 76 percent 
replied in the 1957 survey which 
showed that the industry produced 
more than a billion pounds of lubri- 
cants. 


F. E. Rosenstiehl, Institute pres- 
jident and products development 
and control sales manager for 
Texas Co. predicted an even larger 
| representation in the current sur- 
| vey. 

Based on known production fa- 
cilities; members reporting last 
year were estimated to produce al- 
most 85 percent of capacity, he said. 

Survey Chairman W. H. Saunders 
jr., said this year’s survey also will 
include Canadian member firms. 
Canadian totals will be maintained 
separately from those of the U. S., 
he noted. 

NLGI tabulates the grand total of 
pounds produced rather than taking 
marketing figures, which might in- 
clude sale and resale, Saunders 
said. 


Bogart Winds Up 
26 Years at Olds 


LANSING.—Daniel T. Bogart, 62, 
coordinator of dealer relations for 
Oldsmobile since 1936, has retired 
after 40 years of 
activity with Gen- 
eral Motors, the 
last 26 years as 
an Oldsmobile of- 
ficial. 

Bogart joined 
GM in 1919 as an 
assistant divi- 
sional cashier, He 
was transferred to 
the B-O-P divi- 
sion in 1931, Nine- 
teen of his Olds- 











D. T. Bogart 
mobile years were spent in Buffalo. 
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DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of 
AUTOMOTIVE News. 


For Make Servicemen 


CADILLAC DIVISION—AFA 
Courses—Portland, Ore., March 2;/| 
Air conditioning—Chicago, March 
9-16, El] Paso, Tex., March 16, Okla- 
homa City, Feb. 23, St, Louis, Feb. 
93; Charging circuits — Cleveland, 
March 9, Minneapolis, Feb. 23, 
Portland, Ore., March 4-9, Tarry- 
town, N. Y., March 2-9; Chassis 
suspension—Omaha, March 19, San 
Francisco, March 12; Diagnosis— 
Philadelphia, March 16; Electrical 
and accessories—Dallas, Feb, 24, 
Omaha, March 16, San Francisco, 
Feb, 24-26; Engine tuneup—Cleve- 
land, March 11, Dallas, Feb. 26, 
Portland, Ore., March 16-18, Tarry- | 
town, N. Y., March 4-11; Hydra-| 
Matic transmission — Cincinnati, 
Feb, 23, March 2-9, Cleveland, 
March 2, El Paso, Tex., March 12, 
Kansas City, March 3-9, Minnea- 
polis, March 9, Philadelphia, Feb. | 
2. Portland, Ore., Feb. 23, San| 
Francisco, March 16, Tarrytown, N. 
Y., Feb, 23; Power brake— Chicago, 
Feb. 23-25, Pittsburgh, March 18, 
Tarrytown, N. Y., March 18; Power 
steering—Pittsburgh, March 16, San 
Francisco, March 3, March 5-9, 
Tarrytown, N. Y., March 16. 

CHRYSLER CORP.—Chrysler} 
Corp.’s training courses on 1959) 
cars and trucks at Detroit, Chicago, 
Atlanta, New York, Philadelphia | 
and Los Angeles will cover: Torque- 
Flite transmission, PowerF lite 
transmission, power steering, elec- | 
trical, carburetion, engine tuneup, 
front suspension, rear suspension, | 
1959 engines, Simca car, 1959 bodies, 
new-car servicing and preparation, | 
brakes, air conditioning, rear axle, | 
heaters and new accessories. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- | 
nosis procedures using the latest | 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck | 
dealer, or a GMC truck fleet opera- | 
tor. The following courses are} 
offered: 1. rear axles, 2, standard 
transmissions, 3. automatic trans-| 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. | 


Backshop 
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(Continued from Page 


say that the complexity of today’s 


cars call for more efficient service. 
> - . 


New MoPar Tuneup 


OY ABERNETHY, of American 

Motors, said that the best way 
dealers could regain the lost esteem 
of the public was to dedicate their 
efforts to better service—to serving 
the community as well as the prod- 
uct to the best of their ability. 

S. A. Skillman, of Studebaker- 
Packard, said his firm is doing 
everything it can to help dealers 
raise the level of both selling and 
Service to the end that all would 
profit most. 

T. E. Waterfall, of Chrysler’s 
MoPar division, is in the throes 
of introducing a new type of 
tuneup to the trade. It’s called 
the Liquid Tuneup, and it in- 
cludes the radiator and the cool- 
ing system surfaces of the power 
plant as well as the oil-containing 
Part of the engine. 

He claims that it is taking well 
wherever it has been introduced. 
To me, it’s dressing a very neces- 
Sary and important set of services 
in a new gown that may attract a 
goodly number of owners where 
just a radiator and engine flush 
would not be impressive. 

Incidentally. going back to the 

Old Timers Club of NADA, I just 
Wonder if it was by accident or 
design that every new officer of the 
Club for the coming year will be a 
Chevrolet dealer. 

The new president is A. B. Smith, 
an old-time Chevrolet dealer in 
Portland, Ore.; the vice-president is 
the well-known Harold Draper, of 

naw, Mich., and the secretary- 
urer is George Davis who 
odes the Chevy line in Lewiston, 

e, 





Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 





diesel engine (one-week tuneup 
class or two-week overhaul), 5. 
gasoline engine tuneup, 6. gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8, carbure- 
tion, 9. four-wheel drive, 10. air- 
suspension, 11. hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El | 
Paso, Houston, Denver, Salt Lake | 
City, Detroit, Cleveland, Kansas | 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, | 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries | 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HAR- 
VESTER — Atlanta motor truck 
technical training center is con- 
ducting training for dealer and 
fleet servicemen, Includes territories 











fo show you how to 
increase lube profits! 


of Birmingham, Ala., Cincinnati, 
Louisville, Memphis, New Orleans, 
Atlanta, Charlotte, N, C., Jackson- 
ville, Fla., and Richmond, Va. 


Dallas motor truck technical 
training center is conducting train- 
ing for dealer and fleet servicemen. 
Includes territories of Denver, 
Dallas, Houston, Lubbock, Tex., San 
Antonio, Kansas City, Little Rock, 
Ark., St. Louis, Tulsa, Okla., and 
Wichita, The training center in- 
structions includes engine overhaul 
procedures emphasizing the fitting 
of pistons and rings, crankshaft 
bearings and the importance of 
valve reconditioning. 

Gasoline and LPG engine per- 
formance, diagnosis, ignition, and 
carburetion together with minor 
and major tuneups is part of the 
training provided. The electrical 


system, highlighting generators, | 


starters and voltage regulators, is 
taught. Automatic, Select-O-Matic 
and Roadranger transmissions, the 
new International Harvester rear 
axles as well as air and hydraulic 
brake systems are included, Also 
included is an introduction to 
Cummins diesel engines covering 
the similarity of service procedures 
between diesel and gas engines. 
The training is conducted by the 
Tell-Show-Do method, As each 
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“If you haven’t made up your 
mind after seeing this one, I sug- 
gest you come back next sum- 
mer.” 


——, 





|serviceman performs the various 
| service operations, correct diagno- 
| sis, service procedures and the use 
of special tools are emphasized. 
Atlanta classes are limited to 16 
|men per week and Dallas classes 
|to 20 men per week to allow the 
|instructors to give individual at- 
tention to each serviceman, Fleet 
| maintenance supervisors and serv- 
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icemen—Classes especially designed 
for fleet maintenance operations 
covering the above subjects are 
conducted at regular intervals at 
both training centers. 


Annual dealer service conference: 
Each truck district in the U, S, is 
now conducting service conferences 
with the International dealer or- 
ganization, Service information and 
service techniques covering product 
improvements, new components, and 
operating procedures are being pre- 
sented. 

STUDEBAKER -PACKARD— 
| Technical training centers are hav- 
ing weekly courses for dealer serv- 
ice personnel covering all phases of 
the 1959 Studebaker Lark and 
Hawk models. The current sched- 
ule calls for particular emphasis on 
the training of newly appointed 
dealers and the basic information 
for mechanics on Studebaker prod- 
ucts. 


Courses on Mercedes-Benz cars 
are included at each of the train- 
ing centers. In addition to the reg- 
ular courses, training on the new 
|190D and the 220SE will be intro- 
duced and become a part of the 
regular training schedule. Training 
will be conducted at New York by 
|F. X. Coghlan, at Los Angeles by 
(Continued on Page 36, Col, 1) 








PUTS THE SHOW ON THE ROAD 








See ARO’s new Mobile Lube Demonstrator at the 1.A.S.1. Show 


Another ARO First! Now ARO puts the most advanced 


type of lube equipment for every need ‘‘on wheels’”—to 
show you exactly how ARO streamlines this service and 


increases lube profits for you! 


This new ARO Mobile Display will be headquarters for 
lube equipment demonstrations at the I.A.S.1. Show. Be 


sure to see it—Booths A290-A292-A294! 


Every type of modern lube equipment is set up for you to 
see in actual operation in this display. Everything from 
overhead reels to pumping units... portable units to 
hand guns. You can see how each unit works . . . how ARO 
performance and dependability do the job faster, easier, 


with more profit for you! 


After the Show, the Mobile Demonstrator will move into 
the field. It’s air-conditioned, completely self-powered. 
Watch for it in your territory. It shows your best move 
today—get modern ARO Lube Equipment for progress 
and pro: tal Stn te ot the leetr or call 


your 


sentative for a demonstration. 


ARO Repre- 


See all this in operation 


@ Overhead reels for all services. 


o 
@ Portable drain. 
@ Grease guns. 

e 
a 


Grease fittings. 
Speed couplers. 


@ Stationary drum cover lubricators 
with air-operated lifts. 


Portable chassis lubricator. 


THE ARO EQUIPMENT CORPORATION 


GENERAL OFFICES — BRYAN, 


ARO 





OHIO « Plants at Bryan 
Aro of Calif., 31Al S. Grand Ave., Los Angeles 7, Calif, 
Aro Equipment of Canada, Ltd., Toronto 1 5, Ontario 
Offices in All Principal Cities 


and Ohio 


LUBRICATION EQUIPMENT 
Avtomotive — Farm — Industry 








FORD FAMILY OF FINE CARS CLEARINGHOUSE «+ NO. 122 OF A SERIES 


Door openings have been widened—up to six (6) See how much more head room there is in the A break for the “middle man’’—the floor hump 
inches—makes getting in and out much easier. Ford Family of Fine Cars. Even six-footers can has been cut way down to provide plenty of leg 
And there’s no jutting door post blocking the way. sit up straight without touching the top. room for center passengers, front and rear. 





Comforts 
Still in Style 


in the Ford Family of Fine Cars 


Have you noticed how many new cars have had to abandon traditional American 
room and comfort for the sake of radical styling alone? Not so in the 1959 Ford 


Family of Fine Cars. In them, you and your prospects find plenty of room for sale! 


Take getting in and out, for example. Doors are up to six inches wider for easier entry 
and exit. Higher seats and lower driveshaft tunnel provide plenty of leg room for 6 full- 
sized passengers while many competitive makes are being advertised — optimistically, 


our engineers believe — as “5-passenger models!” 


Since your prospects have to “live in”—as well as “look at”—the new car of their 
choice, show them the comfort comparisons pictured on these pages. Show them that 


comfort’s still in style —in the Ford Family of Fine Cars. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


FORD MOTOR COM PANY the American Road, Dearborn, Michigan 


FORD e« THUNDERBIRD e EDSEL « MERCURY « LINCOLN e CONTINENTAL MARK IV e ENGLISH FORD LINE 
GERMAN FORD LINE e« FORD TRUCKS e TRACTORS « FARM IMPLEMENTS e INDUSTRIAL ENGINES 
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‘ 
Look at all the knee room up front. No over- Notice how many new cars you have to step down Seats in the Ford Family of Fine Cars let you sit 
hanging instrument panel to crowd front seat into? Like getting into a bathtub. You'll find no higher. You sit in a natural position—not so low 
Passengers. You look over, not at, the hood. high hurdles in the Ford Family of Fine Cars. that your legs shove uncomfortably forward. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 33) ° 


L. J. Young, and at South Bend by 
A. 8S. Kidder. 

WHITE MOTOR CO.— Gasoline 
school—Feb, 23-27 (White); Diesel 
school — March 9-13 (Cummins); 
Gasoline school—March 23-27 
(White). 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mic h.— 


Tony Strangers, instructor; March 
9, Toledo, factory school, Curtis 
Pipes, instructor; March 9, Dallas, 
factory branch, Tony Strangers, in- 
structor; March 16, Toledo, factory 
school, I. B. Thomas, instructor; 


|March 16, Philadelphia, Tony 


The Allen Power-Tune course, cov- | 
ering diagnosis and electrical| 


performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope, Also 
offered 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 
A nominal fee is charged. For 
starting dates, contact local Allen 
representative or write directly to 
Educational Department, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich. 


AMMCO TOOLS, Inc., North Chi- 
cago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instruc- 
tion facilities available through 28 
mobile units manned by factory- 
trained technicians. No instruction 
charge. 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia, For dates 
of scheduled classes and enrollment 
contact Barrett Equipment Co., 
2101 Cass Ave., St. Louis 6, Mo. 

BEAR MFG. CO., Rock Island, | 
Ii.—School offers training in align- 
ment, balancing and frame} 
straightening for four-week pe- 
riods. Next class March 2 and 16. 
Address all inquiries to Mildred T. 
Clark, registrar, 2103 Fifth Ave., 
Rock Island, Il. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools | 
sponsored by authorized Bendix dis- 
tributors. The schools provide the 
basic service and sales training for 
automotive servicemen required in 
the development of service dealers. 
Classes are scheduled by each dis-| 
tributor to meet local needs and the 
length of an individual course is 
three or four evenings or one full 


is the Allen PM TuneUp} 





day. No tuition fee is charged. | 
Additional information may be ob-| 
tained by contacting a Bendix dis-| 
tributor or writing to the Bendix | 
training director in South Bend. 

CARTER CARBURETOR CO.,| 
St. Louis—Classes of 12 men in 
carburetion starting each Monday 
for a three-week duration will | 
begin on March 2 and 9. Contact| 
nearest Carter distributor. 

DE VILBISS CO., Toledo—Special 
schools in industrial product finish- 
ing, maintenance, painting, general 
refinishing, service training, auto- 
motive jobber and portable-equip- 
ment jobber personnel are offered. 

Feb. 23-28, San Diego, Calif., I. B. 
Thomas, instructor; March 2-7 Salt 
Lake City, I. B. Thomas, instructor; 
March 2, Toledo, factory school, 


A PORTABLE ALL-STEEL 


BUILDING 
_ for your 


DELIVERED FULLY ASSEMBLED and EQUIPPED 


Here’s an attractive, all-steel building that 
we deliver to your lot and set on your 
prepared foundation. Attach utilities and 
re in business. Simple to move to new 
jon as business shifts. Includes heat- 
ing and air conditioning; available in 
Several sizes. Write for complete details. 


Strangers, instructors. 


INLAND MFG, CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks, No tuition if equipment is 
purchased—$200 otherwise, Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring: Use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing, Write to 
J. V. Grasso, 1108 Jackson St., 


| Omaha, Neb. 


RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake serv- 
ice course will be held at the Ray- 
bestos Brake Service School and 
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work shop located in Stratford, 
Conn, This course will consist of 
five consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 
All phases of brake service work 
such as major adjustments, minor 
adjustments and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by a technical, 78-minute, 
color, sound motion picture show- 
ing adjustment procedure as well as 
changes made in 1957 and 1958 
brakes. Individuals who success- 
fully complete the course will re- 
ceive a certificate showing that 
they are qualified to work on all 
types of automotive brakes, The 
course will be conducted by A. 
D’Andrea, director of service train- 
ing. For further information, write 
to J. W. Hefferon, Raybestos Divi- 
sion, Bridgeport 2, Conn, 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
the operation and application of 


automotive test equipment. Two 32- | 


hour evening classes are to be held 
each month. Courses will be con- 
ducted in Sun’s Automotive Divi- 
sion Training Center, Harlem and 
Avondale Aves., Chicago, Ill. For 
further details, write R. C. Heidrich. 

THERMOID DIVISION, H. K. 


Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand, Instruc- 
tion covers complete information on 
adjusting and servicing all types of 
brakes, Sessions are held in 
Trenton, N. J. 

UNITED MOTORS SERVICE— 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3). electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
| Boston, New York (two centers), 
| Cixleago, Washington, Jacksonville, 
| Fla.; E] Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
|N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 





For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 





|A Frosty Finish— 


A new finish, called Fro-Zon, is being 
applied to stainless steel, giving the metal 
a frosty appearance. Developed by Stamp- 
ing Service, Inc., Detroit, the finish is 
being used on automobile trim sections 
of stainless steel supplied by Allegheny 
Ludium Steel Corp., Pittsburgh. The fin- 
ish is made possible by a type of “semi- 
blasting” technique which gives a frosted 
look by forming tiny mounds on the sur- 
face of the metal. 


“l’'m my own boss and have 
a solid future, thanks to 


Texaco’s fine Dealer support’ 


Mr. Adair and his family relax in thei 


says Texaco Dealer S. S. Adair, Jr. 
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Maintenance Tips o's 





Here’s How Experts Do It 


Dispersant Oil Additive 
ECAUSE of the many com-| 
plaints received in past years) 

on loss of oil pressure and extensive | 

sludge formation in units engaged | 
in stop-and-go and door-to-door 
delivery types of operation, oil ad- 
ditive (B7A-19588-A) was developed 
by the fuels and lubricants section 
of Ford Engineering Research. It 
is a “dispersant” type of additive 
rather than a detergent such as is| 
found in regular commercial motor 
oils 
The detergent types are water 
soluble and will “wash out” of the 
oil very rapidly due to the mois- 
ture condensation which is always 
present in the crankcase under 
this type of operating condition. 

The dispersant type of additive, 

not being water soluble, is not 

subject to this problem. 

Since the function of this addi- 
tive (B7A-19588-A) is to hold the 
sludge and varnish particles in 





Successful Dealer Adair has a modern 
Texaco station located in a suburb of 
Minneapolis. He works hard — but he 


makes good money in a business 
a solid future. 


suspension in the oil until they 
reach the oil filter, proper attention 
to oil filter maintenance is impera- 
tive, as all of this material instead 
of depositing on engine parts is 
trapped by the filter. This, of 
course, causes the filter element to 
fill up more rapidly. Therefore, it 
is essential that filters be changed 
at least every 4,000 miles, and more 
frequently where severe sludging is 
encountered. 

The instructions for using the 
dispersant oil additive (B7A- 
19588-A) are as follows: 


Generator Pulley 





1. At the recommended interval | 


for an engine oil and oil filter 


change, add the oil additive at the| 
rate of one pint to 4% quarts of| 


engine oil. If the engine crankcase 
capacity is more or less than five 


| 


filter element change becomes due. 
However, it will be necessary to 
change the oil and replace the filter 
element. 


2. When making the initial appli- 
cation of this additive in an engine 
which has previously operated for 
any length of time without the ad- 
ditive, it will be necessary after 
five days of operation, to change 
the engine oil and replace the filter 
element. 

3. Following the change of oil, 
additive and filter element after 
five days of operation, future! 
changes should be made at recom- 
mended intervals—Propuct Service| 


Letrer—Forp Division 
* + + 


r YOU find the need to replace 
a generator drive pulley on 1959 
Chrysler and Imperial cars, the fol- 
lowing information will be of as- 





rial cars equipped with 30 or 35 





A tire company in 1914 sold 
sistance to you: | tires with the customer’s name 

With the use of press fit pul- | molded in rubber letters on the 
leys on 1959 Chrysler and Impe- side. 





quarts, the quantity of additive 
should equal 10 percent of the total | 
capacity. 

NOTE: If desired, this oil addi-| 
tive may be put in the engine before | 


ampere 4%-inch and 5-inch frame 
generators, there may be cases 
where it is necessary to change 
the generator pulley. 

The pulley can be removed easily,| ported when pushing on a new 
the recommended engine oil and oil| using standard removal procedure, | pulley. This can be done by remov- | 


| but installing a new pulley requires 
that certain precautions be taken. 
|The end of the armature shaft at 
|the commutator end must be sup- 








Minn. 


pops up. 
















all the states. 


















































standing products. 


“ WELVE years ago I decided 
to change to Texaco, and 
it was a sound, profitable deci- 


sion,” says Mr. Adair, who oper- 
ates a busy station in Minneapolis, 


“In that time, I have learned 
that Texaco gives its Dealers the 
cooperation and friendly help that 
with mean so much to the success of a 
station. Without exception, I have 
found the Texaco people always 
ready to help when a problem 


“Then, too, Texaco’s aggres- 
sive advertising and promotion 
bring many new customers into 
my station, and remind old cus- 
tomers when it is time for a sea- 
sonal check-up of their cars. This 
is mighty profitable for the Dealer, 
as is the credit card business we 
get from touring motorists from 


“To any man interested in go- 
ing into his own business, I say — 
talk with the Texaco people.” 


6 REASONS WHY YOU CAN MAKE 
MONEY AS A TEXACO DEALER 


1. The best petroleum products, 
known and accepted by car own- 
ers in all 48 states. Continuous 
research and development insure 
that Texaco will always have out- 


2. The best and biggest national 
advertising program...constantly 
selling Texaco Dealers to car 


owners everywhere. 


tomers in and bring them back! 
4. The best customer credit card 


— in fact, the only petroleum 


sign in all 48 states . . 
Canada, too. 


Texaco helps its Dealers to mar- 
ket nationally-advertised and 
accepted TBA products. 

6. The best opportunity to cash 
in on “touring” business — be- 
cause Texaco customers at home 
like to stop at Texaco stations 
when on the road. This means 
you have more than 40,000 other 
Texaco Dealers helping you. 


The Texas Company 


A solid future is one of the advantages 
of being a Texaco Distributor or a 
Texaco Dealer. Proof: 683 of our Dis- 
tributors have been with us for 20 years 
or more—some as long as 45 years. 
20,096 Texaco Dealers have been with 
us for 10 years or more —some more 
than 45 years. There may be an oppor- 
tunity for you in the Texaco family. 
Get in touch with the Texaco Division 
Office nearest you. 





Division Offices: Atlanta, Georgia; Boston 16, Massachusetts; Buffalo 5, New 
York; Butte, Montana; Chicago 4, Illinois; Dallas 1, Texas; Denver 3, Colorado; 
Houston 2, Texas; Indianapolis 1, Indiana; Los Angeles 5, California; Minneapolis 
3, Minnesota; New Orleans 16, Louisiana; New York 17, New York; Norfolk 2, 
Virginia; Seattle 1, Washington. 





3. The best point-of-sale promo- 
tion material to help bring cus- 


credit card honored under one 
. and in 


5. The best retailer policy — 


ing the rear end cap and support- 
ing the shaft at this point. It is 
very important that the shaft be 
supported. Otherwise, there are in- 
ternal parts that may become dam- 
aged and cause early failure of the 
unit. 

The maximum pressure to be 
applied when pressing on the pulley 
is 6,800 pounds. A pressure in ex- 
cess of 7,000 pounds will cause the 
shaft to bend and will result in 
permanent damage. 

Following this procedure will en- 
able the service technician to 
change the pulley with little diffi- 


culty.—Curyster Service BuLLeTIn 
* * * 


Accelerator Bell Crank 


oo. 1959 Plymouths equipped 
with automatic transmissions 
have been shipped with excessive 
clearance between the accelerator 
bell crank and shaft. This will 
cause excessive travel of the link- 
age, resulting in an erratic shift 
pattern. 

To correct this condition, re- 
move the shaft and lever. Open 
the clamping end of the lever to 
permit the installation of the 
largest possible shim between the 
lever and the shaft on the flat 
area. 

NOTE: Tightening the clamp bolt 
without a shim will not make a 
permanent correction. After the 
correction is made, readjust the 
throttle linkage. 

Inspect every 1959 Plymouth you 
have received or sold, built prior 
to Nov. 14, 1958, to determine 
whether or not this lever is loose. 

It is recommended that each arm 
checked be coded by applying a 
daub of yellow paint for future 
identification. — PLymMoutH TrcHNI- 
CAL Propuct INFoRMATION BULLETIN 
+ = * 


Washer Solvents 


XPERIMENTAL tests recently 

made at the factory on the ef- 
fect of windshield washer solvents 
on acrylic paints revealed the fol- 
lowing facts, which should be 
passed on to all Cadillac owners 
during their next visit to the serv- 
ice department. 


Windshield washer solvents 
containing methanol are definitely 
detrimental to an acrylic finish, 
and cause etching of the paint. 
This same condition can also re- 
sult from methanol type anti- 
freeze. 

If any concentrated windshield 
washer solvent is spilled on acrylic 
finish, flush it immediately with 
water to avoid damage.—Tue Cap- 
ILLAC SERVICEMAN 


> 
Oil Dipstick 
1959 series cars before Engine 

No. 003700, the engine oil dip- 
stick has a short 90 degree bend. 
This type dipstick is hard to push 
through the dipstick tube. It may 
strike the main bearing screw head 
and be pushed against the connect- 
ing rod, causing a loud clattering 
noise. 

Engine oil dipsticks with a 
longer bend are used on all cars 
after Engine No. 003700. This 
type dipstick rotates much easier 
in the tube and avoids striking 
the bearing edge. 

An engine oil dipstick with the 
longer bend, Part No. 1471857, 
should be installed in all early 1959 
series engines the next time each 
car comes in for service—TuHeE Cap- 
ILLAC SERVICEMAN 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


HYDROEASE 


Compound Hydraulic 
Power Brake 


AUTOMOBILES-TRUCKS 















For complete information write: 
THE FRANK-DEWEY 
COMPANY, INC. 


12334 Sterk Rd., Livonia, Michigan 
OR IIIS RR SEANCES ONE ASE OA EIT TILL, 
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Sales Conditions in Various Areas... 


Auto Market Reports 





Fargo, N. D. 


A total of 2,190 new cars were 
registered in Fargo and Cass 
County, N. D., in 1958, according to 
figures compiled by the Automobile 
Dealers Assn, of North Dakota. 

By makes, registrations were: 
Chevrolet, 586; Ford, 474; Plym- 
outh, 241; Oldsmobile, 147; Buick, 
134; Rambler, 124; Pontiac, 89; 
Dodge, 58; Mercury, 55; Cadillac, 
45; Chrysler, 39; Edsel, 39; Volks- 
wagen, 28; DeSoto, 25; Studebaker, 
24; Lincoln, 18; Imperial, 
miscellaneous, 61, 

The 489 new-truck registrations 
were shared as follows: Ford, 217; 
International, 128; Chevrolet, 98; 
Dodge, 17; GMC, 11; Studebaker, 


5; Willys, 3, and miscellaneous, 10. 
* +. * 


Sioux City, Ia. 


January saw 290 new cars and 51 
new trucks registered in Woodbury 
County (Sioux City), Ia.. in Janu- 
ary, compared with 344 new cars 
and 49 new trucks a month earlier. 

Chevrolet recaptured first place 
from Ford in the new-car derby 
by a score of 83 to 77. Other new- 
car registrations in January 
were: Oldsmobile, 25; Buick, 20; 
Pontiac, 20; Plymouth. 14; Ram- 
bier, 13; Mercury, 9; Cadillac, 7; 
Dodge, 5; Chrysler. 3; Lincoln, 3; 


Studebaker, 3; DeSoto, 2; Edsel, | 


2; Volkswagen, 2; Renault, 1, and 
Checker, 1. 

New-truck registrations were: 
Chevrolet, 22; Ford, 12; Interna- 
tional, 5; Dodge, 4, Diamond T, 3; 
GMC, 2; Studebaker, 1; Volks- 
wagen, 1, and White, 1. 

> * > 


Houston 
January registrations of new cars 
in the Houston area numbered 4,- 
357, compared with 4,470 in Decem- 
ber. 


Despite the overall reduction, | 


imported-car registrations increased 
from 281 in December to 341 in 


January. Volkswagen slid to sixth | 
a “~~ jleaving the labor market. Women 


place among the imports in Janu- 
ary. 
By makes, the month’s registra- 
tions were: Chevrolet, 1,317; Ford, 
1.175; Pontiac, 321; Oldsmobile, 
316; Buick. 237; Plymouth, 124; 
Rambler, 116: Cadillac, 104; Mer- 
cury, 95; Enelish Ford, 89; Stude- 
baker, 50; Hillman. 42; Dodge, 37; 
Simca, 32; Renault, 31; Chrysler, 
24; DeSoto, 24; Opel, 21; Volks- 
wagen, 20; Edsel, 18; Lincoln, 15; 
Volvo, 15; Austin-Healey, 14; 
Metropolitan, 14; Imperial, 13; 
Continental, 13; Triumph, 12; 
Vauxhall, 12; MG, 10; Panhard, 
9; Morris, 8; Mercedes-Benz, 6; 
Porsche, 6; Willys, 3, and miscel- 
laneous, 14. 

New-truck registrations num- 
bered 665 in January, compared 
with 564 a month earlier. 


By makes, they were: Chevrolet, | 


301; Ford, 188; International, 69; 
GMC, 40; Dodge. 22; Mack, 
Volkswagen, 6; Willys, 5; White, 4; 


Diamond T, 4: Reo, 3; Kenworth, 3; | 
FWD, 1. and miscellaneous, 5.— | 


(Ruby Fenoglio.) 
> * - 


Dayton, O. 

Chevrolet was the front runner 
in the new-car sales derby in the 
first month of 1959 with a total of 
508, well ahead of 377 for Ford and 
149 for third-place Pontiac. 

Other sales in Montgomery 
County included Oldsmobile, 134; 
Plymouth, 115; Rambler, 105; Cad- 
illac, 100, and Buick, 94. 

Total registration of vehicles last 
month was 11,822 compared with 
9,486 a year ago, with 2,011 for new 
cars, trucks and scooters compared 
with 1,152 a year ago.—(Bill Fran- 


cois.) 
> 


Atlanta 

New cars registered in Atlanta 
during 1958 totalled 27,968, which 
was 4,542 fewer units than in 1957. 
New-truck registrations numbering 
3,364 were down only slightly from 
the previous year. 

Registrations by makes were: 
Chevrolet, 8,103; Ford, 6,169; Plym- 
‘outh, 2,515; Oldsmobile, 1,898; 
Buick, 1,430; Pontiac, 1,351; Dodge, 
789; Cadillac, 762; Rambler, 692; 
Mercury, 456; Volkswagen, 375; 
Renault, 357; Chrysler, 352; DeSoto, 


3, and | 


| 26; Continental, 


14; | 
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302; Edsel, 205; Studebaker, 200; 
Simca, 187; Lincoln, 129; English 
Ford, 113; Hillman, 89; Imperial, 
76; Fiat, 53; Vauxhall, 40; Jaguar, 
30; Willys, 30; Packard, 18, and 
miscellaneous, 1,247. 

Trucks registered were: Chevro- 
let, 1,140; Ford, 1,062; International, 
396; GMC, 218; Dodge, 165; Volks- 
wagen, 116; Mack, 90; White, 44; 
Willys, 38; Diamond T, 25; English 
| Ford, 17, and miscellaneous, 53.— | 
(E, C. Bash.) 

+ * * | 


Rhode Island 

New-car registrations in Rhode | 
Island for the 12 months of 1958) 
totalled 21,482, with Ford and Chev- 
rolet accounting for nearly half 
that number, 

Ford led the field with 5,577, with 
Chevrolet totalling 4,271. Third 
highest was Plymouth, with 2,127, | 
and Rambler was fourth with 1,402. | 

Registrations for other makes} 
were: Oldsmobile, 1,221; Buick, 1,- 
000; Pontiac, 725; Cadillac, 689; 
Studebaker, 648; Dodge, 514; Mer- 
cury, 430; Chrysler, 286; DeSoto, 
204; Edsel, 145; Studebaker, 137; 
Lincoln, 135; Imperial, 85; Willys, 
12; Packard, 10; 
Hudson, 5, and miscellaneous, 1,795. 

New-truck registrations in 1958 
totalled 1,719, including 508 Fords 
}and 401 Chevrolets. The total also 
| included: International, 244; GMC, 
166; Dodge, 87; Volkswagen, 86; 
| White, 64; Mack, 59; Willys, 34; | 
| Diveo, 8; Studebaker, 7; Autocar, 
4; Diamond T, 3; Reo, 2, and mis- 


cellaneous, 46.—(Thomas L. Forbes.) 
> - > 


St. Louis 


| While business and industrial 
| conditions throughout the Middle 
West are reported improving at a/| 
| rapid rate, employment is not being 
increased at a comparable speed. 

Consequently, unemployment con- 
tinues to hold steady at an un- 
seasonably high rate. 

In St. Louis the labor poll is 
dwindling as a result of many 








| workers, particularly, have gone 
| back to their homes in large num- 
bers. 

An unofficial estimate sets un- 
employment in the St. Louis area 
at 64 percent of the labor force, 
compared with 7.6 percent for this 
period last year. 

Of more importance to the re- 

tail automobile business is the 
recurring report that a large per- 
cent of these workers cannot ever 
be employed again at their pre- 
| vious occupations, This is based 
| on increase of automation in this 
area and proved by increased pro- 
duction in many lines with less 
manpower. 

Seasonal upsurge of construction, 
due in a few weeks, may not rem- 
edy the situation even temporarily. 
There are a great many large con- 
struction jobs under way in this 
area, particularly highway jobs in- 
volving millions of dollars. 

However, more large contractors 
worked through the winter this 
| year than ever before. Once it was 
| traditional for contractors to shut 











Auto Editor Retires— 


Lynn Rogers, center, retired automobile 
editor of the Los Angeles Times, was hon- 
ored for 27 years of automotive reporting 
at a banquet sponsored by the Los An- 
geles Motor Car Dealers Assn. Rogers 
holds a marlin rod given at the banquet. 
With Rogers are Bill Bryant, left, pres- 
ident, Southern California Automobile 
Dealers Assn., and Frank French, right, 
LAMCDA vice-president 





down in the fall and not start up 
again until spring. Now improved 
equipment, heated cabs on con- 
struction machinery and high 
prices for the work, make it pos- 
sible to make a profit in extreme 
bad weather on many jobs, 

But the number of unskilled lab- 
orers used in construction is drop- 
ping sharply each year with highly 
skilled men requird for operating 
the big fast-moving production 
machinery.—(L, H. Houck.) 


* * e 


Columbus, O. 


|'‘Cavemen’ Initiate New Members— 


| 
| 


The “Oregon cavemen,” 


a fun-loving group organized 27 years ago to publicize 


New-car sales in metropolitan | Grants Pass and the Oregon Caves National Monument, has initiated into the organ- 
Columbus, O., continued strong in| ization the partners of Caveman Motors, Inc., of Grants Pass, Ore., and the American 
January and ran well ahead of a/| Motors district manager. The initiation consists of eating a piece of raw meat, swallow- 
| ing a potion of “sharp tooth tiger blood" and taking a pill which “surprises” the new 


year ago. 


The January total of 2,011 fell| member at a later date. 
Ade Hilde, dealership partners, and F. A. 


(Continued on Page 51, Col, 1) 


In the Letterbox 





(Continued from Page 10) 


in the used-car field—the backbone 
of our industry! 

We selected our town’s leading 
independent garage to do all our 
mechanical work, the leading body 
shop for our paint and body work, 
the three local service stations for 
our lube and oil changes, and so on 
down the line. There were, when 
this part of the idea was over, 
about 10 people working for our 
success instead of just two. 

We then went to every insur- 
ance man in our area to explain 
that their customers would re- 
main theirs and that new people 
would be given their choice of 
company or preference of broker. 
No longer would Service Fire or 
Motors Insurance Corp. be given 
the accounts on the almost auto- 
matic basis that exists in so 
many localities. We stressed that 
we were not insurance men but 
automobile men. So the total rose 
to around 18 who were pulling 
for us. 

We have two national banks in 
our town. We had dealt with both 
as individuals; as a company we 
found out that their rates were fair. 
They both charged 7 percent on 
used cars; we would pay 5 per- 
cent. This allowed for good cus- 
tomer relations, without haggling 
or misquotations if the customer 
went to them first or to us first. 

It was made clear to the two 
banks that their customers would 
remain their customers and that 
all financing would be kept on a 
local level. It can be seen that the 
number of local people who stood 
to benefit from any success we 
might have was steadily increasing. 

They became a part of our organi- 
zation without being directly on the 
payroll. 

We decided on an idea that we 
believe warrants mention. Five 
percent of the contract balance 

(before interest) was to be put 
in a separate account to back up 
the operation. Both banks were 
very pleased at this idea, and see- 
ing that we intended to become 
solvent and remain so, bent over 
backward to accommodate and 
help us. 

We decided on limited advertis- 
ing. We give a pen to every buyer: 
we proudly install license-plate 
frames on every car we sell. We 
sponsor a Little League team and 
give a tremendous Christmas party 
to our town’s children, with me as 
Santa Claus, and presents for all. 
We donate to every local charity 
and work for and with our Cham- 
ber of Commerce. 

We draw $400 each per month, 
wear suntans and sport shirts, 
wash, polish and detail our own 
cars, and even answer our own 
phone. 

At 9 a. m. we open our doors 
for business and close at 7 p. m. 
We do not intend to compete with 
the type of operation that fran- 
chised dealers have been forced 
into. Sunday is not now or will it 
ever be a business day in our op- 
eration, and it is about time all 
members of the automotive frater- 
nity realized it. 

Our business flourished from 


the first month, a month in which 
we delivered 39 cars. As it grew, 
we added two young men in their 
early 20s to our staff. We have 
trained them and they are paid 
a salary (which is a liveable one) 
and then paid as follows: If we 
as a team sell 30 cars, they are 
paid $3 per car. If it is 40 units, 
then it is $4 per car and so on. 

It is one for all and all for one 
thing—the complete satisfaction of 
our customer. We cannot exist 
without it. We buy our junior part- 
ners their lunches and provide 
transportation and gas as part of 
a feeling of gratitude that they are 
with us. 

It is no secret that our industry 
has not experienced a good year 
during 1958. The dealers in many 
cases blame the factories and the 
factories blame the dealers. The 
geniuses at both levels can and will 
angue this out for years to come. 
“We need a good five-cent cigar” 
was once the cry. Now it has 
changed to “An American car for 
$1,795.” 

Many dealers cry for the return 
to the good old days of shortage 
and a seller's market. Many look to 
Washington to turn some magic 
valve and their troubles will be 
over. To these men, who are a dis- 
grace to the automobile industry 
and have forgotten the meaning of 
the term “salesman” that has been 
recognized in our America since 
its humble beginnings, let me re- 
peat, “To sell today’s product in 
today’s market, at a profit today.” 

Look over your big fat desks, 
with your big fat stomachs stick- 
ing over them. You members of 
the “lost generation,” as you see 
your jobs becoming shaky at a 
factory level, or your bankroll 
that is diminishing or no longer 
exists at the dealer level, remem- 
ber one thing—you asked for it. 

Do the country a favor, please. 
get out of the business that made 
you fat and make room for the 
young men who are willing to work. 
I personally know lots of them. 
Rent out your monuments to your 
respective factories to the super- 
markets you tried unsuccessfully to 
copy and let the American automo- 
bile team get into high gear with 
1959 just around the corner. 

The whole economy of our coun- 
try heeds our industry, but not the 
passing-the-buck artists that are in 
the forefront of the “prosperity by 
legislation” movement today. 

And now, Mr. Editor, I'm al- 
most finished. Through August of 
this year, we have delivered 370 


Stout Elected to Head 


Dealers in Charleston 

CHARLESTON, 8S. C.—The fol- 
lowing were reelected to head the 
Charleston Automobile Dealers 
Assn: George W. Stout, president; 
F. B. James, vice-president, and 
Matthew O. Moye, secretary-treas- 
urer. 

W. T. Smith, a dealer for 42 
years, was named a life member. 
Smith is a past president of the 
association and is president of the 
company which bears his name. 





Going through the ritual are, from left, Ralph Black and 


Unger jr., district manager. 


units retail. Our lot is still 50 by 
135 feet. We carry 40-45 cars in 
stock. We have made a good liv- 
ing, a splendid profit, and have 
the goodwill and respect of our 
community. 

We are used-car dealers who are 
not now or ever will be interested 
in a franchise from Detroit or else- 
where. We have much to thank 
Ford and Chevrolet for, however. 
You see, our idea from the begin- 
ning was that they were wrong, and 
their dealers who could have 
changed the documents that sealed 
so many deals for us were wrong. 


Here is the situation: For years 
Ford’s A-1 warranty and Chev- 
rolet’s OK warranty have been 
pushed down the buying public's 
throat through the TV channels, 
in national magazines and in 
beautifully made films. Have you 
ever read the double talk? Do 
you understand it? Do you see 
what a beautiful piece of art 
work they both are? 

When we started we were both 
very familiar with the hoax that 
these two giants of the industry 
and their dealers were perpetrating 
on the used-car buying public. I'm 
sure a very large staff of high- 
priced legal talent burned the mid- 
night oil composing the drivel that 
went into both documents. Many 
items are not covered to give & 
buyer his money’s worth. 


Tires are at 25 percent discount, 
which can be equalled anywhere; 
major repair is on a 50 percent of 
retail, if paid for in cash. Did you 
ever hear of a Ford or Chevrolet 
dealer who lost money on a 50-50 
deal? I haven't. 

We decided on the following 
course of action. We framed both 
documents, put them in our small 
office and legitimately explained 
their deception to all who asked. 
We then started from our first sale 
to guarantee unconditionally every 
car we sold. 

If the car was a $500 unit, it 
was covered in the same manner 
as a $2,000 car for 90 days or 4,- 
000 miles. This was before 12- 
month extra-cost warranties were 
in operation in our area. If a tire 
blew or went bad, it was replaced. 
A battery, the same thing. If the 
car used oil, the customer paid 
not a dime to have the very best 
work possible done on it to make 
it right. 

The factories have an unfortunate 
habit of selecting bright, well- 
mannered, nicely-dressed young 
men as district managers, young 
men whom they put in a pattern 
and are molded, then filled with 
theory. I have never met one who 
works for Ford or Chevrolet who 
has ever sold a car or who under- 
stands the true meaning of the 
only salvation for our industry: 
Customer satisfaction at the used- 
ear level. These are the little men 
who had the graciousness to give 
us six months as we opened our 
little lot on the strength of this 
idea. 

It is our most earnest belief that 
any idea in the country awaits the 
young men who will get out and 
work and take the view, which 
neither Ford or Chevrolet dealers 
nor their respective factories have, 
that a satisfied used-car buyer 
today can become a new-car buyer 
tomorrow of quality and integrity, 
not price. Watt Brown, Walt Brown 
—Novato, Novato, Calif. 
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Auto Personnel 





Dayton Names Goodwill 

Charles L. Goodwill has been 
named Western regional service 
manager for Dayton Rubber Co.’s 
tire division. He will headquarter 


in Los Angeles. 
+ + * 


Trailmobile Ups Cammack 
Darell R. Cammack, has been 
appointed manager of the Denver 
pranch of Trailmobile, Inc. Cam- 
mack had been used-trailer man- 
ager of the west central division, 


Omaha. 
= * o 


B. A. Russell Moved Up 


B, Arthur Russell, executive vice- 
president since 1953, has been 
elected president and treasurer of 
Drying Systems Co., a division of 
Thor Power Tool Co. Buford B. 
Russell becomes chairman after 24 
years as president and general 


manager. 
- = = 


Dana Ups Schomburg 
W. H. Schomburg has been 


promoted assistant general sales | 


manager of Dana Corp. He re- 
places L. L. Dodge, recently 


named administration vice-pres- | 


ident. 


Shockey Named Sales Chief 
Of National Malleable Unit 


Lovell Shockey has been ap-| 


pointed sales manager of the 
Cleveland Works of National Malle- 


able & Steel Castings Co. He suc-| 


ceeds Donald L. Griffith, who has 
become sales coordinator. 


Shockey had been development | 


engineer of the Industrial division 
since joining National Malleable 
in 1956. Prior to that he worked 
in both engineering and sales at 
Perfection Stove, White Sewing 
Machine and Dunham Co. 


Dayton Joins Sharpe 


J. W. Dayton has joined Sharpe| 


Mfg. Co. as a regional sales man- 
ager. He will cover northern Cali- 
fornia. 

> > > 


Rheem Promotes Belote, 


Papas to Vice-Presidents 
Rheem Mfg. Co. has appointed 
Robert G. Belote industrial relations 
vice-president and George J. Papas 
purchasing vice-president. 


Belote had been industrial rela-| 


tions director since 1949, and Papas 
had been purchasing director since 
1946. 


>. > . 
AC’s Johnson, Doonan, 
Arndt Named to New Posts 


Promotion of three executives has 
been announced by AC Spark Plug. 
They are: 

Meril E. Johnson, to manager of 
the Washington office; Francis P. 
Doonan, to West Coast military 
sales representative, and Gordon F. 
Arndt, to subcontractor adminis- 
trator in the purchasing depart- 


with production there. The 141,000- 

square-foot facility will begin 

operations in January and will pro- 

duce both truck trailers and High- 

way’s new line of cargo containers. 
= * v 


Reynolds Names Yager 


To Head Distributor Sales 


L. duPont Yager, vice-president 
of Reynolds Aluminum Sales Co., 
as been named director of Rey- 
nolds Metals Co.’s distributor sales 
operations. 

Yager has been general manager 
of the Great Lakes sales region 
and has been active in Reynolds’ 
automotive sales, while headquar- 
tered in Detroit. He succeeds Wil- 
liam F. Morrow, who has joined 
Pioneer Aluminum Co., Los Angeles. 

” a” 7 


Kreissl Heads Division 


Fillip J. Kreissl has been ap- 
pointed president of Detroit Con- 
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& Standard Sanitary Corp. He suc- 
ceeds W. A. Haist jr., who resigned 





has been with GMAC 10 years, 
succeeds Jouette A, Williams, now 


to become president of Sprague| regional finance manager in Pitts- 


Meter Co., Bridgeport, Conn. 
Kreissl, 37, joined the division in 
1941, 

+ * + 


GM Appoints Comptrollers 


For Three Divisions 


General Motors Corp. has an- 
nounced the appointment of comp- 
trollers at three of its divisions. 
They are: 

Thomas A. Marshall 
George H. Hetley at Harrison rad- 
iator division, Lockport, N. Y.; 


Harold C. Anderson to succeed Bert | | 


F. Nelson at Euclid division, Cleve- 
land, and William Medcalf to suc- 
ceed James D. Rule at Cleveland 
diesel engine division, Cleveland. 

= = = 


Ford Names Buchanan 


Thomas F. Buchanan has been 
appointed Ford Davenport (Ia.) dis- 
trict sales manager. 

*” * ad 


GMAC Appoints Telshaw 


Herbert L. Telshaw jr., has been 
named regional finance manager 
for General Motors Acceptance 


trols division of American Radiator | Corp. in Philadelphia. Telshaw, who 


to succeed | * 





burgh. 
* * * 


Wynn Oil Advances 
Bellwood to Vice-President 


Wesley E. Bellwood, formerly 
secretary-treasurer, has been 
elected vice-president of Wynn Oil 
Co., according to 
Carl E, Wynn, 
president, 

Bellwood, who 
has been with 
Wynn for eight 
years, spent sev- 
eral weeks in 
Belgium last year 
working with the 
Government and 
chemical sup- 
pliers in the ini- 
tial stages of the 
incorporation of Wynn’s Friction 
Proofing Belgium, Societe Anonyme, 
near Antwerp. 

+ = cz 


W. E. Bellwood 


Harman Succeeds Edwards 


Richard P. Harman has been ap- 
pointed Ford Houston district sales 
manager, succeeding A. Y. Edwards, 
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who was named Charlotte (N. C.) 
district sales manager. 
a + * 


Hurst on Clark Board 


Peter F. Hurst, president of Aero- 
quip Corp., Jackson, Mich., has 
been elected to the board of direc- 
tors of Clark Equipment Co. 


Fruehauf Names Smith 


G. E. Smith has been appointed 
Boston branch manager for Frue- 
hauf Trailer Co. He joined Frue- 
hauf in 1950 and has served at the 
Columbus and Dayton (O.) 
branches, and more recently as 
manager in Buffalo. 

* * * 


Sale Receives Award 


Rhys M. Sale, president of Ford 
of Canada, Ltd., has received the 
annual award of the Beth Sholom 
Brotherhood, Toronto. 

* a 


Hertz Boosts Grandoff 


A. B. Grandoff sr., Southeastern 
regional manager of Hertz Corp., 
has been elected vice-president of 
the company. He will supervise 
car-rental operations in Florida, 
Georgia, North and South Carolina 
and part of Mississippi. 
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FRAM °60,000.00 


SILVER ANNIVERSARY 


TREASURE HUNT! / 


Read how to get your share! 
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FRAM’S “TREASURE HUNT CARS” 
ARE ROLLING! 






a 
© 
© 
o 
wm 
— 
“~ 
Ti 
S ° 
a 
~~ 
a 
rm 
oe 
~ 
S 
a 
rm 


oy ee 





WHEN YOU FIND a Treasure Hunt Car- 








ment. 
© > * 


Casco Appoints Babcock 


General Sales Manager 

William F. Babcock has been 
appointed general sales manager of 
Casco Products Corp. 

Prior to joining Casco, Babcock 
was general sales manager of 
Hamilton-Skotch Corp. He pre- 
viously was president of Liberty 
Marketing Corp. 


* * * 


Finley Promoted by SIC 
M. C. Finley has been elected 
executive vice-president of South- 
western Investment Co. He had 
been vice-president and secretary. 
* + a” 


Highway Names Hauser 
Hazelton Sales Manager 
George J. Hauser has been ap- 
Pointed sales manager for the 
Hazleton (Pa.) plant of Highway 
Trailer Co., Edgerton, Wis. 
Hauser will make his headquar- 
ters at the Highway Hazleton plant, 
and his chief responsibility will be 
to coordinate eastern sales activities 


Air Filter Cartridges were distributed last 
year and installed in old and new cars across 
the country during regular servicing. These 
cars are now on the road! 






FRAM WILL GIVE YOU the cash amount 
already assigned to the cartridge you find 
... up to $1,000! The car-owner will get the 
same amount . . . so will your wholesaler 
salesman! Everybody has a chance to win! 


ol 


WS FF e 


CHECK EVERY CAR! Check both oil 
filter cartridge and air filter cartridge. Start 
NOW! Treasure Hunt ends June 30, 1959, 
and is subject to Federal, state and local 
laws and regulations. 











tagged like this! Each Treasure Hunt Tag 
has a predetermined value—based on a 
drawing supervised by bank officials. Values 
are: $1,000, $500, $100, $50, $10, $5, $1. 


MOTORISTS WILL LEARN ABOUT 
Treasure Hunt...from repeated announce- 
ments over CBS and Mutual networks dur- 
ing Spring change-over, and from FRAM 
national magazine advertising. 


—_ 


SCORE CARD 


ANOTHER BIG “PLUS"’! This luxuri- 
ous sweater can be yours . . . af no extra cost 
. .. to use as an award in an oil-change and 
filter-change drive among your own men. 
See FRAM D-8 PROMOTION at right! 





tridge, do this: (1) Detach Treasure Hunt 
Tag (2) Mail to FRAM with your name... 
your customer's name . . . and your whole- 
saler salesman’s name. All three win! 





YOU CAN'T LOSE! Whether or not you 
find a winning tag, you're bound to get all 
the extra sales built by this Treasure Hunt: 
Added oil changes, lube jobs and new Oil 
and Air Filter sales! 


D-8 promotion for your men. . . At no 
cost to you! You get one beautiful 
SWEATER packed with 2 FREE FRAM 
CARTRIDGES (1 C-4 & | CH-6PL) and 
SCORE CARD for only $4.50... with the 
purchase of any 24 FRAM cartridges. When 
you sell the 2 FREE FRAM Cartridges at 
regular list, you recover the entire cost 
of the D-8. 


RUN YOUR OWN SALES DRIVE! 
FRAM makes it easy . . . with FULL in- 
structions and FREE SCORE CARD. Just 
assign point value for each oil and filter 
change . . . set a time limit . . . and award 
sweaters to winners! 


FRAM CORPORATION 
Providence 16, R. I. 





Two-for-One Pitch— 


Two 1959 Simcas, the only avtomobiles in the Detroit Boat Show, attracted visitors 
with the slogan: ‘How to Own and Operate a Car and Boat on a One-Cor Budget."’ 
Jim E. Riehl, general manager, Bill Snethkamp's Palmer Park Auto Sales (Chrysler- 
Imperial-Plymouth-Simca), said the novelty of a small car in a boat show plus the 
two-for-one slogan resulted in several dozen visitors signing up for demonstration 


rides. 
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Across the Nation... 


Auto Dealer Changes 


Vulcan Lincoln-Mercury, Inc., has 
purchased Nichols Edsel Sales Co., 
Inc., 2300 Seventh Ave, S., Birming- 
ham, Ala., according to Tommy 
Thomas, Vulcan president. He said 
he also will take on the English 
Ford line soon. 

* = * 


Stewart Adds Partner 


Edward D. Stewart, owner of the 
Chevrolet dealership in Magnolia, 


Miss., has sold an interest in the | 
business to A, L, Pickard, McComb, | 


Miss. 


* * * 


Scott Adds Import Deal 


Norman Scott, owner of Houston 
Continental Motors, Houston, has 
purchased Imported Motorcars, 
1820 Milan, Houston. Among the 
makes handled by the latter are 
Rolls-Royce, Jaguar, Austin-Healey, 
Riley and Morris. Pete Kurmadas 
has been named general manager 
of the new outlet which will adopt 


|the same name as Scott’s other 
| deal. 


| * * * 


Taunus Signs Bishop 
Bill Bishop Motors, 3801 W. 
Alaska St., Seattle, has been ap- 
pointed a dealer for the German- 
| built Taunus. 
= 


* + 


| Schoen Names Sales Chief 


| Robert J. Brown, honorary 
president of the Pontiac Master 
Salesmen’s Guild, is the new sales 
manager of Schoen Pontiac, Inc., 
and Eastway Studebaker here. 
Brown is serving his third term 
as honorary president of the na- 
tional salesmen’s group. 
= + * 


Thomas-Hyer Adds Simca 

Thomas-Hyer Motor Co., Denver 
| Dodge-Plymouth dealership for 38 
years, has added Simca. The new 
Simca center located at 4700 E. 
Colfax Ave., will be managed by 








Now... Carter makes 
carburetor clean-out jobs 
easier, more dependable... 
more profitable than 


ever for you 


WITH THE NEW 


CARTER Zk 


GENUINE 
ORIGINAL 
EQUIPMENT 
a 


for the most 
popular Carter 
carburetors... 


ATA SENLSATIONALLY LOW PRICE! 


Now you can be sure of doing pre- 
cision carburetor clean-out jobs— 
by specifying and installing precision 


os 


NEW 


PROTECTIVE 
PACKAGE... 
Each Zip-Kit is enclosed 
in air-tight, moisture- 
proof, heat-sealed 


metallic foil. No more 
“mysterious disappear- 


ance” of parts. 


carburetor parts— made by the same 


manufacturer whose carburetors are 


on 24 million cars today! 


With Carter’s Zip-Kit you'll always 
be ready for fast, dependable clean- 
out jobs—and at a tremendous per- 
kit saving! In fact, the new Zip-Kits 


are priced so that you’ll never again 
want to consider using other than 
genuine, original equipment parts! 


Make more profit two ways! Sell the 


need for a carburetor clean-out job 


with every tune-up 


. .. then back 


up your skills and labor with the 
best of precision-made parts... in 
the new low-priced Carter Zip-Kit. 
Call your supplier now! 


CARBURETOR 


pivision of ACF inpusTRIES, INCORPORATED 


ST. LOUIS 7, MISSOURI 


Earl Evans. Arrangements fr the 


dealership were made by Harry ~ 


Moll jr., general sales manage:, and 
John W. Hyer jr., vice-presicent, 
x * a 


Jaguar Appoints Dealers 


In Pennsylvania, Texas 


Jaguar Cars, Inc., New York. has 
announced the appointment of two 
more Jaguar dealers, They are: 

H. K. Shearer, 1200 Washington 
Blvd. Williamsport, Pa. and 
Wichita Imported Cars, 606 Scott 
St., Wichita Falls, Tex. 


10 More Dealers 
Signed by Jaguar 


Appointment of 10 more dealers 
in seven states has been announced 
by Jaguar Cars, Inc., of New York, 
U. S. subsidiary of the manufac- 
turer of the British auto. The 
dealers are: 

Import Motors, Inc., 401 Market 
St.. Chattanooga, Tenn.; Hensen 
Bros. Imported Cars, 646 Pearl St, 
Eugene, Ore.; Owen Faricy Motor 
Co., 304 W. Fourth St.. Pueblo, 
Colo.; Starring Motor Co., 700 W. 
|Main St., Denison, Tex.; Aurora 
Import Motors, 401 Hill St., Aurora, 
| Til. 
| Standley Motor Co., 1242 N. Col- 
|lege St., Fayetteville, Ark.; Delta 
Import Motors, Inc., 1500 W. Ninety- 
| fifth St. Chicago; Fox Valley 
Sports Cars, Inc., 8623 Ogden Ave., 
Lyons, Ill; Car-France, Inc., 1827 
E. Eighteenth St., Cleveland; 
Econosport, Inc., 508 E. Washington 
St., Chagrin Falls, O. 


* > + 


Berry Opens Deal 

Berry's, Inc., has received the 
| Studebaker-Mercedes-Benz _ fran- 
chise in Greensboro, N. C., succeed- 
ing Lowman Motor Co. Guy A. 
Berry, president, is completing 
plans for a new building at 801 S. 
Elm St. 





Snider Sells Deal 


Joseph W. Snider has sold Joseph 
W. Snider, Inc. (Dodge-Plymouth), 
in Buffalo to a group of employes. 
The purchasing firm, Snider Sales 
Corp., is headed by Charles F. 
Magie, president. 

> 


> * 


Stone to Handle Jeep 


Marshall Stone Motors, Inc., 1612 
Fourth Ave., Rock Island, IIl., has 
been franchised to handle the 
Jeep line in Rock Island County, 
| Ill, and Scott County, Ia. 





_ Archer Expands Service 
| Archer Motors (Rambler), 5011 
| Kirby Drive, Houston, has com- 
| pleted a 4,000-square-foot addition 
to its service department. 
> > > 


Volvo Deal for Flint 


Trio Motors, G-3367 Richfield Rd. 
| Flint, has been appointed a Volvo 
dealer. Dale R. Collins has been 
named manager of the import di- 


vision of Trio Motors. 
= > = 


Ball Adds Simca 
Vernon N. Ball, Inc. (Plym- 
| outh), Elkhart, Ind., has been 
| awarded a Simca franchise. 


Rambler Deal for Myers 


Lake Oswego Rambler, Inc., has 
opened in Oswego, Ore. The firm is 
headed by Robert G. Myers, for- 
merly used-car manager for Braley 
& Graham Buick Co. 


* * * 


Rush-Gondreszick Bows 


Rush-Gondrezick Motors, Inc. 
(Cadillac-Oldsmobile), has opened 
at 2116 Pearl St., Boulder, Colo. The 
firm is headed by Wilson A, Rush, 
George R. Gondrezick and Theo, D. 
Schey jr. 


| 


* * * 


Mercury Signs Guy Steuart 
Guy Steuart Motors (Edsel- 





Simca), 8040 Georgia Ave., Silver 
Spring, Md., has been appointed 4 
Mercury dealer. Guy Steuart I is 
president of the firm. 

é + * 


2 New England Dealers 
Are Appointed by Jaguar 


Appointment of two more Jaguar 
dealers has been announced by 
Jaguar Cars, Inc., of New York and 
Jaguar of New York Distributors, 
Inc., New York. They are: 

Hickory Knoll Motors, Inc., 3010 
Whitney Ave., Hamden, Conn., and 

(Continued on Page 41, Col, 1) 
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Across the Nation... 








Auto Dealer Changes 


(Continued from Page 40) 
Pontiac Center, Inc,, 279 Center St.,| R. B. Wright jr. is president of the 


Auburn, Me. 
yo 


Huling Adds Hillman 
Huling Bros. Buick, Thirty-Ninth 
and Fauntleroy Ave., Seattle, has 
been named a Hillman dealer. Dale 
and Deryl Huling own the com- 
pany. 
7 = = 


Jaguar Adds 3 Dealers 
Jaguar Cars, Inc., New York, has 
signed three more dealers. They are 
Import Motor Co., Abilene, Tex.; 
Houston Continental Motors, Ltd., 
Inc., Houston, and E. Koeppel, Inc., 


Jamaica, N. Y. 
= = = 


Feasterville Takes Rambler 


Feasterville Auto Center, 117 
Bustleton Pike, Feasterville, Pa., 
has become a Rambler dealer. The 
owners are Al Checchia and John 
Kennedy. 


Knoff Buys Into Deal 


Purchase of an interest in Peach- 
tree Plymouth, Atlanta, has been 
announced by J. F. Knoff, Dayton, 
O.. former sales vice-president, 
Airtemp division, Chrysler Corp. 
The other co-owner is George E. 
Schumacher, who established it in 
1957. 


* * > 


Davis Adds Fiat 


Davis Cadillac Co., Lewiston, Me., 
has been awarded a franchise for 


the Italian-built Fiat automobiles. | 
George H. Davis is president of the} 


Triumph Aide 
9 U.S. Dealers; 
Total Now 685 


Standard-Triumph Motor Co.,| 
Inc., has added nine dealers, bring-| 


ing its U. S. dealer organization to 
685, according to Guy Fox, execu- 
tive vice-president. 


The new outlets are: Jingst 


Motor Sales, 223 Main, Keokuk, Ia.; | 


Bryan Motor Sales, Inc., 1500 But- 
ler, New Castle, Pa.; Stadium Auto 
Sales, 2509 State, Erie, Pa; St. 
John Chevrolet, 637 E. Washington, 





Winchester, Ind. 

Also, DeClaire Auto Sales, 84-21 
Queens Blvd., Elmhurst, N. Y.; De- 
pendable Plymouth, Inc., 825 N. 
Concord, St. Paul; Carmody Pon- 
tiac, Inc., 614 St. Louis Ave., East 
St. Louis, Ill.; Cook Motors, Inc., 
Fairburn, Ga. and Pettitt-Jenkins| 
Motor Co., Cartersville, Ga. 


Pontiac for Lombardo 


Lombardo’s E & L Pontiac has 
opened at 38047 Vine, Willoughby, 
O. Fra®k -Lombardo, the owner, | 
most recently was general manager 
of Shaker-Lee Rambler, Bedford, 
O. He previously headed a Lincoln- 
Mercury dealership at the Will- 
oughby address. 


* > * 


Tulsa Gets Studebaker 


Riehardson-Purdy-McCullough 
Motor Co. has received a Stude- 
baker-Mercedes-Benz franchise in 
Tulsa, Okla. Partners in the new 
firm J. B. Richardson, Gene Purdy 
and Dr. Robert McCullough. 


* + * 


Stone Adds Foreign Cars 


Stone Bros. Buick, Tulsa, Okla., 
has contracted to handle the 
Italian-built Moretti, the German- 
built Auto Union-DKW and the 
English-built Berkeley, according 
to Al Stone, dealership president. 


Bynum Adds Buick 


Bynum Olds-Pontiac Co., Por- 
tales, N. M., has announced ac- 
quisition of a Buick franchise. 
The firm, which also handles 
Vauxhall, is headed by Cecil 
Bynum. 





Wright Erects Building 


A new building is being con- 
structed for Wright Motor Co. on 


N. Main St. in Moultrie, Ga., with 
Plans for occupancy on March 1. 





Ford dealership, which was estab- 
lished by his father in 1921. 
* * + 


Gerstle Franchised by Ford 


Gerstle Motor Co., Inc., 821 E. 
Main St., Frankfort, Ky., has been 


awarded Ford, Mercury and Edsel | 


franchises. J. Emmet Gerstle, pres- 
ident, formerly owned Downtown 
Mercury, Inc., Louisville. 


12 New Dealers 
Named by Fiat 


The following 12 new dealers 


have been appointed to represent | 


the Fiat: 
Noble King Motor Sales, Bloom- 
ington, Ind.; Charles L. Snyder, 


Lafayette, Ind.; Brown Motor Co.,| 


Richmond, Ind.; Davis Cadillac 
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Motor Co., Muskegon, Mich., and 
Imported Cars Sales and Service, 
Ypsilanti, Mich. 

Vineland Sportscar Ltd., Vine- 
land, N. J.; Motor Imports, Inc., 
Corpus Christi, Tex.; Ferguson, 
Inc., Harlingen, Tex.; Jones Motor 
Co., Cedar City, Utah; Root Motor 
Co., Everett, Wash., and Stewart 
Buick Co., Mount Vernon, Wash. 

* + aa 


Toyopet in Tacoma 
Munson-Smith Motors (Dodge- 
Chrysler) will handle the Toyopet 


in Tacoma, Wash. 
+ +. = 


Covey Adds Pontiac 


Rolland Covey, a Buick dealer in 
Fowler, Ind., has added the Pontiac 
franchise formerly held by Nally 
Brothers. 


+ * * 


Corbitt Buys Ford Deal 


James J. Corbitt, for many years 
a Lincoln-Mercury dealer in Mem- 
phis, has purchased DeWitt Don- 
ald Ford at Millington, Tenn. 
Associated with Corbitt is Bill 


Hammock. 
= = = 


Brakes Buy Pontiac Deal 











FLAMM. 


There is one car to every 17 
people in West Germany while 
there is only one to every 49 in 
East Germany. 





Auto Sales & Service, Inc., Hagers- 


town, Md., to Harold W. Brake and | 


Donald R. Brake, Waynesboro 


Mrs. H. Maxwell Yingling has | (Pa.) dealers. The firm’s name has 
Co., Inc., Lewiston, Me.; Hathaway| announced the sale of Yingling | been changed to Donald R, Brake! executive vice-president. 
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Pontiac, Inc., with Donald as presi- 
dent and general manager. 
* * *~ 


VW Building for Bridges 

Roy Bridges Co., Inc., Birming- 
ham, Ala, will erect a building at 
S. Fourth Ave. and Twenty-sec- 
ond St. for Volkswagen sales and 
service, Roy Bridges, president, 
said Rambler sales and service 
will remain at 729 S. Twenty- 
first St. 


* + * 


Massey Heads Ford Outlet 


Paul C, Massey, general manager 
of Sharrett Motors, Inc, (Ford), 
Hagerstown, Md., has purchased 
controlling interest in the firm 
from R. L, Sharett. Massey becomes 
the new president and Sharrett is 
vice-president. 

* * = 


Corbitt-Hammock Opens 
Corbitt-Hammock Ford, Inc., has 
opened at 4701 Navy Rd., Milling- 
ton, Tenn, 
* * * 


Lewis Heads Ford Deal 

| Robert L. Lewis has been elected 
| president of Steuart Motor Co. 
|\(Ford), Washington. Charles F. 
| Wheatley has been advanced to 








MORE 
BUSINESS UX 


Hammer away 


at the advantages of 


"financing where you buy" 


Remind customers how convenient and practical 
it is to handle everything with their dealer— 
like “one-stop shopping.” 


Impress upon them that, in addition to the 
car itself, they can finance car insurance 
premiums, and low-cost creditor life insurance. 


Show them how the GMAC Plan can make 
credit facilities available for future purchases 
of tires, parts or major repairs. 

Assure them of considerate treatment by 
GMAC should they move or if their circumstances 


change. Any one of nearly 300 GMAC offices 
in the U.S. and Canada can assist them. 


Prove the dependability of GMAC financing. 
Since 1919, GMAC has helped people 
buy more than 40 million cars “on time!“ 


TIME BUSINESS 
iS PROFITABLE BUSINESS 


BUILD 
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Available to Dealers in CHEVROLET - PONTIAC * OLDSMOBILE + BUICK + CADILLAC new cars, and used cars of all makes 
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(ps), $875; 4-dr., $1,005* (ps), $1,. 
000; Custom (8) 2-dr., $905, $875*,. 
55 Country sedan (8), $930°; Fe riane 


® = (8) 2-dr., $855; Custom (8) dr., 
verage Prices of Used Cars Sold at Auction ie Scie th Pan ot ‘ss 
(8) 2-dr., $380. 
"54 Crest (8) country squire, $69: 2 
(Compiled by Automotive News from Auction Reports.) dr., $565; Custom (8) ranch wegon, 
$595*, $465*; 2-dr. $505*; 4-dr. 405, 
"563 Custom (8) 4-dr., $375°, $36 2. 
dr., $390; Crest (8) conv,, $23:°. 
"52 Custom (8) 2-dr., $230. 
| MERCURY 54 Monterey 4-dr., $545°*. 
| °53 Monterey 4-dr., $505*. 
"52 Montclair 2-dr., $225°*. 
| OLDSMOBILE—’56 (98) 4-dr., $1.4 5°; 
(88) Holiday 4-dr., $1,275* (ps 4- 
dr., $1,240*, $1,230*, $1,155*, 
"55 (98) 4-dr.. $1,015* (ps); (88) 4-dr, 
$990*, $960*. 7 
"53 (88) 2-dr., $295*. 
PACKARD—'55 Clipper 4-dr., $875* (ps), 
PLYMOUTH—'57 Belvedere (8) 4-dr., $1,- 
325*; Savoy (8) 2-dr., $1,155*. 
"56 Belvedere (8) 2-dr., $1,205*; Savoy 
(6) 2-dr., $780, $730. 
"55 Belvedere (6) 2-dr.. $805; Savoy (6) 
2-dr., $580. 
"53 Cambridge (6) 2-dr., $205, $170 


| PONTIAC—’56 Chieftain 4-dr.. $1,005°. 
"55 Chieftain 2-dr., $1,020. 
"54 Star Chief 4-dr., $455. 


: : 2 : | PORTLAND, ORE. 


vA 





: q : 7 F J ‘ , ‘ . : = —7 "SS _ | Portland Auto Auction, Inc. Sale every 
57 °S8 57 °58 57 1°58 57 4°68 57 «7°68 57 «7°58 Be 3 . Tuesday, Prices are for sale of Feb, 3 
Apr. May June duly Aug. Sept. Nov. ee —_ 2 BUICK—’57 Century Estate wagon, $2,275* 
(ps); § i iv 2-dr. 
Prices of 58s added and ’50s dropped in December, 1957. Prices of 59s added and ’5is dropped in December, 1958. | (pedi viene, Ode. 0,905" Gos a. 
Figures alongside bars represent dollars. (Copyright, 1959, by Automotive News) dr., $1,710* (ps), — ; 
| °56 Century Riviera 2-dr., $1,325* (ps): 
Special Riviera 4-dr., $1,230* (ps): 
; ; ; , . os . 5*, $1,855°*. - o Re: , 
Prices ma with an asterisk | DOD GE—’'53 Meadowbrook (6) 4-dr., 54 Chieftain Catalina 2-dr., $260*. {| | (8) 4-dr., $1,885°, $1, Riviera 2-dr., $1,045*; 4-dr., $1,010. 
es rked . d ith $150*. ’53 Chieftain 4-dr., $195; Catalina, $160*. 57 Two-ten (8) 2-dr., $1,255, $955; 4-| ‘55 RM Riviera 2-dr.. $1,105* (ps); Spe- 
indicate a unit equippe wt an FORD — ‘57 Ranch wagon (8), $1,330*; RAMBLER "58 Rebel (8) 4-dr., $1,450°. dr., $1,005, $915; Bel Air (8) 4-dr., | cial 4-dr., $890* 
automatic transmission or over- Fairlane (8) 600 Victoria 2-dr., §1,- "55 Deluxe (6) 2-dr., $420. 6) 2-| ‘Se ier Air (8) 2-dr.. $1,285°. $1,190°, | CADILLAC—'56 (62) sedan de Ville, §2,- 
eee, and (pe) Macioates power ee ee ee ro or. 91.100. ee "$1 055°. * Bel Air (6) 4-dr. $1 330: 490° (ps) 

; 00° ‘ ,055* ; a .330; ” 2) . . 
steering. se Fairlane (6) Victoria 2-dr., $925* "55 Commander (8) 2-dr., $365. Two-ten (6) Delray, $995; 2-dr., $560 . = = eer a ee 
* * * | °55 Fairlane (6) conv.. $600° Custom 54 Champion (6) 2-dr, station wagon, ‘55 Bel Air (6) 2-dr., $965*; Bel Air (8) | CHEV ROLET—'58 Bel Air (8) Hardtop 4- 
(6) 4-dr., $600 ; " $490 4-dr., $955*, $930* $855 a gs). ee (Pe). $2,025: (Ps), 2 at 
FF | . . a ceed . . "53 Champion (6) 2-dr., $135. 740°; Two-ten (6) 2-dr 690, $605; < (ps); aratop <z-ar 2,120°* 

BU an . = o Victoria, $450; Custom (6) 4-dr., $685, $645; One-fifty (6) 2-dr., ps) ; Brockwoed (R) $2,130* (ps): 
Thruway Auto Auction ale every on- om aoe 2. . . + r $545 iscayne (8) 4-dr. 2 at $1,835* 
° 53 Crest (8) 4-dr., $400*; Main (8) sta- DANVILLE, VA, 54 Bel Air 2-dr.. $550, $530: 4-dr., 'S7 Bel Air (8) Hardtop 4-dr.. $1.805° 


day. Prices are for sale of Feb. 2. 
a ee —— = eee eran Danville Auto Auction, Sale every Wed- $520°. $1,600*: Hardtop 2-dr., $1,790* (ps) 


selective—pay the buck on what they saw. | HUDSON '55 Hornet (6) Hardtop 2-dr., nesday, Prices are for sale of Feb, 4. ‘53 Bel Air 4-dr.. $335; Two-ten 2-dr., $1,725*, $1,.680*: Two-ten (8) station 
Older cars seem to be off again with | $435° (ps). Offerings of Ohio, Michigan, Pennsylvania $255. wagon, $1,770*; Hardtop 4-dr., $1,525*: 
slight drop from last week, Sold 55 per-| pINCOLN — ‘57 Premiere Hardtop 2-dr., | and New Jersey clean cars have given this ‘52 Deluxe 2-dr.. $325. $265°* 4-dr.. 2 at $1,450*; 2-dr., $1,400°: 


mt of 86 cars consigned. 4 . y y One-fifty (8) station wagon 1.550 
- _ $2,250° (ps). sale a continued growth upward. DeSOTO—'53 Firedome (8) 4-dr., $255*. One-fifty (6) 2-dr.. $1 050. — 


JICK—'56 Special Riviera 2-dr., $890*, wuRY— , JICK—'55 Century 2-dr., $980°; Special : 
munse0 ”° a | OLDSMOBII esa (88) 4-dr., $376" te). - "Sed ‘$955, $880, $835 , = DODGE — ‘53 Meadowbrook (6) 2-dr., 56 Bel Air (8) Hardtop 2-dr., $1,525° 
55 Special Riviera 2-dr., $475. PACKARD—'55 Clipper 4-dr., $610* (ps) ‘54 Super 2-dr., $605, $595 $145° oiee Two-ten (8) Hardtop 4-dr., $1,- 
53 Special Riviera 2-dr., $260°; 4-dr., | pLYMOUTH—'57 Savoy (8) 4-dr., $1,070*, | CADILLAC—'56 (62) coupe de Ville, $1,- | FORD—'58 Fairlane (8) 2-dr., $1,745* 360°; 4-dr., $1 200°, $1,145; Two-ten 
$250° (ps). $1,050*, $975*; Belvedere (6) 4-dr., 855* (ps); sedan de Ville, $1,850* 57 Fairlane (8) 500 4-dr., $1.585°, $1,- 55 Bel Ait ‘3 eae $1,110°; Two-t 
CHEVROLET —'58 Nomad (8), $2,150*| — $1,050*! (ps). 295°; Custom (8) 2-dr., $1,250%; 4-| 5% ar oan0*: Tw emer 
(ps) PONTIAC—'58 Star Chief Catalina 4-dr.,| CHEVROLET—'59 Impala (8) 4-dr., $2,- dr., $1,225, $1,180, $1,170; Custom (8) a $890°; Two-ten (8) Delray, 

'S7 Bel Air (8) 2-dr., $1,250* (ps). $2,090* (ps). 655° 300 2-dr., $1,145; 4-dr., $960 " 
'56 Two-ten (6) 2-dr., $725, $710, $575. | °55 Chieftain 4-dr., $570. "58 Nomad (8), $2,005* (ps); Bel Air "56 Fairlane (8) 2-dr., $1,085°, $1,025° (Continued on Page 52, Col, 1) 
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JACKSON — Greater Jackson Auto 
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AUCTIONS | West Palm Beach rT EVERY TUESDAY 


Insured Checks — ‘Insured Titles 
Lawrenceberg, Tenn.—Tuesdcy | Auto Auction, Inc. —E—E————— N. 7X ny "7 ~~ o4-, 4 - 
Huntsville, Ale idey Clean car center of Florida. New Phone: HObart 4700 Al Clements, Owner 
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Sale every Thursday at noon. Palm 
Beach Fairgrounds and Speedway 3807 Easton Ave. NATIONAL AUTO 
: St. Louis, Mo NORTH CAROLINA 
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We have the buyers! Consign your 845 : | RALEIGH — Mann's Auto Auction 
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| A Mighty Important Report. . . 


But He’s Sure 
of His Facts... 


Like a good lawyer, this up-and-coming automotive 
executive can’t carry all the statistics, facts and fig- 
ures on the automotive industry around in his head. 
But he has to know—and does—where he can put 
his hands on this vital information when and wher- 
ever it’s needed. 


And like the men who have come before him—and 
the men that will follow—he relies heavily on the 
one completely authoritative source of the automo- 
tive industry—the AUTOMOTIVE NEWS 
ALMANAC, 


This is hardly a rare case in the automotive industry. 
Hundreds of times each day, influential people in the 
industry, manufacturing executives as well as car and 
truck dealers refer to the ALMANAC for infor- 
mation they need—immediately! 


e A car dealer in Oklahoma City wants the total 
new caf registrations in the state—it’s in the 
ALMANAC! 


e A truck dealer in Minneapolis wants the con- 
sumption of fuel and oil on farms in the U. S.— 
it’s in the ALMANAC! 


@ An automotive designer in Dearborn wants to 


know who first introduced air suspension on cars 
—it’s in the ALMANAC! 


A production executive in Albany wants to know 
the production of cars in the past 20 years—it’s 
in the ALMANAC! 


A sales manager in New York wants the number 
of franchised dealers in the U. S.—it’s in the 
ALMANAC! 


It’s a complete picture of the automotive industry, 
and it’s all contained in one source! 


This year, over 47,000 car and truck dealers and 
factory executives will refer to the Almanac over 
and over again. That’s why it’s your biggest adver- 


The most influential publication in the 
automotive industry. 


up 


YEAR LONG USE... 
YEAR ’ROUND 
EXPOSURE! 


tising bargain of 1959. In fact, you can’t afford not 
to put your product before this important audience. 


Contact your AUTOMOTIVE NEWS representative 
today. He'll welcome the opportunity to tell you 
all about the Almanac. 


ISSUE BATE . «. » wo 2 « « « AE Se 
CLOSING DATE . MARCH 16 (first forms) 
NEW YORK: Edward Kruspak, Howard E. Bradley, Ray 
Billingham, Murray Hill 7-6871 

CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-9520 


SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 
LOS ANGELES: Robert E. Clark, Hollywood 3-4111 
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Port-of-Entry Prices 
On Imported Cars 


MAICO—700 Sport—2-dr. sed., $1,845. 

MERCEDES-BENZ—180—4-dr. sefi., $3,- 
240. 180-D—4-dr. sed. (diesel engine), $3,- 
517. 190—4-dr. sed., $3,431, 190-D—4-dr. 
sed. (diesel engine), $3,708. 190-SL—road- 
ster, $5,020; cpe., $5,232; cpe.-roadster 
(with interchangeable hard ond soft tops), 
$5,416. 219—4-dr. sed., $3,823. 220 S—4- 
dr, sed., $4,283; cpe., $7,641; conv., $7,641. 
300-d—4-dr. hardtop, $10,418. 300-SL— 
roadster, $10,928; conv., $11,106; cpe.- 
roadster (with interchangeable hard and 
soft tops), $11,375. (Heater standard on 
all models. Power brakes standard on all 
models except 180, 180-D, 190 and 190-D. 
Automatic transmission standard on 300-d 
hardtop. ) 

METROPOLITAN — 2-dr. hardtop, $1.- 
626.10; conv., $1,650.10, 

MG—MGA—conv, (disk wheels), $2,462; 
conv, (wire wheels), $2,546; coupe (disk 
wheels), $2,695; coupe (wire wheels), $2,- 
785. MGA-DOHC—conv., $3,320; cuope, $3,- 
640. Magnette—4-dr. sed., $2,740. (Heater 
standard on Magnette.) 

MORETTI—750 Coupe, 
| Panoramica Sedan, $2,495; four or five- 
passenger station wagon, $2,580; six or 
seven-passenger station wagon, $2,664; 1200 
Spider conv., $4,348. 

MORGAN—‘‘Plus Four’’ cpe., $2,855. 

MORRIS—*“‘1000’'—Standard-—4-dr. sed., 
| $1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr., stat. wag., $1,798. Deluxe—-4-dr. sed., 
$1,718; 2-dr. sed., $1,599; conv., $1,636; 
2-dr. stat, wag., $1,825. 

NSU PRINZ—2-dr. sed., $1,398; sunroof 
sed., $1,487. NSU Pring 36—2-dr. sed., 
$1,458; sunroof sed., $1,547. (All are 5- 
passenger models. Heater standard on all 
models.) 

OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 
(Heater standard on both models.) 

PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
| 995; Dyna Deluxe Super 4-dr. sed., $2,065. 

PEUGEOT — 403 — 4-dr. sunroof sed.. 
$2,175. 

PORSCHE—1600 Series—conv., $3,581; 
Super conv., $3,981; cpe., $3,700; Super 
pe., $4,150; Carrera cpe., $5,700; hardtop, 
$3,865; Super hardtop, $4,315; Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 


Current Prices on U. S. Cars 


Station Wagons—2-dr. 
$3,144.50; 4-dr, 2-seat Commuter, 
4-dr, 2-seat Voyager, $3,793; 4-dr. 
Colony Park, $3,932. (Mere-O-Matic 
ard on Montclair, Voyager, Colony 
Multi-Drive, Merc-O0-Matic, power 
ing, power brakes standard on Park 


OLDSMOBILE—Sertes 88—4-dr. sec 
902; 2-dr. sed., $2,837; 4-dr. hardtop, §$3,. 
036; 2-dr. hardtop, $2, 958; conv., $3,286; 
4-dr. 2-seat stat. wag., $3,365. Super 33— 
4-dr. sed., $3,178; 4-dr, hardtop, $3,405; 
2-dr. hardtop, $3,328; conv., $3,595; 4-dr. 
2-seat stat. wag., $3,669, Series 93- 4-dr, 
sed., $3,890; 4-dr. hardtop, $4,162; 2-dr, 
hardtop, $4,086; conv., $4,366. (Hydra. 
Matic, power steering, power brakes stand- 
ard on Series 98.) 


PLYMOUTH — (On six-cylinder models, 
add $119.50 for a V-8 engine). Savoy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2,142.75, 
Belvedere Six—4-dr. sed., $2,439.75; 2-dr,. 
sed., $2,389.25; 4-dr. hardtop, $2,524.75; 
2-dr. hardtop, $2,461.25. Station Wagon 
Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr. 
2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth V-8—(On the follow- 
ing models, a V-8 engine is standard and 
a six-cylinder engine is not available.) 
Belvedere — conv., $2,814.25. Fury 4-dr. 
sed., $2,690.50; 4-dr, hardtop, $2,771.25; 
2-dr. hardtop, $2,714.25. Sport Fury—2-dr. 
| hardtop, $2,927.25; conv., $3,125.25. Sta- 
tion Wagons—2-dr. 2-seat Custom, §2,- 
$14.25; 4-dr. 3-seat Custom, $2,990.75; 4- 
dr. 2-seat Sport, $3,020.75; 4-dr. 3-seat 
Sport, $3,130.50. 

PONTIAC—Catalina—4-dr. sed., $2,704; 
2-dr. sed., $2,633; 4-dr. hardtop, $2,844; 
2-dr, hardtop, $2,768; conv., $3,080; 4-dr. 
2-seat stat. wag., $3,101; 4-dr. 3-seat stat. 
wag., $3,209. Star Chief—4-dr. sed., $3,- 
005; 2-dr. sed. $2,934; 4-dr. hardtop, $3,- 
138. Benneville—4-dr. hardtop, $3,333; 2-dr. 
hardtop, $3,257; conv., $3,478; 4-dr. 2-seat 
stat. wag., $3,532. 

RAMBLER—American—2-dr. Deluxe sed., 
$1,835; 2-dr. Super sed., $1,920; 2-dr. 2- 
seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 
Super stat. wag., $2,145. Deluxe Six—4-dr. 
sed., $2,098. Super Six—4-dr. sed., $2,268; 
4-dr. hardtop, $2,343; 4-dr. 2-seat stat. 
wag., $2,562. Custom Six—4-dr. sed., $2,- 
383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 
stat. wag., $2,692; Oustom—4-dr. sed., $2,- 
513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
stat. wag., $2,807. Ambassador—Super— 
4-dr. sed., $2,587; 4-dr, 2-seat stat. wag., 
$2,881. Custom—4- dr. sed., $2,732; 4-dr. 
hardtop, $2,822; 4-dr. 2-seat stat. wag., 


| $3,366; 4-dr. 
| Firedome—4-dr. 
top, $3,398; 2-dr. 


3-seat stat. wag., 
sed., $3,234; 4-dr. 
hardtop, $3,341; conv., 
$3,653. Fireflite—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; ‘4-dr. 3-seat stat. wag., $4,358. Ad- 
| venturer—2-dr. hardtop, $4,427; conv., $4,- 
749. (Torquefiite standard on Fireflite and 
| Adventurer. Power steering and power 
brakes standard on Adventurer.) 
DODGE—Coronet Six—4-dr. sed., 
586.50; 2-dr. sed., $2,515.50; 2-dr. hard- 
top, $2,643.50. Coronet V-8—4-dr. sed., 
$2,707; 2-dr. sed., $2,636; 4-dr. hardtop, 
$2,841.50; 2-dr. hardtop, $2,764; conv., 
$3,089. Royal—4-dr. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr. hardtop, $2,990. 
Custom’ Royal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons—4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr. 3-seat Custom Sierra, $3,438.50. 


EDSEL—(Prices are for V-8 models. 
Deduct $83.70 for six-cylincer Rangers; | 
deduct $96.50 for six-cylinder stat. wags.) | 
Ranger—4-dr. sed., $2,683.50; 2-dr. sed., 
$2,629; 4-dr. hardtop, $2,755.50; 2-dr. | 
hardtop, $2,690.50. Corsair—4-dr. sed., $2,- 
812; 4-dr. hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 
—4-dr., 2-seat Villager, $2,971; 4-dr., 3- 
seat Villager, $3,054.70. 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $118.) Oustom 300—| 
4-dr, sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr. sed., $2,- | 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 
sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,537. Galaxie— 
4-dr. sed.. $2,582; 2-dr. sed., $2,528; 4-dr. 
hardtop, $2,664; 2-dr. hardtop, $2,589; 
conv., $2,839; retractable hardtop (V-8 
standard), $3,346. Station Wagons—2-dr., 2- 
seat Ranch Wagon, $2,567; 4-dr. 2-seat 
Ranch Wagon, $2,634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr. 3-seat Country Squire, $2,958. Thun- 
derbird—(V-S standard) —2-dr. hardtop, 
$3,696; conv., $3,979. 


IMPERIAL—Custom—4-dr. sed., $5,016; 
4-dr. hardtop, $5,016; 2-dr. hardtop, $4,- 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 
hardtop, 35,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
103; 4-dr. hardtop, $6,103. (Torquefilte, 
power steering, power brakes standard on 
all models.) 


LINCOLN—Lincoln—4-dr. sed., $5,089.60; 


$3,508. 
hard- 


2-seat Commuter, 
$3,215; 
2-seat 
tand- 
Park. 
steer- 
ane.) 


, $2. 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 


(Copyright, 1959, by Automotive News) 


BUICK—LeSabre—4-dr. sed., $2,804; 2-| 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. | 
2-seat stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra —4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr. hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
Electra 225. Power steering and power | 
— standard on Electra and Electra 

») j 

CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- | 
dow), $5,080; 2-dr. hardtop, $4,892; conv., | 
$5,455; Sedan de Ville 4-dr. hardtop (6-| 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldorade—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 

OHEVROLET — (Prices are for six- 
cylinder models. For V-8s, add $118.) 
Bi -dr. sed., $2,301; 2-dr. sed., 
util, sed., $2,160. Bel Air—4-dr. 
$2,440; 2-dr. sed., $2,386; 4-dr. 
$2,556. Impala—4-dr. sed., $2,- 
hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv., $2,849. Station agons— 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 4-dr. 2-seat Parkwood, 
$2,749; 4-dr. 3-seat Kingswood, $2,852; 
4-dr. 2-seat Nomad, $2,897. Corvette - 
hardtop cpe. or conv., (V-8 std.), $3,875. 


CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
wag., $3,691; 4-dr. 3-seat stat. wag., $3.- 
878. Saratoga—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr. hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,589.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-<r. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes | 4 ar, hardtop, $5,089.60; 2-dr. hardtop, $4,- 
— on Saratoga, New Yorker and | 902.10. Premiere—4-dr. sed., $5,594.20; 4-| $3,026; 4-dr. 2-seat hardtop stat. wag., 

ne | dr, hardtop, $5,594.20; 2-dr. hardtop, $5,-| $3,116. 

: NE! — 4-dr, 347.10. (Turbe-Drive, power steering, power | IDE ark Six- 
4-dr. hardtop, $6,845.30; 2-dr. hardtop, | brakes standard on all models.) lon hue bas On isan aan 
— han en = $9,- MERCURY— Monterey —4-dr. sed., $2,-| stat. wag., $2,295. Lark Regal Six—4-dr. 
-- ; — (T uF b o-Drive, | 531.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, | sed., $2,175; 2-dr. hardtop, $2,275; 2-dr. 

. _ » Power brakes standard on| $2 917.50; 2-dr. hardtop, $2,853.50; conv.,| 2-seat stat. wag., $2,455. Lark Regal V-8— 
all models.) $3,149.50. Montelatr—4-dr. sed., $3,308; 4-|4-dr. sed., $2,310; 2-dr. hardtop, $2,410; 

DeSOTO— Fires -dr. dr. hardtop, $3,437; 2-dr. hardtop, $3,-| 2-dr.. 2-seat stat. wag., $2,590. Sliver 
4-dr. hardtop, $3,038; 2-dr. 356.50. Park Lane—4-dr. hardtop, $4,031; | Hawk—six-cylinder cpe., $2,360; V-8 cpe., 
967; conv., 2-dr. hardtop, $3,954.50; conv., 


The following imported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U, 8S, excise tax 

do not include 
, U. 8S. trans- 
local taxes or 


optional pment, 

(Copyright, 1959, by Automotive News) 

ALFA ROMEO—Glulietta—Spyder, $3,- 
519; Super Spyder, $3,932; Sprint Coupe, 
$3,951; Sprint Veloce Coupe, $4,342. 2000 
Series—2- liter roadster, $5,048; 4-dr. sed., 
aii amtennes.—crviees are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995, 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190. 

AUSTIN—A- 35 deluxe 2-dr. sed., $1,557; 
A-40 2-dr. sed., $1,795; A-40 deluxe 2-dr. 
sed., $1,856; A-55 deluxe 4-dr, sed., $2,- 
199. (Heater standard on deluxe models.) 

AUSTIN-HEALEY — Sprite — roadster, | 
$1,795. 100-Six—conv., $3,087; Deluxe) 
conv., $3,389. (Heater standard on De- 
luxe.) 

AUTO UNION — ‘‘1000"’ — deluxe coupe, 
$2,395; sport coupe (2-seater), $3,549. 

BENTLEY—Series S — Standard Steel 
Saloon, $13,695. (Automatic transmission, 
power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 

BERKELEY—=328-c.c. roadster (2-cylin- 
der), $1,595, 492-c.c, roadster (3-cylinder), 
$1,745. 

BMW — Model 502/3.2 — $6,198; Model 
503/8, $9,292. 

BMW ISETTA 300 —sunroof, $1,048; 
cabriolet, $1,098. BMW (iIsetta) 
pass. sed., $1,398; sunroof sed., $1,487. 
(Heater standard on all models.) 

BORGWARD—Isabelia—2-dr. sed., $2,-| 
495; stat. wag., $2,685; Touring Sport, | 
$2,845; Touring Sport Coupe, $3,750. 

CITROEN — 2CV — 4-dr. sunroof se d. 
(centrifugal clutch) $1,298; ID-19—4-dr. 
sed. (air suspension). $2,833; Ds-19—4-dr. 
sed. (air suspension, power brakes, power | 
steering, automatic clutch), $3,333. 

DATSUN—4-dr. sed., $1,616. 

DKW—4-dr. sed., $2.395:; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) cabriolet, $4,400; Carrera cabriolet, $5,950. 

FACEL VEGA — Typhoon 2-dr. hardtop, RENAULT —4CV 4-dr. sed., $1,345; 
$9,750; Excellence 4-dr. hardtop, $12,800.| Dauphine 4-dr. sed., $1,645. (Heater stand- 
(Automatic transmission, power brakes,| ard on both models.) 
power windows, radio, heater are stand-| RILEY—1.5 4-dr. 
ard.) | Standard.) 

FERRARI—‘‘250 Granturismo’’—Coupe, ROVER—90—4-dr. Deluxe sedan, $3,395. 
$12,000; 2-dr. Berlinetta (light car), $12,- 105—4-dr. Deluxe sedan, $3,625 (automatic 
000; Conv. $14,000. “250 California’’— | overdrive. Heater standard on both mod- 
Conv., $12,600. els.) 

FIAT—s00 Series—2-dr. sunroof, $1,098; ROLLS-ROYCE—Silver Cloud—Standard 

. sed.,| Steel Saloon, $13,995. ‘(Automatic trans- 

4-dr, mission, power steering, power brakes 

standard.) Other models are custom-built 
and vary considerably in price. 

SAAB—*‘93B""—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
matic clutch), $2,119. Granturisme 750— 
2-dr. sed., $2,568. (Heater standard on all 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super deluxe 4-dr. :ed., $1,798; 
Chatelaine 2-dr. stat. wag., $1,963; Piein 
Ciel 2-dr. hardtop, $2,947; Oceane conv., 
$3,167. Ariane (4-cylinder)—4-dr. sed., $1, 
998. Ariane V-8 4-dr. sed., $2,098. 
Vedette V-8—Beaulieu 4-dr. sed., $2,298. 

SKODA—S-440 2-dr. sed., $1,687; 8-445 
sed., $1,787; 2-dr. stat. wag., $1,995; 8- 
450 conv., $2,395. 

SUNBEAM—Rapier—2-dr. hardtop, $2,- 
499; conv., $2,649. | 

TAUNUS — Standard — 4-dr. sed., $2,- 
120.50; 2-dr. sed., $2,028.50; Combi-| 
wagon, $2,237. Deluxe —4-dr. sed., §$2,- 


$2,- 


$2,495; Super 





$2,247; 
sedan, 
hardtop, 
592; 4-dr 





sed., $2,316. (Heater | 





sed., $6.845.30; 4-dr. 


2-seat 


5 . wag., $2,129. 1200 Series— 
4-dr. sed., $1,998; roadster, $2,619. (Heater 
standard on all models.) 

FORD dard 2-dr. 


¢ — 
$1,464; deluxe 2-dr. sed., $1,561 


Angiia—stan 
Prefect—standard 4-dr. sed., $1,517; deluxe 
4-dr. sed., $1,661. Escort—2-dr. stat. wag., 


$1,651. Sequire—2-dr. stat. wag., $1,761. 
a $2,373; 
r 


sed., $2,904; 
hardtop, $2,- 
$3, 315; 4-dr. 2-seat stat. wag., 


New Commercial-Car Registrations, 


34 States for December, 1958-1957 


Truck istrations by states are 
ectageed Tape weekly, as compiled 


by &®. L. feth capementetives tn 
state capitals. 


-dr. sed., $2,034; conv., 
stat. wag., $2,772. Zephyr — 4-dr. 
ged., $2,215; conv., $2,574; 4-dr. stat. wag., 
$2,945. Zodiane—4-dr. sed., $2,387; conv., 
i 4-dr. stat. wag., $3,149. Thames 

Estate 433. 


Bus, $2, 

GOGGOMOBIL—T-400 2-dr. sed., $1,095; 
Fiorida Sunroof Deluxe 2-dr., $1,135; 2- 
dr. Step-In Van, $1,350; Coupe de Ville, 
$1,450. 

GOLIATH — 1100 Series — Custom 2-dr. 
sed., $1,949; Custom conv., $2,126; Custom 
2-dr. stat. wag., $2,095; Empress Deluxe 
2-dr. sed., $2,275; Tiger Sport Coupe, $2,- 


ee tne iietas onde nee ie ee Roe 


ee 


568. (Heater standard on all models.) 

HILLMAN—4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr. stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299 


JAGU. IX—+-dr, sed. (auto- 


matic transmission, power steering and disk | 


matic transmission), 
conv. (automatic transmission), $4,845; 
roadster, $4,495; roadster (overdrive), $4,- 

; Yroadster (automatic transmission), 

roadster (overdrive), $5,095. 

Appia —4-dr. sed., $2,967; 

(Vignale), $4,565; cpe. (Farina), 

$4,673; cpe. (Zagato), $4,873. Aurelia— 

conv. (Farina), $5,905; cpe., $5,905. 
Fliaminia—4-dr. sed., $6,098. 

LLOYD—600 Series—2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat. wag., $1, 445; 2-dr. 

4-passenger sunroof stat. ‘wag., 


$4,725; conv., $4,595; | 





266.50; 2-dr. sed., $2,174.50; Combi-wagon, 
$2,383. 

TEMPO—M ata d o r—3-passenger 
wag.. $2,482.75; 6-passenger stat. 
| $2,514.65; O-passenger stat. wag., 
546.55; 12-passenger stat. wag., $2, 712.50. i 

TOYOPET — Crown 4-dr. sed., $1,989; 
Crown Custom 4-dr. sed., $2.329. 

TRIUMPH—4-dr. sed., $1,699; 4-dr, stat. 
wag., $1,899. TR-3 (sports cars)—softtop, 
$2,675; hardtop, $2,835. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VOLKSWAGEN—2-dr. sed., $1,545; 2-| 
dr, sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag., $2,120; de-| 
luxe stat. wag., $2,576; deluxe camper, | 
$2,737. Karmann Ghia—cpe., $2,445; conv., 


stat. 





$2,725. (Heater standard on all models. } | 
VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on buth 
models.) 
WARTBURG—Standard 4-dr. sed... $1,- 
688; standard 4-dr., sunroof sed., $1, 778; | 


i Florida 


27 States Previously Reported 
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$1,500; 
2-dr. 6-passenger stat. wag., $1,675; 2-dr. 
6-passenger sunroof stat. wag., $1, 740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr. 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895 


New Passenger-Car Registrations, 31 States for eeeneer, ¢ 1958-1957 


Pon- 
tiec 


deluxe 4-dr. sed. $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr. stat. wag., $1,898 
4-dr, deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 
(Heater standard on all models.) 


3 | oes to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
k & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk & Co. 


With the exception of Oregon, this summary is complete for the stated 1958 period. The December year-to-date figures and the 1957 
| year-to-date figures reflect Oregon through June only. 
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What's New... 
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In Parts and Accessory Distribution 





Warshawsky Distributing 


1959 Wholesale Catalog 
CHICAGO.—Warshawsky & Co., 
automotive parts and accessories 
dealer, announced it is distributing 
its 1959 wholesale catalog, a 324- 
page issue containing over 80,000 
items. : 
The catalog illustrates and lists 
replacement parts for all cars, 
trucks, cabs, station wagons, and 
other vehicles from 1920 to 1959, 
as well as accessories for both old 
and new cars, the firm said. 
= * 7 


Firestone Retailers Selling 


GE Replacement Lamps 

AKRON.—General Electric auto- 
motive replacement lamps are now 
being carried in Firestone retail 
outlets across the country, Fire- 
stone Tire & Rubber Co. has an- 
nounced. 

A full line of headlamps and re- 
placement bulbs for parking lights, 


General Tire & Rubber Co.’s 1958 
consolidated net sales rose to an 
all-time high of $469,782,099, Wil- 
liam O’Neil, president, has an- 
nounced, 

In registering a substantial sales 
gain for the ninth consecutive year, 
General Tire bettered its 1957 con- 
solidated net sales by $48,616,952, or 
an 11.5 percent gain, he said. 

“During the fourth 1958 fiscal 
quarter,” O’Neil pointed out, “our 
sales hit $148,376,145. This is the 
highest quarterly sales in the com- 
pany’s history. Our earnings for 
the fourth 1958 quarter exceeded 
those of the preceding nine months 
of the year.” 

As a result of the huge final 
quarter, General Tire’s consolidated 
earnings for fiscal 1958 were $11,- 
279,117, he said, compared with $11,- 
300,355 in 1957. 
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Finance Company 


Has Higher Profit 


Interstate Securities Co., Kansas 
City, reported a profit of $341,056 
for the quarter ended Jan. 31, the 
first quarter of the company’s fiscal 
year. Earnings in the like period 
a year earlier were $331,110. 

The company said the improve- 
ment in economic conditions has 
made the average consumer more 
free in the use of his credit. Con- 
tinued improvement in the firm’s 
results was predicted for the cur- 
rent quarter. 

The company’s financing volume 
amounted to $37,132,049 in the most 
recent quarter, compared to $33,- 
759,129 a year earlier. Notes re- 
ceivable on Jan 31 totalled $69,016,- 
373, compared to $68,091,293 a year 


earlier, 
nz ae * 


American Metal Products 
To Retire Preferred Stock 


Directors of American Metal 
Products Co. have authorized the 
retirement of the remaining 29,989 
shares of the original 150,000 shares 
authorized in 1954 of 5% percent 
cumulative convertible preferred 
$20 par stock on March 31, 1959. 

The preferred stock will be re- 
deemable for cash at $20 plus a 
quarterly dividend of 27% cents, or 
it can be converted into common 
stock at the rate of 1.11 shares of 
common stock for every one of 
Preferred held up to and including 
March 30, 1959, the directors said. 

ak o* * 


L-O-F Board to Propose 


Two-for-One Stock Split 


Directors of Libbey-Owens-Ford 
Glass Co, have announced they will 
submit a proposal for a two-for-one 
Stock split at the annual meeting 
Apr. 21. 

The high level of glass sales 
achieved late last year in the auto- 
Motive and building markets has 
continued into 1959, the directors’ 
Preliminary reports noted. 


tail lights and interior accessory 
lights is being carried by more than 
700 company stores and approxi- 
mately 65,000 dealer outlets, the firm 
said. 

* * * 


New Midas Center Planned 


DAYTON, O.—A second Midas} 


Muffler center will be constructed 
here at 2609 S. Dixie Highway. Op- 
erators are Bernard Hatter and 
Warren Pickering. 


Wholesaler Cron P 
Slates 3 Courses 


CHICAGO. — The National Assn. 
of Wholesalers has scheduled three 
wholesale executive management 
courses this year, according to the 
National Standard Parts Assn. 

For seven years, NAW has con- 


ducted the course at Ohio State 
University, Columbus, O. 

The 1959 schedule is: June 15-20— 
Ohio State University; June 22-27— 
University of Pennsylvania, Phila- 
delphia; Sept. 14-19—Stanford Uni- 
versity, Palo Alto, Calif, 

* 


* * 


Trenton Firm Opens 

TRENTON, N. J.—Urban Auto- 
motive Parts, Inc., distributor of 
automotive replacement parts, 
has opened, Partners Sidney E. 
Shepard and Leo Mocarsky for- 
merly were with Thermoid Co., 
Shepard as automotive replace- 
ment general sales manager and 
Mocarsky as automotive district 
| sales manager. 
+. 





* * 
Canadian Wholesaler Group 
Sponsors Essay Contest 


contest for member jobber salesmen 
and countermen. 

Topics are “How Our Countermen 
Can Help Me Increase Sales,” (for 
jobbers’ outside staff) and “How I 
Get Plus Sales Through Related 
Selling,” (for jobbers’ inside staff). 
There is a $100 first prize and a 
$50 second prize in each category. 
Awards will be made at the 
CAWMA convention 
March 23-25. 


= + * 
Martin-Senour Adds Humor, 


Prizes to Jobber Training 

CHICAGO.—A new twist in a 
training program for automotive 
jobber salesmen—combining humor, 
information, cash awards and 
prizes—has been launched by 
Martin-Senour Co.’s automotive di- 
vision. 

The program consists of six 
product-information booklets, writ- 
ten and illustrated with humor, 
which are mailed to National Auto- 
motive Parts Assn, jobber salesmen 
over a six-week period, They fill out 
a true-or-false questionnaire at the 
end of each third lesson. Returned 
questionnaires are placed in a large 


in Toronto, 
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Go Low, Volvo! 


Carl Schneider, left, sales manager for 
| George W. Bowers Imports (Volvo), Chi- 
cago, and Jack Jackowiec, center, service 
| manager, look on as Harold Burbidge, 
| automotive engineer, Socony Mobil Oil 
| Co., Inc., fills the tank of a Volvo prior 
| to the car's 24-hour economy run through 
| Chicago traffic. Alternating at the wheel, 
| Schneider and Jackowiec drove 561 miles 


- OTTAWA.—The Canadian Auto-| box at the Martin-Senour Chicago | at an average speed of 23.4 m.p.h. The 


|} motive Wholesalers’ and Manufac- 


plant, where two drawings are held, 


turers’ Assn, is sponsoring an essay ' each for 25 prizes. 








car used 18.9 gallons of gasoline, aver- 
'aging 29.67 miles per gallon. 


CHRYSLER DEALERS have the lion’s share of selling points... 


SOCORRO TREE REE H HEHE EEEEEEe Of 


AMAZING 
AUTO-PILOT 


Cruise with your foot off the gas! Be warned if you go too 
fast! Here’s how this exclusive Chrysler option works to 
chalk up sales for Chrysler dealers! 





Patrols speed! Set this convenient dial at your 
fingertips for the top speed you want to travel. 





Holds speed! Now press the Auto-Pilot button 
and cruise with your foot off the gas! You’re free 


to stretch out, 


New optional Swivel Seats, economical Golden Lion engine, 
new dimensions of hat room and leg room front and back—these 
are just a few of the other easy-to-demonstrate differences 
that are yours and yours alone when you sell Chrysler. 


You get more car to sell .. . with the lion-hearted 


relax, concentrate on driving. 


When you reach your set speed, the gas pedal 


pushes against your foot as a 


gentle warning. 





Amazing Auto-Pilot holds the 


set speed auto- 


matically, even up and down hills. And it releases 
instantly with just a touch of the brake. 


CHRYSLER '59 


Saves gas, too! Auto-Pilot can save up to 15% on gas—as much as three gallons a tankful! Add 
this to the fact that Chrysler is two-time Mobilgas Economy Run winner, and mister, you’ve got a sale! 
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RADIATOR SCREEN—Pontiac is offering 
@ radiator screen, part No. 989539, as 
on accessory for use on its 1959 cars, 
including air conditioned models. Made 
entirely of aluminum, it is designed to 
keep radiator core clean during car life 
by deflecting or filtering out insects, | 
leaves, stones, dust and dirt, road slush | 
and salt, excessive water spray, etc. Air| 
stream pressures keep the face of the 
screen clean automatically. It is stated 
that by using the radiator screen on new 
cars the clean radiator core is retained 
for a substantial period of time and re-| 
sults in cooler operating temperatures. 

> > 


POWER CONVERTER—The Trav-Electric 
power converter has been announced by 
Terado Co., 1068 Raymond Ave., St. 
Paul 14, Minn. The Supreme model, above, | 
converts 12-volt bottery current into 110- 
volt, 60-cycle AC for operating various 
types of electrical appliances. Other units 
Gre available for six-volt batteries. 





WORK TABLE—The WB-60 work table, 
30 inches wide, 60 inches long and 30% 
inches high, fectures an _ electronically 
gilved maple top. The table has formed- | 
steel, 5 by 20-inch pedestal legs and a 
20 by 5l-inch storage shelf and a foot 
rest. Drafting conversion kit availoble os 
accessory. Pucel Enterprises, inc., 3746 
Kelley Ave., Cleveland 14, O. 

> 


Bubble-Top Can 


Jaycee Chemical Co., Inc., Forest 
Road, Northford, Conn., manufac- 
turers of Jet-Action Bondo, has| 
introduced a bubble-top can, which | 

> 7 . 


TIRE RACK—A dual level tire rack kit, 
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NEW PRODUCTS 


is topped by a clear plastic, see- 
through bubble which snaps over | 
the Jet-Action can cover. The bub- 
ble holds the tube of Bondo liquid 
hardener in place so that its con- 
tents can be easily seen and readily 
available, the firm said. 
> > * 


HOSE CLAMP—A clamp for attaching 
hose to avio radiators and motor blocks 
has been announced by AFI Patent Prod- 
vets, Inc., 215 W. Maple St., Milwaukee 
4, Wis. Called Afi Safety Hose Clamp, | 
the unit is said to consist of a single! 
spring-steel wire, specially treated for | 
tremendous resilience, shaped into a! 
circle, with each end of the wire doub-| 
ling back to the circle and overlapping, 
sufficient to form a sort of slot into which | 
the circle may expand or contract. The 
clamp may be applied with pliers. 

. > > 





AXLE BEARING TOOLS—A tool kit for 
reor-axle bearing replacement service has 
been developed by Doan Tool & Die Co., 
14705 Saranac Rd., Cleveland 10, O. 
The kit is designed for use on all cars 
and light trucks with pressed-on rear axle 
bearing assemblies. It eliminates the need 
for expensive and cumbersome hydraulic 
presses, jigs, fixtures and arbors, it is 


| claimed. The kit consists of a malleable 
| steel 
| frame, tested to 


puller base; a heat-treated puller 
withstand 40 tons pull 
without deflection; hardened tool steel 
puller screws; safety shield; and inner | 
race remover, in addition to a bearing 


installing tool. 
* * 


made of AIM brand slotted angle and 


designed to make full use of available storage floor space, is the latest addition to 
the line of TBA racks in kit form available from Acme Steel Co., 135th St. & Perry 
Ave., Chicago 27, Ill. The unit is designed to make full use of available floor space 
and is adjustable for all tire sizes. Two or more units can be joined to make storage 
facilities of the size and shape that will make the best use of the available space, 


it is said, 


DIPSTICK—Powr-Gard, a 
replacement dipstick for 
transmissions, has been announced by 
New Science Institute, 724 N. Lake St., 
Burbank 13, Calif. The unit is chrome- 
plated to allow the motorist to determine 
the condition of the oil at a glance. 
A replaceable magnesium element works 
fo nevtralize harmful acids and the 
Alnico-V magnet attracts metallic par- 
ticles which can be wiped away, it is 
claimed. 


three-purpose 
engines and 


IGNITER CIRCUIT TESTER—The model | 


101-SAF, the latest model of a line of 
igniter circuit testers, has been announced 
by Allegany Instrument Co., Inc., 1091 
Wills Mountain, Cumberland, Md. With 
only 0.005 amp. ovtput, the 101-5AF 
measures igniter circuit resistance to oan 
accuracy of £0.05 ohm or better, allow- 
ing the user to isolate a fault, it is said. 


SPEEDOMETER CALIBRATOR—The Speed 
Meter, a 15-pound device, shown above, 


for calibrating avto speedometers to with- | 
been | 


in one-tenth of one m.p.h., has 
developed by Javelin Aircraft Co., Inc. 
of Wichita, Kan. Speed readings are 
sent by wire from the AC alternator 
mounted in the center of the machined 
aluminum disc to a shock-mounted indi- 
cator placed on top of the instrument 
panel in the car. The unit is said to assure 
accuracy for speeds from zero to 110 


OIL SUPPLEMENT—A self-merchandising, 
point-of-sale display has been developed 
for Miracle Power's eight-ounce cylinder 
and crankcase oil supplement. A highly 
significant packaging development is said 
to be the use of the display as a 12-pak 
unit. This is said to substantially reduce 
dealer investment while increasing the 
turnover rate of the product. Miracle 
Power Products Corp., 1101 Belt Line 
Ave., Cleveland 9. o.. 
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Plastic Fold-A-Card 
An all-plastic Fold-A-Card has 
been introduced by Crystal Mark 
division of Goodren Products Corp., 
Englewood, N. J. It features a full- 


| finish with a foam 








color cover that can be used to 
identify a product, sales message, 
trademark or service feature, and 
an inside write-on area for per- 
sonal messages, important dates 


and data or other information. 
- * * 


ARM REST—Ride-Eze, Inc., Co., 
Box 87, Monroe, Wis., has 
on arm rest for the driver's right arm. 
The arm rest is constructed of cold rolled 
steel, preshaped to fit the back of the 
front seat of most cors. It has a chrome 
rubber arm pad to 
match the appointments of the car. 
* * * 


METAL CUTTER—A machine for cutting 
metal has been introduced to the avtomo- 
bile repair industry by Fenway Machine 
Co., 3107 N. Broad St., Philadelphia, Pa. 

The model AN Fenway Nibbier is o 
portable air-powered tool weighing 12 


| pounds. It can cut up to 10 gage stainless 
well os| 


or eight gavge mild steel as 
3/16-inch copper, brass or aluminum, it 
is said. The nibbler operates on a punch 


and die principle. 
> 
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WHEEL BALANCER— Dynamic Center 
Engineering Co., Inc., Lawrenceville, Ga., 
manufacturers of Flite-Positive wheel bal- 
ancers, has announced the introduction of 
an improved dial box which requires less 
than two minutes per wheel to correct 
unbalance. The direct reading dial and 
balancing instrument introduces a no-spin 
method of establishing the dynamic cen- 
ter and calibrating the amount of weight 
displacement on each side of the tire 
and wheel assembly, it is said. This is 
accomplished by precision leveling of 
the assembly in a horizontal position 
which subjects the entire 360 degrees 
circumference to the same pull of gravity 


at all points, it is claimed. 
Ce oy 


Sham Chamois 


“Shamalloy,” which is said to 
have properties similar to those of 


P. O.) 
introduced | 


the more costly chamois, has been 
announced by Dan Malloy Co, 
Philadelphia, Pa. It is made of 
natural leather. 
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CAR WASHING MACHINE—Enterprise 
Mfg. and Chemical Co., P. O. Box 2246, 
Tulsa, Okla., has announced an improved 
machine in its “Magic Wash" chemical- 
detergent car washing machine line. The 
unit, called the “Magic Wosh 280," util- 
izes a high-pressure pump to dislodge 
encrusted mud before applying the chem- 
ical spray. According to Enterprise, the 
development eliminates waiting for the 
chemical to “work through" heavy mud 
and dirt. 





RACHET REPAIR KITS—Repair ports for 
%, %, and Y-inch drive Proto ratchets 
|are now available in kits. Four kits for 
|the same size ratchets cre mounted in 
| polyethylene bags on an 11% by 3-inch 
|cord, which can be displayed on peg 
board, wall panel or rotating merchandiser 
hooks. Each kit contains a wheel-plug, 
|two dogs, a lever, a cam, two springs, 
|a cover plate with two screws, and a 
small diagram. Proto Tools, Washington 
| & Santa Fe, Los Angeles 54, Calif. 

i 





WIPER BLADE—A 15-inch windshield 
wiper blade, featuring a replaceable rub- 
ber element, has been introduced by the 
Anderson Co., 1075 Grant Ave., Gary 
40, Ind. The blade, latest addition to the 
Anco Red Dot Turtleback line of wiper 
blades for wrap-cround windshields, fits 
all 1959 models of General Motors cars. 

” 


VALVE LIFTER PULLER—A _ hydraulic 
valve lifter puller set, for removing hy- 
draulic valve lifters from straight and V-8 
automobile engine blocks, has been in- 
troduced by the Owatonna Tool Co., 339 
Cedar St., Owatonna, Minn. 

This tool removes frozen valve lifters 
quick and easy, it is said. After removal 
of the lifter spring clip, the jaws of the 
hydraulic valve lifter puller (OTC model 
501) are fitted into the spring clip 
groove of the lifter. As pressure is applied 
the jaws of the tool expand and grip 
the lifter tightly allowing it to be with- 
drawn easily, it is said. 
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to help your staff 
sell more service 


PARTS and 
SUPPLIES 


for all makes of cars 


and trucks 


Your SUPERCHARGER 
JOBBER is well and fa- 
vorably known as the 
SERVICE SHOP’S 
FRIEND. He fills your 
needs completely, hon- 
estly, efficiently and 
economically. With 
money-making and 
money-saving merchan- 
dising ideas. With fa- 
mous, brand-name 
ports, supplies, accesso- 
ries, tools and equip- 
ment to service, repair 
and overhaul all makes 
of cars and trucks. Look 
to your SUPERCHARGER 
JOBBER for authoritative 
tips on “How to Sell” 
techniques, profit formu- 
las, monthly sales pro- 
grams, new trends, 
technical information, = 
management sugges- 
tions and a host of other 
automotive repair shop 
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YOUR CUSTOMERS 
GIVE Preference to YOU! 


THE 


na and Merchand 
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AMALIE DIVISION 
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Factories and Dealers .. . 





Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

Total 1958 revenue for 91 maga- 
zines and newspaper supplements 
dropped 4 percent from 1957, ac- 
cording to figures compiled by Pub- 
lishers Information Bureau. Rev- 
enues for 1958 totalled $813,710,966, 
compared with $849,326,180 the pre- 
vious year. 

Life magazine again led the 
group with an estimated $122,628,- 
205 in revenue, but dropped 11 
percent from its 1957 revenue fig- 
ure of $137,522,494. 

The biggest percentage gain was 
chalked up by Sports Illustrated, 
with a 41 percent increase, bringing 
its revenues to $9,422,823 from $6,- 
681,228 and its ranking to No. 22 
from No. 29. 


* * * 


Watkins Expands in Detroit 


E. C. Watkins & Co., Detroit 
advertising and public relations 
agency, is expanding under the 
name of Watkins-Rogers, Inc. 

John A. Rogers has joined the firm 
|to assist in forming the new cor- 
| poration. Offices will remain in the| 
| agency-owned building at 685 Pal- 


lister Ave., Detroit. 
= = : 





|Dill Promotion Campaign 


| Details of one of the most com- 
|prehensive sales promotion cam-| 
paigns ever launched by a manu- 
facturer of TBA equipment, have 
been revealed by Dill Mfg. Co.,| 
Cleveland. 

Aimed at the motoring public, | 
the campaign is designed to elim- 
inate the confusion surrounding | 
the use and repair of tubeless | 
tires. 

Kickoff of the campaign will be) 
a series of ads in Reader’s Digest,| 
beginning in the April issue. The) 
ads will be slanted at the need for'| 
maximum safety in tubeless tire) 
repair and the reasons for demand- 
ing electric vulcanization of such 
repairs to combat the stress and 
strains on the rolling tire, officials 
said. 

A booklet, entitled “Tips to Get) 
Longer Life, Safer Service from| 
Your Tires,” will be offered the| 
public in the ad. 

Further information on the cam- 
paign, and how both jobbers and 
dealers can participate, may be ob- 
tained from Dill Mfg. Co., 700 E. 
Eighty-Second St., Cleveland 3, O. 

a: 7 + 


Circus Telecast by Edsel 


Edsel will sponsor over ABC 
telecast March 9 the premiere 
performance of Ringling Bros. & | 
Barnum €& Bailey Circus from 
Charlotte, N. C. 

The circus will be the second | 
Edsel TV spectacular of this | 
season. The auto maker spon- | 
sored the Phil Harris show Feb. 6. | 

* * * 








Guidance Committee on Color | 

Recognizing the consistent in-| 
crease and interest in newspaper | 
|color advertising and wanting the 
approach to be as complete as pos- | 


| sible, four associations in the news- | 


paper industry have gotten together 
to form a color guidance committee. 

The committee consists of Cran- 
ston Williams of the American 
Newspaper Publishers Assn.; M. J. 
Butler of the National Newspaper 
Advertising Executives Assn.; 
Charles Lipscomb of the Bureau of 
Advertising of the ANPA, and, 
Charles Buddle of the American 
Assn. of Newspaper Representa- 
tives. Butler is chairman of the 
committee. 

The purpose of the committee is 
to serve as a focal point for any 





and all problems relating to news- 
paper color, and then to request 
from any of its four member or- 
ganizations. any action that may be 


deemed advisable. 
of * * 


Sportscar Book Renamed 
Sportscar Quarterly, a Petersen 
publication, will be retitled 
Sportscar Graphic and will go 
bimonthly beginning with the 
May-June issue. 
+ * * 


A Fair Shake from WJR 


“Snakes Eyes Means You Lose” 
is the theme of a three-dimensional 
mailer whieh radio station WJR in 
Detroit is sending to national ad- 
vertisers and agencies to illustrate 


its policy of no double or triple 
spotting. 

The promotional piece contains a 
pair of dice which invariably roll 
“snake eyes.” Copy points out that 
the advertiser gets a “fair shake” 
only when a single commercial is 
aired in a single announcement 
available. 


The box mailer is being used in 
conjunction with advertisements in 
the March issues of national and 
trade publications, The same copy 
and art are employed in the ads. 

+ * * 


Campbell-Ewald Promotions 


Campbell-Ewald Co.’s 1958 bill- 
ings climbed to the highest level in 
its 48-year history, Thomas B. 
Adams, who this month marks his 
first anniversary as president of the 
Detroit-headquartered agency, re- 
ported last week. 

At the same time Adams an- 
nounced a series of top-level promo- 
tions and staff changes which, he 
said, puts into effect the first of 
several major moves for gearing the 
agency’s overall operations to an 





W. B. Booth 4d. N. Hastings 


| expanding economy and increasing 
| participation in many areas of the 


clients’ marketing programs. In the 
personnel realignment: 

W. B. Booth, copy director, be- 
comes vice-president and creative 
director for copy; James N. Hast- 
ings, art director, becomes vic e- 
president and creative director for 
art; Clifford Wesenberg, former ad- 
ministrative aide at American Mo- 





tors, becomes administrative co- 
ordinator for the copy and art de- 
partments; Donald P. David, senior 
copy director, becomes associate 
director for copy; Charles H. Felt, 
copy group supervisor, becomes di- 
rector of the copy department; 
Alger B, Scott, associate art direc- 
tor, becomes director of the art 
department; Thomas D. Murray, 
group copy supervisor, becomes 
associate director of the copy de- 
partment, and Clark E. Maddox, 
group supervisor, becomes associate 


art director. 
oe + + 


Epps & Trustman Merge 


Two Detroit advertising and 
public relations agencies, Fred A. 
Epps & Associates and Jack Trust- 
man Advertising, 
Agency have 
merged under the 
name of Epps- 
Trustman Co. 

Epps, a veteran 
in the advertising 
field in Detroit, 
has headed his 
own agency for 








while Trustman 
P * has operated his 
F. A. Epps own agency since 
1954. 
The agency is located at 10324 
Puritan, Detroit. 
= * * 


Manchee Gets Revenge 


“The Huckster’s Revenge,” a 
novel that takes up the cudgels 
against the novelist and script- 
writers who have painted an un- 
savory picture of the advertising 
world, has been written by Fred 
Manchee, retired executive vic e- 
president and treasurer of Batten, 
Barton, Durstine & Osborn, Inc. 

Manchee shows “what's right” 
with advertising by reviewing his 
32 years in the business and re- 
counting his experiences as copy- 
writer, account executive, re- 


searcher and treasurer. 
* af * 





\Chrysler Airtemp Picks Rep 


| Chrysler Airtemp has selected 
Close & Patenaude, Philadelphia, to 
handle its sales promotion activi- 
ties. 

Richard E. Routh jr., director of 


the past 14 years, | 


advertising and sales promotion for 
Chrysler Airtemp, said Close & 
Patenaude will work closely with 
Grant Advertising, Inc., which han- 
dles the firm’s space and broadcast 
advertising. 


* * * 


Spitzer Launches Paper 

John A. and Adelbert Spitzer, 
who operate seven Dodge dealer- 
ships in the Midwest, South and 
Southwest, has launched a four- 
Page miniature newspaper, 

The paper, called “The Spitzer 
Reporter,” describes successful 
Spitzer sales and service methods 
at the various dealerships. 


* * * 


Personnel Changes 

Robert E, Trau from manager of 
the auto staff of the Chicago 
Tribune’s classified advertising de- 
partment to the automotive division 





4. H. Owens 
of the newspaper’s general display 


R. L. Wolfe 


advertising department .. . Ralph 
L. Wolfe and John H, Owens from 
|Compton Advertising, Inc. New 
York, to the automotive accessory 
account group of D. P. Brother & 
Co., Detroit... Alan H, Steinberg 
from research director of Bennett- 
Chaikin, Inc., New York, to adver- 
|tising research manager of Ziff- 
Davis Publishing Co., New York... 
John Gayton from product manager 
of Reliance Electric & Eng. Co.,, 
Chicago, to director of marketing 
of Dole Valve Co., Morton Grove, 
|Ill... Ben R. Donaldson, advertis- 
|ing consultant to Ford Motor Co., 
j}elected to board of advisers of 
Wayne State University Press .. . 
Richard L. Dexter from Rogers & 
Smith Agency, Kansas City, to 
director of advertising and public 
| relations for Interstate Securities 
Co., Kansas City. 








and Make Dollars for Yourself 


WHEN YOU 


Detrnt 


INSTALL ANZICK 


DOOR 
CEMENT PANELS 


Ws people looking for new ways to save money on repair 
bills, now is the time for Detroiter Replacement Panels. They 
add dollars to your profits, and give your customers a ‘“‘bang- 


up” repair 


job at the same time. 


The average cost is about 


14 that of a new door. With flanged Detroiter panels avail- 
able for most car models including some 1959, it will pay 
you to add these profit makers to your body shop operation. 
Contact your nearest Anzick jobber and he will be pleased 


to give you 


the details: 
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Moody Named to Head 
Florida Dealer Group 


AUTOMOTIVE NEWS, FEBRUARY 16, 1959 
Correspondent George L. Glaser Writes .. . 


Automobile Dealers Assn. 
Other new officers are Bill Felos, 
|Conner Brown Cadillac, Fort Lau- 


FORT LAUDERDALE, Fia. —| derdale, vice-president, and H, L. 
Lester E. Moody, of Moody Pontiac, | Sherron, Sherron Motor Co. (Chrys- 


Fort Lauderdale, has been elected 


ler-Plymouth), Hollywood, secre- 


president of the Broward County! tary-treasurer. 


THE GREATEST ADVANCEMENT 


Auto Letter from Europe 


TUTTGART, Germany. — News- 
men have been admitted to the 
training institute conducted here by 
the Robert Bosch firm for the first 
time as a part of the company’s 


British “coach work,” the dash- 
board consisting of walnut veneer. 
A modern wraparound windshield 
is used but it is not as bold as 
those used on U. S, and some Euro- 


his program each day and tries to 
stick to it. 

2. Studies people. He learns to 
recognize different personalitics, 


3. Is always able to put himself 
in his customer’s place and gee 
things as he or she sees them. 

4. Never, never runs down com- 
petitors. 


new public relations program, 

The school is divided into six 
sections: Injection equipment, elec- 
trical equipment, servo units, hy- 
draulic equipment, electro tools and 
household appliances. 

The teaching equipment in- 
cludes a motion picture theater, 


pean cars. 
Other features of the new 
model include unitized construc- 
tion-and “zero torque” door locks 
which shut at the slightest touch. 
The Wolseley people have pre- 
pared the 10 points on the “Buildup 
of the salesman’s art” which follow: 
1. Works systematically. Plans 


IN PARTS WASHERS SINCE 1947 


NOW " the New GRAYMILLS 
CLEAN-0-MATICS 


New Fusible Link 
Sofety Cover 


. > * 
High on Integrity 
BUILDS up a reputation for 

* honesty and integrity. Meang 
what he says and never makes false 
claims or promises. 

6. Keeps right up to date with hig 
trade. 

7. Never loses courage, Makes 
sure that failures spur him on to 
even greater efforts. 

8 Knows how to demonstrate 
his product perfectly by, first, 
knowing it thoroughly and, sec- 
ondly, knowing how to drive it 
to perfection. He sees that the 

demonstration vehicle is always 
immaculate. 

9. Follows up every sale by keep- 
ing in touch with and on good 
terms with all his customers. 

10. Keeps himself physically and 
mentally fit. 

Od 


many cutaway models of parts 
and shops adjoining each class- 
room. Mechanics from Bosch 
service stations are trained in 
the school, in addition to a num- 
i One hond | ber of persons from outside the 
ement | 
No-Fotigue Operation Bosch organization. 
Working Level | The Bosch organization is keenly 
we) - |}aware of export markets, with 
rock . ? 
jnearly 50 percent of its employes 
lowing their jobs to overseas mar- 
| kets. To maintain its position in 
|these markets, the company has 
been investing heavily in research. | 
7 * * 


| Mercedes Axle Unit 


| WFERCEDES-BENZ cars now| 
have a single universal joint} 
rear swing-axle design. The housing | 
for the reduction gears and the 
| differential is hinged to the car 
itself but allowed to swing up and 
down in a bearing. The axle hous- 
ings are connected with a single 
universal joint. 
This design permits the wheels 
| to swing with less of an arch or 
with less camber changes. This 
preserves the independence of 
each wheel’s suspension. 
The half-axle housings are guided | 
| by torque arms which are mounted 


|in rubber cushions. 
j > - > 


|New Wolseley Model 


OLSELEY MOTORS has intro- 
duced its 15/60 model which 
was designed by Pinin Farina, It is 
powered by a four-cylinder engine 
which develops 55 horsepower. 

The model retains the traditional 


N. Y. Registrations Top 


5 Million for First Time 


ALBAN Y.—When New York 

State began registering motor ve- 
hicles in 1901, it issued license 
plates to 954 autos and trucks. 
Last year the number passed the 
five-million mark for the first 
time. 
The Motor Vehicle Bureau, re- 
porting that 5,021,001 vehicles 
were registered through Novem- 
ber, predicted the 12-month total 
would reach 5,050,000. The 1956 
registration of 4,984,582 was the 
previous high. 


Flexible Metal 
Flush Hose Pistol Grip 
“Jet Stream” 
Flush Nozzle 
ond Hose 
Easy-to-Service 
Micro Mesh Filter 


Exponded Metol 
Work Shelf — 





3-Way Cleoning 
Action 
Selector Valve 


Eight exclusive new features that mechanics, service 
managers and owners need for greater convenience 
and safety; easier, faster parts cleaning; low cost 
maintenance and on-the-job versatility. All of these 
features can be yours at less than you would pay for 
ordinary parts washers. 


GRAYMILLS CORPORATION 
-~@ 


B 


3761 N. Lincoln Avenue + Chicago 13, Illinois 
Phone: GRaceland 7-4100 


EAN-O-MATIC 
PARTS WASHERS 


LESS CLEANING TIME + MORE PROFIT TIME 


oe PSE Bass 
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Goodyear Claims Mercedes Axle Design— 
This equipment carries the rear of Mercedes-Benz cars. It is a single universal 


New Tire Treads joint rear swing-axle design. The differential is mounted to the car itself but is 
Cut Squeal Thuds allowed to move up and down in a bearing. 
; ? * * * 


AKRON. — Production of a new 
rubber named Plioprene, that is 
said to provide a softer ride, reduce 
squeal and add other improvements 
|} to auto tires, has been announced 
by Dr. R. P. Dinsmore, research 
vice-president, Goodyear Tire & 
Rubber Co. 

He said Plioprene treads reduce 
| vibration, road rumble and highway 
expansion-joint thud. The new rub- 
|ber also improves stability and 
| road-holding qualities of tires and 
jresults in a marked reduction of 
|} Squeal when rounding corners and 
sharp curves, he added. 

“Plioprene rubber was achieved 
through a rearrangement of the 
molecular structure of certain ex- 
isting synthetic compounds and the 
rubber is being produced in limited 
quantities in Goodyear’s synthetic | 
plants without changing existing 
equipment,” Dinsmore explained. 

He said the cost of Plioprene is 
slightly higher than present tread 
rubbers. Research also is continu- 
ing on the rubber since its wear 
qualities are not as good as some| 
other synthetics, Dinsmore added. | 
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Geaves Mend to a | 
Of Detroit Harvester 


DETROIT. — William H. Graves, 
professor of automotive engineer- 
ing and director of the Automotive 
Engineering Laboratory at the 
University of Michigan, has been 
elected a director of Detroit Har- 
vester Co., according to J. Thomas 
Smith, company president. 

Graves joined Packard as a 
chemist and metallurgist in 1919, 
became executive engineer in 1944 
and was named engineering vice- 
president in 1949. He was engineer- 
ing vice-president of Studebaker- 
Packard prior to joining the 
university in 1956. 


REO DIVISION 
The White Motor Company 


New Territories Now Available! 


Reo's expanded program opens new territories for 
qualified distributors. A custom line of medium and 
heavy-duty trucks, tractors and bus chassis offers 
you special advantages in meeting the needs of 
your quality-conscious clientele—complete line of 
all basic models, conventional and cab-forward 
units, gas, LPG and Diesel; 18,500 to 52,000 GVW; 
42,000 to 78,000 GCW. Newly introduced "C" 
Series 4x 4 chassis, 6x 6 and 4x 2 trucks and trac- 
tors has proved Reo a real contender. Other new 
model announcements and engineering achieve- 
ments are now being released. Franchise opportuni- 
ties are limited. Act today, write General Sales 
Manager, address below: 


Gold Standard of Values 


REO DIVISION 


The White Motor Co. 
LANSING, MICH. 


EQORRay 


Daimler-Benz Apprentices— 


An instructor, left, watches his class of Daimler-Benz auvto-mechanic apprentices 


at work in a classroom at the German firm's factory. 
“Ss * 
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Bosch Trains Mechanics— 


This is one of the classrooms at the training institute maintained in Stuttgart, 
Germany, by the Robert Bosch organization. Each of the classrooms has cutawsy 
models of parts for instructional purposes and an adjoining shop where the training 
is put to practical tests. 


Jeep for Hibschman 
Hibschman Pontiac, Inc., 301 Lin- 
coln Way East, Mishawaka, Ind., 
has added a Willys Jeep franchise. 
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A Clean Sweep— 


Hons Siverts, sales director, Ramsey 
Corp., shovels out after the firm's national 
sales meeting in St. Lovis. “Guess you 
might say we really ‘dug into’ this one,” 
Siverts said. “But when | said the meeting 
was a clean sweep, they put me to work.” 


Study Finds 46% 
Of Minn. Owners 


Use Snow Tires 


MINNEAPOLIS.—Almost half of | 
Minnesota’s 900,000 male car owners | 
use snow-tread tires on their cars, 
according to a Mr. Minnesota sur- 
vey published by the Minneapolis 
Star & Tribune. 

The percentage of snow-tire 
users was 46.7, with city owners 
totalling 41.9 percent and town- 
farm owners 53.1 percent. 

All of the owners contacted said 
they used antifreeze, with Prestone 
ranking first in preference with 
38.2 percent of the users. Zerex was 
the choice of 32.5 percent. 

Delco was tops among batteries, 
receiving top rating from 24.6 per- 
cent. All State and Ford placed 
second and third, with 7.3 and 5.3 
percent. 

Johnson’s was the auto polish 
preferred by the greatest percent- 
age, 35.2, followed by Simoniz, 21.3, 
and Turtle Wax, 20 percent. 
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Lawsuits Affecting Dealers ... 


Court Decisions 


By L. T, Parker 
Attorney at Law 


__- month a higher Federal 
court rendered an outstanding 
decision to the effect that a com- 
pany engaged in the business of 
rebuilding automobile engines from 
salvaged parts and from newly 
manufactured parts is a manufac- 
turer, and must pay the regular 
Federal tax. 

For instance, in International 
Motor Rebuilding Co. v. U. S., 252 
Fed. Rep. (2d) 262, International 
Motor Rebuilding 
Co. is engaged in 
the business of 
rebuilding auto- 
mobile engines) 
from salvaged 
parts and from 
newly manufac- 
tured parts. 

The higher 
court held that 
the company is 
a manufacturer 
within the mean-| 
ing of the U. S. statute imposing | 
a tax on the sale and manufacture 
of automobile parts and accessor- 
ies. This Federal court also held| 


L. T. Parker 





that rebuilt engines constituted 
automobile parts within the mean- 
ing of the statute. 

* * = 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: Can a manufac- 
turer cancel an automobile dealer-| 
ship contract without being liable) 
in damages to the dealer? 

A few weeks ago a higher court 
held that a manufacturer may 
without any liability cancel a deal- 
ership contract if the manufac- 
turer believes that its good name | 

is being jeopardized. 

For illustration, in Best Motor & 
Implement Co., Inc., v. Interna- 
tional Harvester Co., 252 Fed. (2d) 
278, the testimony showed facts as 
follows: A company had the deal- 
ership for a certain motor truck in 
a specified area. The manufacturer 
cancelled the dealership contract 
and the company filed suit against 
the manufacturer for heavy dam- 
ages. 

During the trial the manufacturer 
proved that the dealer was having 
difficulty in paying his bills and 
that bank checks were given by 
the dealer under circumstances in- 
dicating insufficient funds to pay 
the checks. This court held that the 








Texas Deal Adds Imports 
As ‘Our Insurance Policy’ 


FORT WORTH.—The rising ap- 
peal of imports and economy cars 
is bringing more and more big-car 
dealers into the field here. One of 
the latest is H. B. Ransom Motor 
Co, (Chrysler-Plymouth), which has 
added Hillman and Sunbeam. 


Homer C. Bennett, Ransom 
vice-president, ex plained the 
move this way: “With economy, 
sports and imported cars absorb- 
ing about 22 percent of our local 
market, why wouldn’t we work 
both sides of the street?” 


“We can’t lick ’em, so why 
Shouldn’t we join ’em and make 
& profit by selling those lines?” 


He said he has had trouble ac- 
cumulating an inventory of Chrys- 
lers and Plymouths because of 


labor difficulties at the factory, and 
added: 


“We -have to be practical. Since 
this situation is beyond our control, 
we had to increase our lines if we 
are to realize a profit from our in- 
vestment. The economy car seems 

be our insurance policy.” 

Bennett said his company did 
considerable research in the 
small-car field before adding Hill- 
man and Sunbeam. He declared 
he was sure the imports would 
be a profitable part of dealership 
Operation. 

Another Fort Worth dealership 
that has entered the economy-car 
field is Fort Worth Lincoln-Mer- 
tury, which has added Studebaker’s 
new Lark. 

“We don’t consider the Lark too 
Much competition for Lincoln or 


Mercury,” explained Orville E. 
Buchanan, assistant sales manager, 
“but it gives our customers a 
wider selection.” 

He said that in some instances 
a prospect had come in to look at 
a Mercury and had bought a Lark. 

Frontier Pontiac, Inc., has han- 
dled Rambler for several years, and 
a spokesman said that the Ameri- 
can Motors product accounts for 
about 50 percent of Frontier’s sales. 

He said that while the smaller 

vehicle supplements his Pontiac 
line, there always will be market 
for a larger car, Frontier has a 
separate location for its Rambler 
operation. 

Other Fort Worth dealerships 
which have joined the economy- 
import parade include Lone Star 
Motors (Edsel), which handles 
English Ford, and Ryan Motor Co. 
(Dodge-Plymouth), which has 
added Simca. 





Chevrolet Warehouse Fire 


Detroys $50,000 in Parts 

SALT LAKE CIT Y.—A two- 
alarm fire at a Chevrolet warehouse 
caused damage estimated at $60,000. 
R. A. Furstenau, Chevrolet organ- 
ization manager here, said about 
$50,000 worth of bulky parts were 
destroyed. 

Fire Chief R. A. Tanner esti- 
mated the cost of rebuilding a 50- 
by-60-foot section of the warehouse 
at $10,000: He said the fire was 
caused by a gas space heater which 
ignited parts that were stored too 
close to it. 





manufacturer was justified in can- 
celling the agency contract, and 
said: 

* e 


‘For Good Cause’ 


: HE evidence would allow but 

one conclusion that the can- 
cellation of the contract was effec- 
tuated in a lawful manner and for 
good cause. A manufacturer with 
a nationwide distribution of its 
products has a continuing interest 
in the manner its dealers carry on 
their operations. 

“A manufacturer is entitled to 
believe that its good name, the 
trade acceptance of its wares, is 
jeopardized if a dealer’s position 
is such that he has a demon- 
strated difficulty of paying bills 
and trade accounts.” 

This court also held that the 
manufacturer was entitled to re- 


* 


possess all motor vehicles in pos- 
session of the dealer. In this re- 
spect the court said: 

“The fact overwhelmingly dem- 
onstrated by the dealer’s own books 
and records was of a business 
which was then badly in default 
with no real prospects of recovery 
short of an immediate transfusion 
of new capital, Harvester (manu- 
| facturer) was more than justified 
|in terminating its entire relation- 
| ship. The moment it did this, it was 





| entitled to repossess all of the floor- | 


plan merchandise.” 


* * * 


Buyer Liable on Contract 


SS to a late higher 
court decision, the purchaser of 


Carter Licenses Bam-Metal 


ST. LOUIS.—Carter Carburetor | 
division of ACF Industries, Inc., has | 


completed a licensing agreement 
under which Bam-Metal Ltda. of 
Buenos Aires will manufacture and 
sell Carter carburetors, fuel pumps, 
fuel filters and parts in Argentina, 
according to an announcement by 
Henry A. Correa, marketing vice- 
president for ACF Industries. 








AT THIS 


LOW PRICE 


EVERY SHOP 


CAN AFFORDA 


TRANSMISSION 





ONLY SEVEN 


POUNDS PULL ON 
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an automobile is liable for payment 
to a finance company which pur- 
chased the contract from the sell- 
ing dealer, although the latter failed 
to deliver the car to the purchaser. 
For instance, in Quality Finance 
Co. v. Hurley, 148 N. E, (2d) 386, 
the testimony showed that an 
automobile dealer sold an auto- 
mobile to one Hurley for $1,300.86, 
including a $400.86 finance charge. 
| The contract was assigned to 
Quality Finance Company. Hurley 
| claimed the automobile was never 
delivered to him by the dealer. It 
was registered, however, upon writ- 
|ten application signed by Quality 
Finance Co. in Hurley’s name. 
In the meantime, the dealer went 
out of business and left the city. 
|The finance company’s officials 
|never located the car and do not 
know where it is. Hurley defaulted 
|in making agreed payments and 





the finance company sued him to 
| recover the unpaid balance due on 
| the agreement, plus a 15 percent 
attorney’s fee of $193.12. 

The higher court indicated that 
Hurley must pay this amount of 
| money to the finance company. 


CONTROLLED TILT MAKES 
REMOVAL & REPLACEMENT 
EASY... FITS ALL CARS, LIGHT 


THE AUSCO 
HI-RANGE 
DOES EVERY- 
THING OTHER 
TYPES CAN 


THE HAND WHEEL 


RAISES HEAVY 


TRANSMISSIONS... ALL 


LOWERING IS 

CONTROLLED By 
> A CONVENIENT 

FOOT-PEDAL 


PS 
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AUTO SPECIALTIES MFG. CO., INC. St. Joseph, Michigan 
Other Plants in Benton Harbor and Hartford, Mich, and Windsor, Ont., Can. 





Hydraulic Hand Jacks, Saf-Lift Jacks, 


Hydraulic Service Jacks, One End Lifts, Transmission Handlers, Shop Cranes, Garage Horses 
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Import-Car News .. . 


AUTOMOTIVE NEWS, FEBRUARY 16, 1959 


Crandall CallsImports 


New Kind of Market 


(Continued from Page 14) 


ized and supervised mechanics- 
training schools throughout the 
U. 8S, and Europe. 
= = > 
Fiat 
HANGES in the names and/or 
addresses of dealers represent- 
ing Fiat Motor Co., Inc., have been 
announced, They are: 

Lee Baron Motor Co., 1625 Canal | 
St.. New Orleans; Flushing Sports 
Cars, Inc., 135-11 Northern Boule- 
vard, Flushing, N, Y.; Sonen Mo- 
tors, Inc., 414 Main St., Port Jeffer- 
son, N. Y.; Rick Reilly, Inc., Cen- 
tral at Ardsley, Scarsdale, N. Y.; 
Motor Imports, Inc., 214 8S. Water 
St., Corpus Christi, Tex. 


* +. * 


Nisonger Corp. 
ARL G. NISONGER, president 





ef Nisonger Corp., which im- 
ports and distributes parts and ac-| 
cessories for foreign cars, said his} 
company has formed a new divi-| 
sion at Daytona Beach, Fla., to de- 
sign special performance kits for 
imported cars. 

He said one of the first kits will | 
be for the Austin-Healey Sprite. It 
was designed by Bill Sadler, de-| 
signer of the Nisonger K.L.G. rac- 
ing car. Nisonger said his company, 
with headquarters in New Rochelle, 
N. Y., has nearly 15,000 U. S. out- 
lets where imported parts for for- 
eign cars may be obtained. 

> o > 


Lotus 


AY CHAMBERLAIN, president) 

of Jay Chamberlain Automotive, 
Los Angeles, distributor of Lotus, | 
returned from London, England 
following discussion of distribution 
plans with Colin Chapman, Lotus 
president. : 

Lotus has only a 10-year history 
in the automotive world and that} 
only in the sports-car field. 

This year for the first time, Lotus 
will introduce a two-seat touring 
coupe that can be used for racing, 
rallying, shopping or business. 
Called the Elite Gran Turismo 
Coupe, it was introduced at the 
London Auto Show. The Elite will 
make its American debut at the 
Sebring Races in Florida in March 
and it is understood that first de- 
livery should follow in April. 

There will probably be only 150 
Elites available in the U. S. in 1959. 
They will sell in the neighborhood 
of $4,500. 


> * + 

Citroen 
HE overseas delivery division of 
Citroen Cars Corp. announced a 
reduction of $200 per car for| 
American tourists who wish to pur- 
chase a Citroen or Panhard abroad 
and return with it to the U. S. | 


* * * | 
Simca 
J petaieution of Simca cars in | 


jarrived 


pointed importer, distributor and 
exclusive Portland-Vancouver area 
dealer for Fiat-Abarth. 


The distributor area includes 


Oregon and parts of Washington 
and Idaho. 


* * * 


Renault 





ENAULT has opened its 14th 

regional factory parts depot in | 
the U. S., a service facility stocked 
with a five-month inventory. 

The depot, at 450-460 Arsenal 
St., Watertown, Mass., will serve 
dealerships in Massachusetts, 
Maine, New Hampshire, Vermont 
and Rhode Island. 

Robert E. Valode, general man- 
ager of Renault, Inc., said Renault 
now has 750 dealerships in the U.S. | 


Volkswagen 


NEW ways of transporting Volks- 
wagens were revealed when the 
German transport ship Karpfanger 
in Wilmington (Calif.) 
carrying a large shipment of cars. 

Nearly doubling the auto carry- 


|ing capacity, new types of “decks 
| between decks” have been installed 
jin the Karpfanger. These allow} 


smaller-size cars to be carried one | 
above the other utilizing space 
previously wasted. 

Improved methods of anchoring 
the cars for safe shipment across | 
rough ocean waters also have been 
introduced. The Karpfanger can 
carry as many as 960 Volkswagens. 

* * 2 


Small Tires in Catalog 


IRES for 13, 15, and 16-inch for- 
eign car wheels can now be 
purchased from the Montgomery | 
Ward mail-order catalog. 
The “Riverside Sport Special” is | 
featured in Ward’s spring and| 
summer catalog. It is the first tire 
of its kind to be listed in a major | 


| mail order catalog, Ward’s said. 


The Sport Special is of four-ply, 
rayon tubeless construction, and is 
offered with either black or white- 
and-black sidewall. It is available | 
in four sizes, 5.25-16, 5.50/5.90-15, 
5.60-15, and 5.60-13. 


Builder Steps Up Output 


Of Small-Car Trailers 


UBANKS INDUSTRIES, INC.,| 
Hialeah, Fla., has announced an 
increase in production of a light- | 
weight trailer designed for sports 


}and foreign cars. 


Called the “Trail Caddy,” the | 
trailer has a one-piece fiberglass | 
body, weighs about 200 pounds and | 
carries up to a half-ton in weight | 
at speeds over 100 m.p.h., the firm 
said. 

The trailer is designed for sports- 
men and outdoorsmen as well as | 


| 
} 
| 


Discuss Plans to Boost Imports— 


British automotive representatives met during the recent Chicago Auto Show to 


finalize plans to push British car imports through Chicago above $25 million. 
felt that the opening of the St. Lawrence Seaway in April would be a contributing | 
factor in that larger shiploads will be transported direct from England to Chicago. | 
Shown here, from left, are, R. A. Learoyd, U. S. representative, British Motor Corp.,; | 
British Automobile Manufacturers Assn. 


John T. Panks, chairman, 


It was 


and U. S. man- 


aging director of Rootes; Edward |. Cleary, general manager of the Chicago Auto 
Show, and Alan F. Bethell, president of Triumph in the U. S. 


Fort Worth Dealers Plan 
Public Relations Drive 


FORT WORTH.—The 1959 objec- | 


tives of the New Car Dealers Assn. 
of Fort Worth are public relations 
and membership, according to Sam 
Fleming (Buick), 
newly installed 


president of the) 


organization. 

Fleming suc- 
ceeds 
Webb (Buick). 
Other new offi- 
Anderson (De- 
Soto), 
president, 


has been retained to advise the 
association on its public relations 
program. 

“It will be an institutional pro- 
gram,” he said, “to inform the 
public that the automobile retailer 
has an important role in the com- 
munity’s economy because he pro- 


|vides and services transportation 
jand offers job opportunities to 


thousands employed in our local 
industry. 

“He is civic minded and bears 
his share of the tax burden. Also, 
we will point out that our members 
are ethical; their advertising is 


ethical and, in dealing with them, | 


the public will be assured of a fair 
sale and service.” 

Fleming continued: “We realize 
that this is not a one-shot deal. 
It will take time and adherence 
to our standards by our members 
to overcome some of the public’s 
conceptions of the new-car deal- 
er.” 

The Fort Worth association now 


Great Britain will be taken| those who want more space than is|has 19 members and seeks to sign 
over June i by Chrysler Motors, | ysuatty available in small cars, the|up every U.S. and imported-car 


Ltd. 

At present the distributor is Fiat 
(England), Ltd. Chrysler said 
existing Simca distributor and 
dealer agreements will be honored 
after it takes over. 

7 * * 


Fiat-Abarth 


ORDER MOTORS, Vancouver, 
Wash., pioneer Clark County 
Oldsmobile dealer, has been ap- 


Anchor Says Giant Press 


Ups Mat Output 30 Pet. 


CLEVELAND. — Installation of 
one of the largest presses of its 
kind in the country has enabled 
Anchor Industries, Inc., to boost 
its production of Anchor and Doan 
automotive floor mats more than. 
percent, according to Oscar C.| 
Kravitz, president. 

A new line of products has been 
developed by Anchor for which the | 


firm said. 


‘ 


dealer in the city. “We feel that 
0 


orgward Expands Training Program— 


George A. Wagner, standing, center, executive vice-president, Earle C. Anthony, 
Inc., Western United States importer of the German-built Borgward, welcomes service 


technicians to one of the service training 


sessions now being conducted throughout 


85-ton Bolling press is required, | the territory. Also shown standing are A. William Oster, left, Anthony, general sales 


Kravitz said. The new line will be 
unveiled at the Automotive Acces- 
sories Manufacturers of America| 


added. 


manager, and E. K. Dixon, service training instructor. 


in key cities and attended by mechanics 


Training sessions are held 
employed in Borgward dealerships of the 


area. Equipment used includes factory-built Borgward component units, factory-approved 
show in February at New York, he | tools and a 1959 Borgward station wagon. This Mobil Service. Training Unit is sched- 
uled to cover all states west of the Mississippi, including Alaska. 


Elmo S&.| 


first vice-| 
and| 
Bob Campbell jr.| 
(Oldsmobile), sec- 
|}ond vice-president. 


Fleming said an advertising firm | 











this can be done,” Fleming said, 
“but we have to convince them that 
they cannot afford not to be mem- 
bers.” 


As an example of the public re- 
lations program, Fleming said, his 
association and the 


Feb. 20 to raise money for the 
YMCA. 
Each dealer has been asked to 


| donate a car, and the groups hope 
cers are Wendell | 


to raise $5,000. 


independent | 
| dealer group will stage an auction 


U. S. Judge Finds ~ 
Fraud in Jaeger 


Income-Tax Case 


MILWAUKEE. — Federal Judge 
J. Gregory Bruce has ruled that 
Anthony A. Jaeger, his wife, Anna, 
and Jaeger Motor Car Co, (Pontiac) 
owe substantially all of the Federal] 
Government’s claims for $382,194 in 
unpaid income taxes and penalties 
from 1945 through 1953, 

In his 53-page decision, the judge 
also held that “a part of the defi- 


tioners for each of the years in 
issue was due to fraud with intent 
to evade tax.” 

Judge Bruce said that in 1945 
and 1946, when auto prices were 
regulated by the Government, 
Jaeger sometimes collected as much 
|} as 20 percent over the ceiling price, 
The extra cash, minus a small com- 
mission for the salesman, was 
turned over to Anthony Jaeger, the 
judge said. 

He said that from 1945 through 
1948, the Jaegers and the company 
| failed to report income from over- 
ceiling receipts totalling $67,383 in 
at least 55 transactions involving 
15 purchasers. 

Judge Bruce also ruled that from 
1946 through 1948 many cars were 
billed out to members of the Jaeger 
family in order to show a low in- 
ventory to prevent General Motors 
from cutting the dealership’s new- 
car allotment. 

The family member’s personal 
account on the company’s books 
would be charged in such cases, 
the judge said. “The family mem- 
ber never paid for the car,” he 
added, “but his personal account 
| would be credited to reflect pay- 
ment when the car was sold to the 
ultimate purchaser. 

“Once cars were removed from 
the company’s books, any subse- 
quent profit on their sale was re- 
tained by the family and not re- 
ported by the company.” 





Used-Car Notes 


AUGUSTA, Ga.—O’Tyson & 
Skinner Motor Co, has opened at 
1121 Reynolds. 
is owned and operated by E. O. 
Skinner jr. and C. M. O’Tyson. They 
said they will carry an inventory 


of about 30 cars. 
* * ” 


Takes Over Peachtree 
ATLANTA. — John F. Knoff has 


purchased an interest in the Peach- | 
tree Plymouth dealership here and | 


has taken over as president of the 
dealership. A former vice president 
of the Airtemp division of Chrysler 
Corp., Knoff becomes co-owner of 
Peachtree Plymouth with George 


-E. Schumacher, who established | 


the firm in 1957. 
= 


* * 


Burkholders Open Lot 


LANCASTER, Pa.—T. K. Burk- 
holder and John E. Burkholder 
have opened a lot at Mylin’s Cor- 
ner on the Willow Street Pike. 

* +. * 


Independents Pick Stemmons 


TULSA, Okla.—Johnny Stemmons 
has been elected president of the 
Tulsa Independent Auto Dealers 
Assn. Other officers are Lloyd Ken- 
nedy, vice-president, and Lloyd 
Jenkins, secretary-treasurer. 

x cod of 


Latils Moves U. C. Let 


BILOXI, Miss, — Latils Dodge- 
Plymouth has moved its used-car 
lot back to 325 Caillavet St. 

. 7 * 


Car Auction Organized 


PORTLAND, Ore.— Dealers 
Wholesale Car Auction has been 
organized here by C. E. Wheelock, 
C. R. Richardson, and Jo Anne 
Hanson. 


* * * 
Walker Expands Lot 


AUGUSTA, Ga.—Three lots have 
been purchased to expand Walker’s 
used-car lot at Broad and Four- 
teenth, Augusta, Ga., according to 
Stewart P. Walker, owner. The 
property was purchased from the 


Salvation Army. 
* K at 


Reliable Opens 2nd Lot 


RICHMOND, Calif—Bud Randall 
and Clara Rawls, partners in Re- 
liable Motor Co., have opened their 


The used-car firm | 


second used-car lot at 612 Twenty- 
Third St. 


> * 7 


Tony’s Motor Sales Moves 


BISMARCK, N. D.—Tony’s Motor 
Sales has moved to 2116 E. Broad- 
way. The firm is headed by Tony 
Gabriel. 


* * * 


Beard Opens U. C. Deal 


PHOENIX, Ariz.—Paul Beard, 
who has been active in automobile 
sales for more than 26 years, has 
opened Beard Motor Co. to handle 
used cars. He also operates a Ram- 
| bler dealership in Peoria, IIl. 








March of Dimes Prize— 


The first Simca Vedette shown in the 
U. S. was awarded as a March of Dimes 
prize on the “Queen for a Day” television 
show sponsored by the National Founda- 
tion for Infantile Paralysis, Taking part 
in the presentation were, from left, Pres 
| Fienberg and Mike Schwartz, owners of 
Howard Motors (DeSoto-Simca), Chicago; 
Marla Burnell, a queen of the Chicago 
Auto Show, and H. J. Washington, Simca 
Midwest area sales manager. 
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Auto Markets 


(Continued from Page 38) 


only six below December and was 
196 units or 8.4 percent ahead of 
the first month of 1958. 

Used-car sales picked up but 
still trailed a year ago. Last 
month’s total of 4,387 was 355 
ahead of December but 452 be- 
hind January last year. Truck 
gales also trended upward. The 
January total of 154 was 28 ahead 
of December and 39 above a year 


ibevrolet continued as new-car 
gales leader with 554 registrations, 
but Ford was putting on the pres- 
gure with a total of 504. Registra- 
tions of other makes were: Olds- 
mobile, 141; Pontiac, 134; Plymouth, 
102; Dodge, 96; Rambler, 84; Buick, 
tT: Cadillac, 45; Studebaker, 45; 
Mercury, 36; Volkswagen, 28; Ren- 
ault, 27; DeSoto, 16; Edsel, 15; 
Metropolitan, 13; Opel, 12; Chrysler, 
10; Simca, 10; Imperial, 6; Isetta, 
5; Vauxhall, 5, and miscellaneous, 


a new-truck sales, Chevrolet had | 
57: Ford, 40; GMC, 12; Interna- 
tional, 12; Dodge, 9; Volkswagen, 
8; Diveo, 5; Mack, 4; Reo, 4, and 
Willys, 3—(Justin Henley.) 

+o = + 


Cincinnati 

A total of 2,624 new cars, includ- 
ing 108 imports, were sold in Cin- 
cinnati in January, compared with 
3022 in December, including 104 
imports. 

By makes, January registrations 
were: Chevrolet, 693; Ford, 599; 
Oldsmobile, 265; Buick, 200; Ram- 
bler, 157; Pontiac, 132; Plymouth, 
117; Cadillac, 79; Mercury, 60; 
Studebaker, 58; Dodge, 44; Volks- 
wagen, 36; DeSoto, 31; Edsel, 26; 
Lincoln, 17; Renault, 14; Chrysler, 
14; Opel, 10; Austin, 7; Fiat, 7; 
Simca, 7; Triumph, 7; Metropolitan, 
6; Vauxhall, 6; English Ford, 5; 
Volvo, 5; Imperial, 5; Willys, 2, and 
miscellaneous, 15. 

Used-car sales numbered 3,127 
in January, including 42 imports. 
A month earlier, the total was 
2,380, including 44 imports. 
New-truck registrations amounted 
to 202, compared with 207 in Decem- 
ber. By makes, registrations were: 
Chevrolet, 87; Ford, 69; Dodge, 11; 
GMC, 10; Mack, 9; International, 5; 
Volkswagen, 3; Lloyd, 3; Diamond 
T, 1; English Ford, 1; Studebaker, 
1; White, 1, and Willys, 1. 
Used-truck sales totalled 154 in 
January, compared with 139 in De- 
cember.— (Frank Kappel.) 

oa > 


Akron 


The automobile business started 
off in Summit County (Akron) this 
year at a substantially faster pace 
than in 1958. Total registrations of 
new cars rose to 1,635 in January 
for a gain of 17 percent over the 
same month last year. 

Demand for trucks also was 
higher but the increase was not as 
great. Truck sales totalled 113, 
compared with 93 in 1958 for a gain 
of 10.7 percent. 

There .were 44 different makes of 
cars registered during the month 
with 28 of them imports. Volks- 
Wagen, with 24 sales, ranked 13th 
and again headed the foreign ve- 
hicles. 

Only major ehange in the stand- 
ings saw Rambler move into sev- 
enth place with 72 registrations, 
topping Mercury with 55 and Dodge 
with 53. Chevrolet was again the 
front-runner with 474 deliveries, 
compared with Ford’s 337 and 
Plymouth’s 115. Oldsmobile nosed 
out Pontiac for fourth place, 91 to 
9, and Buick was next with 82.— 
(Joe Kuebler.) 

+. 





Buffalo 

Martin J. Echtenkamp, president 
of the Buffalo Automobile Dealers 
Assn., reported that sales of new 
cars in the Buffalo area are on the 
upturn. 

Echtenkamp estimated that sales 
of new cars in this area during 
January were about 20 percent 
higher than in the same period a 
year ago. 

“Early predictions of about 5,- 

,000 new-car sales in the country 
ae calding up pretty well, too,” he 


He reported that sales in the 
Buffalo area were aided by the 
association’s sponsorship of Auto 

ow Week in dealer showrooms. 
Inclement weather during the week 


ended Jan, 24 prompted the associ- 
ation to extend the special week 
until Jan. 31, During the second 
week of the show, traffic in dealers’ 
showrooms jumped considerably 
from the first week and sales im- 


proved, he said.—(George E. Toles.) 
+ a + 


Wisconsin 

More imported cars were sold in 
Wisconsin in 1958 than ever before, 
according to figures compiled by 
the Wisconsin Automotive Trades 
Assn. 

The 12-month count was 4,026, 
compared with 2,532 a year earlier, 
for a gain of 59 percent. 

By makes, registrations were: 
Volkswagen, 1,905; Triumph, 295; 
Vauxhall, 261; Opel, 210; Renault, 
186; Hillman, 174; Mercedes-Benz, 
138; Volvo, 130; Simca, 103; Met- 
ropolitan, 90; MG, 79; Isetta, 67; 
Goliath, 43; Porsche, 38; Jaguar, 
38; DKW, 34; Borgward, 33, and 
Fiat, 29. 

Morris, 27; Lioyd, 24; Austin, 23; 
Goggomobil, 19; Alfa Romeo, 13; 
SAAB, 12; Sunbeam, 11; Skoda, 10; 


Citroen, 8; Tempo, 6; BMW, 5; 
Panhard, 5; Morgan, 3; Maico, 2; 
Zundapp, 1; Ferrari, 1; Taunus, 1; 
Peugeot, 1, and Berkeley, 1.—(John 
E. Hubel.) 


* * 


Louisville 

January new-car registrations in 
Louisville numbered 1,590, compared 
with 1,396 in January a year ago. 
The number was virtually un- 
changed from December’s 1,594. 

By makes, January registra- 
tions were: Ford, 441; Chevrolet, 

422; Oldsmobile, 116; Plymouth, 

102; Pontiac, 79; Rambler, 71; 

Buick, 55; Edsel, 52; Mercury, 

51; Cadillac, 30; Dodge, 23; Stude- 

baker, 22; Chrysler, 10; DeSoto, 

6; Lincoln, 3, and miscellaneous, 
104. 

New-truck sales numbered 147 in 
January, compared with 138 in 
December and 122 in January, 
1958. By makes, they were: Ford, 
53; Chevrolet, 51; International, 12; 
Volkswagen, 8; GMC, 7, and miscel- 
laneous, 16—(A. W. Williams.) 

= : 


+ 
Middletown, O. 

A total of 507 new cars were reg- 
istered in Butler Country (Middle- 
|town), O., in January, compared 
| with 603 in December and 347 in 

| January a year ago. 
| By makes, registrations were: 


* 











Chevrolet, 134; Ford, 102; Rambler, 
40; Oldsmobile, 39; Pontiac, 36; 
Plymouth, 30; Buick, 27; Mercury, 
16; Dodge, 16; Volkswagen, 14; 
Studebaker, 11; Cadillac, 11; Chry- 
sler, 5; DeSoto, 5; English Ford, 5; 
Renault, 5; Edsel, 2; Lincoln, 1; 
Imperial, 1, and miscellaneous, 7. 

There were 29 new trucks reg- 
istered. GMC, with 9, was best- 
seller.—(Ernest C. Kish.) 

* * + 
Minneapolis 

New-car deliveries in Hennepin 
County (Minneapolis) during Janu- 
ary showed little of the sales 
bounce that had been predicted 
earlier. 

The month’s total was 2,821, 
compared with 2,781 in January a 
| year ago, an increase of 40 units. 

Minneapolis dealers still report 
difficulties in getting the cars they 
want from the factories. 

By makes, January sales were: 
Chevrolet, 797; Ford, 609; Oldsmo- 
bile, 228; Plymouth, 207; Rambler, 


|illac, 86; Dodge, 77; Mercury, 77; 


24; Lincoln, 24; Volkswagen, 18; 
DeSoto, 17, and miscellaneous, 92. 
New-truck registrations numbered 
158 during the month and were 
divided as follows: Chevrolet, 85; 
Ford, 46; International, 10; GMC, 
5; Dodge, 3; Volkswagen, 2; Willys, 





172; Pontiac, 160; Buick, 155; Cad- | 
| Studebaker, 49; Edsel, 29; Chrysler, | 


2; Divco, 1; White, 1, and miscel- 
laneous, 3.—(Donald M. Lyons.) 
* * * 


Washington, D. C. 

January saw 1,468 new cars reg- 
istered in the National Capital 
area, compared with 1,788 in De- 
cember and 1,668 in the year-ago 
month. 

By makes, registrations were: 
Chevrolet, 329; Ford, 287; Plymouth, 
153; Pontiac, 98; Oldsmobile, 88; 
Cadillac, 72; Rambler, 59; Dodge, 
50; Buick, 39; Studebaker, 38; Mer- 
cury, 32; Chrysler, 16; DeSoto, 12; 
Lincoln, 12; Edsel, 7; Imperial, 6, 
and miscellaneous, 170. 

New-truck registrations dropped 
to 147 in January from 186 in De- 
cember, but were still ahead of the 
116 counted in January, 1958, 

By makes, they were: Ford, 53; 
Chevrolet, 47; Dodge, 9; Interna- 
tional, 7; GMC, 6; White, 3; Willys, 
3; Diveo, 2, and miscellaneous, 17. 

-(William Ullman.) 


Wood to Offer Goodyears 


SANTA FE, N. M.—E. R. Wood, 
|president of the Santa Fe Motor 
Co. (Chevrolet), announced that 
his firm would add the exclusive 
| distributorship for Goodyear tires 
|in the Santa Fe area. The new line 
will be handled in addition to Gen- 
eral tires and Kraft Treads. 





Now... true acrylic colors for 


refinishing with Ditzler’s 
crylic Color Mixing Service 






scale for 
precise mixes 






ow you can match all of the long- 
lasting, brilliant new acrylic 
colors featured on many of today’s 
new cars with Ditzler’s Acrylic Color 


Mixing Service. 


e Ditzler has made available a com- 
plete new series of DURACRYL base 


colors and hundreds of 


tested formulas. These colors are true 
acrylics, not modified lacquers. With 
them you can duplicate precisely 
the beauty and depth of color, high 
gloss and outstanding durability of 


modern acrylic finishes. 


Ditzler Color Division, 


we. 


Exact-weight 


Complete line of 
DURACRYL® base colors. 


Smooth-running, quiet power agitator. 






laboratory- 


Pittsburgh Plate Glass Company ° 


DITZLER 


PAINTS 


¢ GLASS + CHEMICALS + BRUSHES 


ae 


TTSBPureGnr 


e With this mixing service, pioneered 
and perfected by Ditzler, you can 
mix these colors as easily and quick- 
ly as conventional lacquers. You can 
prepare the amount you need when 
you need it, for a spot repair or a 
complete refinishing job. There’s no 
waiting, no waste. 


© Ditzler’s Acrylic Color Mixing Service 
offers you added opportunity for 
profitable business on millions of new 
cars originally finished with acrylics. 
Get in touch with your nearest Ditzler 
jobber for further information. 


tion 
Detroit 4, Mich. 


¢ PLASTICS 


eS GLASS 


@® DURACRYL is now be- 
ing used on the produc- 


manufacturers 
acrylic finishes as orig- 
inal equipment. 
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Used-Car Auction Prices 


(Continued from Page 42) 


54 Bel Air 2-dr., $525; One-fifty 2-dr., 
$445. 

*53 Two-ten 4-dr., $505, $485°*. 

‘52 Deluxe station wagon, $485; 2-dr., 


$345*. 

51 Styleline 2-dr., $330. 

'49 4-dr., $120. 

‘58 Firesweep Sportsman 2-dr., 
2,195* (ps). 

a Fireflite Sportsman 2-dr., $1,050* 
(ps). 

DODGE—’57 Coronet (8) 4-dr. 

*55 Royal (8) Lancer 2-dr., 
onet (8) 4-dr,, $815*. 

FORD—'59 Galaxie Hardtop 4-dr., $2,750° 
(ps); ranch wagon (6), $2,300*; Cus- 
tom (8) 4-dr., $2,175*. 

"658 Thunderbird 2-dr, country sedan (8), 
$2,080", $2,060* (ps), $2,050*; Fair- 
lane (8) 500 Victoria 2-dr., ‘$2, 045° 
(ps). 

'57 Country squire (8), $1,770*, 
Fairlane (8) 500 2-dr., $1,645°; 
toria 2-dr., $1,485* (ps); Custom 
300 2-dr., $1,365*; 4-dr., $1,315, 
305*, $1,300*. 

56 Fairlane (8) conv., 
Victoria 2-dr.. $1,060° 
(8) 4-dr., $945; 2-dr., 
2-dr., $890; Main (6) 2-dr., 
tom (6) 2-dr., $805*. 

‘55 Country squire (8), 
lane (8) 4-dr.. $915*; $885°; Custom 
(8) 2-dr., $835; 4-dr., $750. 

"54 Crest (8) Country “squire, $865*. 

'53 Crest (8) Victoria 2-dr., $420*. 

"52 Custom (8) 2-dr., $375*, $250°; 
Crest (8) Victoria 2-dr., $315. 

LINCOLN—’55 Capri Hardtop 2-dr., 
115° (ps). 
MERCURY—'57 

$1,775* (ps); 
$1,680°; 4-dr., 

"56 Montclair 
(ps). 

"55 Montclair 


$1,530°. 
$825°; Cor- 


$1,720° ; 
Vic- 
(8) 
$1,- 


$1,145* (ps); 
(ps); Custom 
$895; Main (8) 
$865; Cus- 


$1,045*; Fair- 


Montclair Hardtop 4-dr., 
Monterey Hardtop 2-dr., 


$1,545°. 
Hardtop 2-dr., $1,325° 


Hardtop 2-dr., $980°; 
Monterey 4-dr., $960° (ps). 
*52 Custom 2-dr., " $335°. 
NASH—'56 Ambassador 4-dr., $795* (ps). 
OLDSMOBILE—'57 (88) Super Holiday 2- 
dr., $2,100° (ps); (88) 2-dr., $1,580°. 
"56 (88) Holiday 2-dr., $1,450° (ps). 
™ (38) Super Holiday 4-dr., $1,180° 


ps). 
we moa) Holiday 2-dr., $960° (ps); 
2-dr.. $725°. 
"53 (88) Super 4-dr. $470° (ps). 
"51 (88) Super 4-dr. 
PACKARD—'53 Clipper 4- dr., $400°. 
PLYMOUTH — 58 Fury Hardtop 2-dr., $2,- 
360° (ps); Custom (8) station wagon. 
$2.150* (ps); Belvedere (8) Hardtop 
4-dr., 2 at $2,000° (ps), $1,905°. 
"SS Plaza (6) 4-dr., $590. 
PONTIAC— 55 Star Chief 4-dr., $850*. 
"53 Chieftain 4-dr., $425° (ps). 
"51 Chieftain Catalina 2-dr., $215°. 
RAMBLER—'59 Custom (6) 4-dr., $2,105*. 
"SR Ambassador (8) 4-dr., $1,965° (ps); 
— (8) Hardtop 4-dr., $1,920°; Cus- 
(6) 4-dr., $1,820°. 
‘3° 8 Super (6) station wagon, $345". 
MISCELLANEOUS—'55 Chevrolet (6) 
pickup, $710. 
"52 Dodge pickup, $400. 
"48 Chevrolet Carryall, $285. 


DETROIT 


Motor City Auto Auction. Sale every 
Monday. Prices are for sale of Feb. 2. 
Bidding was brisk in spite of zero weather. 
Sold 148 cars from 260 consignments. 
BUICK—'58 Super Riviera 4-dr., $2,305° 

(ps); Century 2-dr., $2,250° (ps). 

‘ST Century Estate wagon, $1,.850° (ps); 

Super 2-dr., $1,650° (ps), $1,550 (ps), 
$1,460 (ps); 4-dr., $1,525° (ps). 

"56 Special Riviera 4-dr., $500*. 

‘S55 Special 4-dr., $875°; Century conv., 

$750°; RM 4-dr., $725°. 

"S4 Skylark conv., $800° 

2-dr., $550°; Super 4-dr., 
tury 2-dr., $575°. 

"53 Special 4-dr., $380°. 
CADILLAC—'57 (62) coupe de Ville, $2,- 

900° (ps). 

"56 (62) coupe de Ville, $2,100° (ps). 

ROLET—'58 Impala (8) conv., $1,- 
965; Bel Air (8) 2-dr., $1,790°; Bis- 
cayne (8) 2-dr., $1,550°. 

"ST Two-ten (8) station wagon, $1,525°; 

2-dr., $1,050; 4-dr., $960; Bel Air (8) 


2-dr., $1,375°. 
$955, $850; Bel 


"56 Two-ten (8) 4-dr., 
Alr (6) 2-dr., $900; Two-ten (6) 2- 
$850°, 


$725*; 4-dr., $800°; Bel Air (6) conv., 
$825°; 2-dr., $750°; Two-ten (8) 4-dr., 
$735* ; 2-dr., $660, $545; Two-ten (6) 
2-dr., $615, $540°, $460. 

"54 Bel Air 2-dr., $625°, $525°; 
$500°, $475; Two-ten 2-dr., $530, 
$485°; One-fifty 2-dr., $375. 

"53 Bel Air 2-dr., $375°, $325; 4-dr., 
$360°*; Two-ten 2-dr., $340, $335, $230, 
$245°. 

"52 Deluxe 2-dr., $330, $315*. 

CHRYSLER—'57 Windsor Hardtop 2-dr., 
$1,610* (ps). 

55 Windsor Newport, $910* 


(88) 


(ps); Special 
$480°; Cen- 


dr., > 
"55 Bel Air (8) Hardtop 2-dr., 


4-dr., 


at $1, - 
$750° 


pope ss Custom Royal (8) 4-dr., $1,- 
"57 Royal (8) 2-dr., $1,460* (ps); Custom 
Royal (8) 4-dr., $1,450° (ps). 

’55 Royal (8) 4-dr., $735°, $725°. 
"54 Royal (8) 2-dr., §470°, $360°. 
FORD—’'58 Fairlane (8) 500 2-dr., $1,725*. 
"ST Fairlane (8) 500 conv., $1,615* (ps); 
2-dr., 2 at $1,450° (ps), $1,325; 4-dr., 

(ps), $1,100; country squire 
; country sedan (8), $1,- 
$1,425*; ranch wagon (8), $1,- 


280. 

"56 Parklane (8), $1,200°; Fairlane (8) 
Victoria 2-dr., 2 at $850*; club sedan, 
$800; Custom (8) 2-dr., $760. 

"55 Country sedan (8), $810; Fairlane 
(8) Town sedan, $600. 

4-dr., $425°; Main (6) 


= _ iredome Sportsman 4-dr., 


country sedan, 2 
dr., $310; Main (8) 2-dr., $275; 4-dr., 
$265; Custom (6) 2-dr., 
"62 Custom (8) 2-dr., $280°; Main (8) 
ranch wagon, $215. 
"651 Custom (8) 2-dr., $140. 
MERCUR Montclair 


—'58 4-dr., $1,650*° 
(ps). 


’57 Montclair 2-dr., $1,550* (ps); 4-dr., 
$1,470* (ps); Turnpike Cruiser 4-dr., 
$1,610*; cee tae) 4-dr., $1,445* (ps); 


conv., $1, 295* (ps 
55 Montclair 2-dr., '§720°; Custom 2-dr., 
2-dr., 


$490. 
’54 Monterey 4-dr., $475, $430*; 
$470° (ps). 
’53 Monterey station wagon, $375* (ps). 
NASH—’54 Ambassador 4-dr., $375*. 


OLDSMOBILE —’'57 (98) 4-dr., $1,700*; 
(88) Super 4-dr., $1,650* (ps). 
’56 (88) Holiday 4-dr., $1,150*. 
’54 (88) 2-dr., $900*° (ps), $700°; 
* (ps). 

"53 (98) 4-dr., $450* (ps). 
PLYMOUTH—’58 Belvedere (8) 4-dr., $1,- 
780° (ps); 2-dr., $1,740* (ps). 

’57 Custom (8) Suburban, $1,450*, $1,- 
415*, $1,100; Belvedere (8) 4-dr., $1, 
450° (ps); Savoy (8) 4-dr., 2 at §$1,- 
075*. 

’56 Belvedere (8) 4-dr., $750*. 

’55 Plaza (6) 4-dr., $330. 

PONTIAC—’57 Star Chief 4-dr., 
(ps); 2-dr., $1,475*. 

’56 Chieftain 4-dr., $825°*. 

'55 Chieftain station wagon, $990°*; 
$550; Star Chief 2-dr., $690°*. 

"54 Chief 4-dr., 2 at $500°; 

° 


-» $330°. 
(6) Country club, 


4-dr., 


$1,565*° 


2-dr., 
2-dr., 


53 Chieftain (6) 2-dr 
RAMBLER—'54 Super 
$350 


MISCELLANEOUS—'52 Chevrolet pickup, 
$325. 


WEST PALM BEACH, FLA. 


West Paim Beach Auto Auction, Sale 
every Thursday. Prices are for sale of 
Feb. 5. Market very strong and bidding 
active. 

BUICK—'57 Special 4-dr., $1,300°, 
"56 Special 4-dr., $1,100* (ps). 
‘55 Super Hardtop, $750° (ps), 

(ps); Special Hardtop, $750*, 
$670". 

"54 RM 4-dr. $375° (ps). 

‘53 Special Hardtop, $400*; 
$400°; 4-dr., $310°. 

"52 Special Hardtop, $250°; 
$190°. 

CADILLAC—'59 (62) coupe, $4,700* 
’56 sedan de Ville, $2,135* (ps), 

(ps); (62) comv., $1,700° (ps). 

"53 (60) Special 4-dr., $950* (ps); 
Hardtop, $670° (ps). 

CHEVROLET "58 Nomad (8) station 

wagon, $2,010°; Brookwood (8) sta- 
tion wagon, $1,975* (ps); Brookwood 
(6) station wagon, $1,870° (ps); Bel 
Air (8) 2-dr.. $1,775°. 

"ST Two-ten (6) 4-dr.. $840°*. 

"56 Two-ten (6) 2-dr., $840°. 

"55 Two-ten (8) station wagon, $865*; 
Two-ten (6) 2-dr.. 2 at $770, $590°; 
One-fifty (6) utility sedan, $400. 

"54 Two-ten 2-dr.. $335. 

‘51 Deluxe Hardtop, $200; conv., $190. 

CHRYSLER—'52 NY 4-dr., $275°" (ps). 

DeSOTO—'55 Firedome (8) Hardtop, $750* 


$710° 
$700", 


Super 2-dr., 
Super 2-dr., 


(ps). 
$1,930° 


(62) 


(ps). 
DODGE—'57 Coronet (8) Hardtop, $1,285; 
2-dr., $890. 
‘53 Coronet (8) 2-dr.. $275°*. 
FORD—'58 Fairlane (8) 500 conv., $1,- 
760° (ps); Fairlane (8) Hardtop, $1,- 
685° (ps); Del Rio (8) station wagon, 
$1,730° (ps). 
"S7 Fairlane 
2-dr., $910. 
"56 Thunderbird conv., $1,860° (ps); 
Country Sedan (8) station wagon, $1,- 
090°, $1,075° (ps), $910°; Country Se- 
dan (6) station wagon, 31, 010° (ps); 
Fairlane (8) 4-dr. $865, $820. 
’55 Custom (8) 2-dr., $560°. 
"4 Custom (8) Hardtop, $740°; 


(8) 4-dr., $1,235° (ps); 


2-dr., 


$300. 
"53 Custom (8) $350°; Custom 
(6) coupe, $270. 
IMPERIAL —'S3 4-dr., $375° (ps). 
MERCURY —'57 Voyager station 
$1,740° (ps). 
"SS Monterey station wagon, 
(ps); Custom 2-dr., 
"54 Monterey 4-dr., $460°, $430°. 
OLDSMOBILE—'57 (98) Hardtop, $1,750° 
(ps), $1,650° (ps); coupe, $1,550° 


(ps): 
"55 (88) Hardtop, $895° (ps) 
"54 (88) 2-dr.. $610° (ps); 


Used Imported 
Cars 


Albany 
SAAB—'58 2-dr., $1,200. 
Volkswagen—'56 Sunroof, $900. 
Daytona Beach, Fla. 


English Ford—'58 Anglia 2-dr., $1,050. 
"ST Anglia 2-dr., $815. 
"55 Anglia 2-dr., $515. 

Morris—'58 Minor 4-dr., $975. 

Simea— 58 4-dr., $965. 


Detroit 
Volkswagen—'59 2-dr., $1,705. 


Los Angeles 


—— "59 roadster, $985. 
, $350. 


4-dr., 


wagon, 
$1,000° 


(98) 4-dr., 


Volkswagen—’57 Ghia coupe, $1,940; Kar- 
a ae $1,925; Sunroof 2-dr., $1,- 


Volvo—'57 2-dr., $1,200, $1,195; station 
wagon, $1,180. 


New York 
Metropolitan—’54 conv., $375. 


Portland, Ore. 
Volkswagen—'57 2-dr., $1,255. 


Warehouse Point, Conn. 


Hiliman—’'56 Husky, $305. 


West Palm Beach, Fla. 
Ford—'S8 Angila 2-dr., $820. 


$570* (ps). 
’51 (98) 4-dr., $250*. 
PACKARD—’53 Clipper 2-dr., $150. 
"40 conv., $150. 
PLYMOUTH — ’58 Custom Suburban (8) 
—r are, $1,730*; Plaza (6) 4- 
$1,130*, at $1,100. 
‘eT fury (8) ‘Hardtop $1,630* (ps). 
55 Belvedere (6) station wagon, $710, 


$540. 
"53 Cambridge (6) 4-dr., $175*. 


PONTIAC — ’58 Bonneville conv., $2,250* 
(ps). 
’56 Chieftain Hardtop, $1,100* (ps). 
’55 Chieftain station wagon, $865* (ps). 
‘54 Chieftain (8) 4-dr., $400*. 
’53 Chieftain (8) 4-dr., $325*. 
RAMBLER—’59 Super (6) 4-dr., 
‘54 Deluxe 2-dr., $310. 
STUDEBAKER—’53 Champion (6) Hard- 
top, $375. % 


$1,900*. 


MISCELLANEOUS—’57 Chevrolet (8) 
ton pickup, $980. 
’55 GMC (6) %-ton truck, $470. 
’51 Chevrolet (6) %-ton pickup, $195. 


LITTLETON, COLO. 


Colorado Auto Auction, Inc, Sale every 
Monday. Prices are for sale of Feb, 2. 
BUICK—’ 57 Special 2-dr., $1,695* (ps); 4- 

dr,, $1,660* (ps); Estate wagon, $1,- 
325° (ps). 

'56 Special 2-dr., $1,240*° $910. 

’55 Super 2-dr., $915* 

’53 Special 2-dr., $210. 

CADILLAC—'58 (62) sedan de Ville, $3,- 
975* (ps), $3,600° (ps). 

'57 (60) Special 4-dr., $3,185* (ps); (62) 

sedan de Ville, $2,950* (ps), $2,790* 


(ps), 
(ps). 


(ps). 
'56 (62) coupe de Ville, $2,180* (ps). 
55 (62) sedan de Ville, $1,630° (ps), 
$1,600* (ps); (60) Special 4-dr., $1,- 
500* (ps). 
CHEVROLET—'59 Impala (8) coupe, $2,- 
645°, $2,375. 

58 Impala (8) 2-dr., $2,255* (ps); 
Brookwood (8), $2,100* (ps), $2,075* 
(ps), $2,050° (ps), $1,810°; Bel Air 
(8) 4-dr., $1,975, $1,805* (ps); Yeo- 
man (8), $1,815*; Biscayne (8) 2- 
r., $1,525. 

’S7 Two-ten (8) Beauville, $1,600°, $1,- 
585* (ps), $1,515, $1,400. 

"56 Bel Air (8) 4-dr., $1,270*° (ps), $1,- 
225° (ps), $1,175* (ps); Two-ten (8) 
4-dr., $1,100° (ps), $1,075*, $1,045*, 
2 at $1,015* (ps), $1,000; Bel Air (6) 
2-dr., $995, $965. 

‘55 Two-ten (8) 4-dr. $1,050°, $980° 
(ps); Bel Air (8) 4-dr., $1,000* (ps), 
$960. 

‘54 Bel Air 4-dr., $595; 2-dr., $550. 

CHRYSLER—’'55 Windsor Town & country, 
$1,305* (ps); NY St. Regis, $975° (ps). 

CONTINENTAL—'56 Mark II Hardtop 2- 
dr., $4,225° (ps). 

DeSOTO—'55 Firedome 4-dr., $600°*. 

DODGE — ‘59 Coronet (8) 2-dr., $2,850° 
(ps). 

"S4 Royal (8) 4-dr.. $390° (ps). 

"53 Meadowbrook (6) 4-dr., $200, 
EDSEL—’'58 Citation 4-dr.. $1,900° (ps). 
FORD—'59 Galaxie 4-dr.. $2,920° (ps). 

‘58 Thunderbird 2-dr.. $3,410° (ps); 
Fairlane (8) 500 4-dr.. 3 at $1,975*° 
(ps), $1,930° (ps), $1,880* (ps), $1,- 
795, $1,785° (ps); Fairlane (8) 4-dr., 
$1,805° (ps), $1,490; Custom (8) 300 
4-dr.. $1,650, $1,585; 2-dr., $1,590°, 
$1,350°, $1,300. 

"S57 Fairlane (8) 500 2-dr.. $1,650°, $1,- 
630° (ps), $1,595* (ps); Fairlane (8) 
2-dr., $1,500°, $1,405* (ps); Custom 
(8) 300 4-dr., $1,350° (ps), $1,335° 
(ps), $1,225°, $1,175*, $1,085. $1,035. 

*56 Custom (6) 2-dr., $740, $715*, $695, 
$685. 

‘55 Fairlane (6) 2-dr.. $680°; Custom 
(8) 4-dr., $675*, $625°. 

"54 Custom (8) 4-dr., $600*, $545. 

"53 Custom (8) 4-dr.. $400, a1. 

"52 Custom (8) 4-dr., $220°*. 

LINCOLN — ‘58 Premiere 4-dr., $3,525* 
(ps). 

"57 Premiere 2-dr.. $2,500° (ps). 

'56 Premiere 2-dr., $1,810° (ps). 
MERCURY—'58 Monterey 2-dr., 

4-dr., $1,595. 

"56 Medalist 4-dr. b 

"55 Montclair 2-dr., $1,070 (ps); 
terey 4-dr. $700°. 

NASH—'52 Statesman 4-dr.. $210. 
OLDSMOBILE —'59 (88) 4-dr., 
(ps). 

58 (88) Fiesta, 

"56 (98) 4-dr., 
$1,175* (ps), 
055* (ps). 

"54 (88) 2-dr., $700° (ps). 

"50 (88) 2-dr., $105*. 

PLYMOUTH—'59 Fury (8) 4-dr., $2,675*. 

"57 Custom (8) Suburban, $1,755*; Bel- 
vedere (8) conv., $1,390° (ps). 

PONTIAC—'57 Super Chief 2-dr., $1,485°; 
Chieftain 2-dr., $1,050°. 

"56 Chieftain station wagon, $1,270* 
(ps). 

"53 Chieftain station wagon, $290°*. 

RAMBLER—'59 Custom (8) 4-dr., $3,010. 

"58 Custom (8) Cross country, $1,925, 
$1,805°*. 

"57 Super (8) 4-dr., $1,575°. 

WILLYS—’'58 Jeep, $1,272, $1,265. 

"56 Jeep, $1,080. 

MISCELLANEOUS—’'59 Ford %-ton pick- 
up, $1,759. 

’56 Ford %-ton pickup, 2 at $600*. 


"51 Ford %-ton pickup, $215. 
"46 Dodge 2%-ton, $475. 


ALBANY 


Buyers and sellers braved 5 degree below 
zero weather here today; they sure did not 
come to visit. Trading was real brisk. 
prices unchanged, buyers galore and a lot 
of top clean cars. It was a fast market 
from start to finish. Could have easily 
sold another 75 cars. Sold 118 cars from 
150 consignments. 

BUICK—’57 Special conv., $1,640*. 
’56 Super 4-dr., $1,095* (ps); RM 4-dr., 
o oo. (ps); Special Riviera 4-dr., 


’55 Century Riviera 2-dr., $870*. 

’53 Special Riviera 4-dr., $360*. 
CADILLAC—’58 (62) coupe de Ville, $3,- 
925° (ps). 

"57 (62) sedan de Ville, $2,850* (ps); 
coupe de Ville, $2,785* (ps). 

"56 (62) coupe de Ville, $2,000* (ps), 
— (ps); sedan de Ville, $1,950* 
ps). 

"54 (62) coupe de Ville, $1,325* (ps), 
$1, ae so: (60) Special 4-dr., $1,- 

ps 


"51. (62) sedan de Ville, $150*. 
CHEVROLET — ’57 Two-ten (8) station 
wagon, $1,600* (ps); 4-dr., $1,100; 
. Air (8) 4-dr., $1,540° (ps), $1,- 
$1,235*; Hardtop 2-dr., $1,500*; 
Bel “an (6) 4- -dr., $1,300; Two-ten (6) 
4-dr., $1,175*, $1,170°, $1,070°; 2-dr.; 


$1,050, . 
’56 Bel Air (8) 4-dr., $1,270* (ps); Two- 
ten (8) station wagon, $1,125, $1,050°*; 


$1,825; 


Mon- 


$3,185° 


$1,925. 
$1,490° (ps); 
$1,080° (ps); 


(88) 4-dr., 
2-dr., $1,- 


Model Breakdown 
Of Auction Averages 


Feb., 1959 Jan., 
To Date 1959 


$2,889 
2,040 
1,395 
1,007 
781 
476 
314 
218 


‘1988 


$2,562 
2,148 
1,492 
1,068 
806 


507 
326 
225 


Average $1,109 $1,140 $1,142 


(6) station wagon, $990, 

(8) station wagon, $950*; 

Bel Air (8) 2-dr., $920°; 4-dr., $850; 

conv., $850*; Bel Air (6) 2-dr., $890, 
$810*; Hardtop 2-dr., $825. 

54 Bel Air 4-dr., $625* (ps); 2-dr., 
$585*; Two-ten Delray, $570. 

’53 Bel Air 4-dr., $400*; One-fifty 2- 
dr., $300. 

52 Deluxe 2-dr., $150. 

CHRYSLER—’58 NY conv., $3,025* (ps). 
DeSOTO—’56 Fireflite 4-dr., $1,080*° (ps); 
Firedome 4-dr., $1,000°. 

’55 Firedome Sportsman 2-dr., $860* 
(ps). 

’53 Firedome conv., $270*. 

DODGE—’58 Royal (8) Lancer, 
(ps). 

'57 Coronet 
(8) 4-dr., 

"55 Coronet (8) 4-dr., 

54 Royal (8) 2-dr.. 

EDSEL—’58 Ranger 2-dr., $1,575°*. 

FORD—’58 Thunderbird 2-dr., $3,200* (ps); 
Fairlane (8) 4-dr., $1,850* (ps); Fair- 
lane (8) 500 Victoria 2-dr., $1,700° 
(ps); Del Rio (8), $1,590. 

’57 Country sedan (8), $1,475*; Fairlane 
(8) 500 conv., $1,470*, $1,435° (ps); 
2-dr., $1,350*°, $1,255°, $1,230°; Fair- 
lane (8) 4-dr., $1,425° (ps); Victoria 
2-dr., $1,400*; Custom (8) 300 4-dr., 
$1, 200° ; Custom (6) 300 4-dr., $1,200°. 

"56 Fairlane (8) 2-dr., $1, 025° (ps); 
ranch wagon (8), $835; Custom (8) 
4-dr., $830°; 2-dr., $650*; Custom (6) 
2-dr., $730. 

"55 Fairlane (8) 
Custom (8) 4-dr., 

"54 Custom (6) 


$1,925* 


(8) 4-dr., 
$1,210* (ps). 
$610*. 
$320*. 


$1,300*; Royal 


Victoria 2-dr., 


$560. 
ranch wagon, $410; 4- 


$650° ; 


dr., $350. 

"53 Main (8) ranch wagon, $425; Crest 
(8) Victoria, $400*; Custom (6) coun- 
try sedan, $360; 4-dr., $320, $310; 
Main (6) 4-dr., $180. 

"52 Custom (8) 4-dr., $250. 
IMPERIAL—'56 4-dr., $1,425* 
LINCOLN—'55 Custom 4-dr., 

"54 Capri 2-dr., $665°. 
a —’57 Montclair 4-dr., 


(ps). 
$980° (ps). 
$1,575° 


+53 Tee 4-dr., $370°. 
NASH—'55 Statesman 4- dr., $300*. 
OLDSMOBILE—'57 (98) Holiday 2-dr., 
750° (ps). 

"55 (98) Holiday 2-dr., 
4-dr., $1,030° (ps); 
$1,000°. 

"54 (98) 4-dr., $630° (ps). 

"53 (88) Super 4-dr., $335°. 

PACKARD—’'55 Clipper 2-dr., $500* 

"54 Clipper 4-dr., $265°. 

PLYMOUTH—'57 Belvedere (8) 2-dr., 
. 


250°. 

"56 Savoy (6) 2-dr., $450. 

"55 Belvedere (8) Hardtop 2-dr., 
Belvedere (6) 4-dr., $740°*. 

"54 Plaza station wagon, $485*. 
"53 Cambridge suburban, $290. 
PONTIAC—'57 Star Chief Catalina 2-dr., 
$1,609°; Chieftain 2-dr., $1,360°*. 

"55 Chieftain 4-dr. $660°. 

"53 Chieftain (6) 2-dr., $160. 

"52 Chieftain (6) 4-dr., $140°*. 
— Super (6) Cross country, 


$1,- 


(ps); 
Super 4-dr., 


$1,090° 
(88) 


(ps). 
$1,- 


$885°; 


WILLYS—'53 Skylark 4-dr., $133. 
MISCELLANEOUS — '54 Chevrolet %-ton 
pickup, $475*. 


NEW YORK 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Feb. 3. Market 
good and dealer demand heavy. All clean 
and sharp cars being grabbed up at good 
prices. 76 percent of all entries went home 
with new owners. Sold 115 cars from 151 
consignments. 

BUICK——57 Special Riviera 4-dr., 
(ps). 

"56 Super Riviera 4-dr., 

"55 RM Riviera 2-dr.. $900° (ps); Spe- 

cial Riviera 2-dr., $425°. 

"54 Super Riviera 2-dr., $540°; Century 

a 2-dr., $450° (ps); Special 2- 
$400". 

"53 mh 4-dr., $265* (ps 
OADILLAC—’58 (62) ee de Ville, $3,- 


850° (ps). 
$2,875* (ps). 


$1,375 
$1,145° (ps). 


'57 (60) Special 4-dr., 

"53 (62) coupe de Ville, $840*. 

52 (62) sedan de Ville, $450* (ps); (75) 
Limousine, $400*. 

"50 conv., $305*. 

CHEVROLET—’57 Bel Air (8) 4-dr., 
325°; Hardtop 2-dr., $1,425*; Two-ten 
(8) ‘4-dr., $1,175, $1,170*, $1,050; 2- 
dr., $1,050, $1,040, $1,030, 2 at $1,- 
ome Two-ten (6) station wagon, $1,- 

*56 Bel Air (8) conv., $1,080*° (ps); 4- 
dr., $995*; Two-ten (8) station wagon, 
$960; One-fifty (8) station wagon, 


$1,- 


Colorado Auction 


Opens New Home 


DEN VER.—The Colorado Auto 
Auction has opened a new head- 
quarters building at 4285 S. Santa 
Fe Drive, Littleton, a suburb of 
Denver, according to Carroll Kop- 
fer and Francis Cassell. 


The new building utilizes the al- 
ternate ring method of selling, they 
said, adding that the six-year-old 
firm has sold some 75,000 autos 
since it was founded. 

As part of the grand opening 
ceremonies, the company pre- 
sented a “Man of the Year for 1958” 
Plaque to Thomas Patrick Heenan, 
veteran of 38 years in auto sales 
and a leader in. the wholesale auto 
industry. 


—. 


$880; Two-ten (6) station wagon, 
$850; 2-dr., $750. 

’55 Two-ten (6) station wagon, $780*; 
Bel Air (6) conv., $735*; station 
wagon, $680; Hardtop 2-dr., "$570. 

’54 Bel Air 4-dr., $410, $400°" (ps); sta. 
tion wagon, $400. 

’53 One-fifty station wagon, $319; Be 
Air Hardtop 2-dr., $300°; 2-dr. $200; 
Two-ten station wagon, $220. 

CHRYSLER — ‘55 Windsor 4-dr. $700* 
$430° 


(ps). 
’54 Windsor Deluxe Hardtop 2-dr 


(ps). 

'53 Windsor Deluxe 4-dr., $165° (ps). 
DeSOTO—’53 Firedome (8) 4-dr. §219* 
(ps). 
DODGE — 4-dr,, 

$960*. 
’53 Coronet (8) station wagon, $215*; 
4-dr., $125. 
FORD—' 58 Fairlane (8) 500 Victoria 4- dr., 
$1,710*; Victoria 2-dr., $1,690* (ps), 
'S7 Fairlane (8) 500 2-dr., $1,310° (ps); 
conv., $1,245* (ps); country sedan (8), 
$1,300*, $1,210, $1, 190, $1, 175; Custom 
(8) 300 2-dr., $1,100°; 4-dr., $1,025; 
Fairlane (6) Victoria 2-dr., $1,000*; 
Custom (6) 4-dr., $900°; Ranch Wag- 


on (6), $845 
’56 Fairlane $990° 
$730°, 


(ps). 
’55 Fairlane (6) 

$550*; 4-dr., sedan 

(6), $610° 4-dr., 

$270; 

Crest 


’56 Custom Royal (5 


(8) Victoria 2-dr,, 


Victoria 2-dr., 

$550*; Country 

(ps); Custom (8) 
$510*. 

’54 Main (8) ranch wagon, $500*, 
Crest (6) Victoria, $470*. 

53 Main (8) ranch wagon, $400; 
(8) Victoria 2-dr., $310 (ps). 

MERCURY—’57 Monterey Hardtop 

$1,305° (ps). 

’56 Montclair Hardtop 2-dr., $945* (ps); 
Medalist Hardtop 4-dr., $780*; Mon- 
terey Hardtop 2-dr., $745*. 

'55 Montclair station wagon, $795*; 
Hardtop 2-dr., $750*°; 4-dr., $735*. 

'54 Monterey station wagon, $230°*. 

*53 Monterey station wagon, $390* 

OLDSMOBILE—'55 (88) 2-dr., $905* (ps), 

$690°. 

"52 (98) $205° ; 
$180°. 

PACKARD—'56 Clipper 4-dr., 
’55 Clipper 4-dr., $450° (ps). 
'54 Clipper Hardtop 2-dr., $335". 

PLYMOUTH—'57 Savoy (8) 4-dr., $1,150*, 

$1,110*. 

"56 Belvedere (8) 
(ps); Suburban 
$845°. 

’55 Belvedere (8) 
Savoy (6) 4-dr., 
4-dr., $360°. 

"54 Belvedere 4-dr., 


2-dr., 


Holiday 2-dr., 4-dr., 


$690° (ps), 


$860° 
station wagon, 


$695°; 
Plaza (6) 


$375; Hardtop 2-dr., 


Hardtop 4-dr., 
(6) 


Hardtop 2-dr., 
$405* ; 


$335. 
'51 Concord station wagon, $155. 
PONTIAC—'57 Super Chief 4-dr., 
"55 Chieftain 4-dr., $525. 
'54 Chieftain station wagon, $360. 
’51 Chieftain station wagon, $150*. 
RAMBLER—'55 Super (6) Cross Country, 
$625. 
WILLYS—’55 station wagon, $400. 
MISCELLANEOUS — ‘57 Chevrolet Carry- 
all, $675. 


DYER, IND. 


Len Pollak’s Dyer Auto Auction Sale 
every Friday. Prices are for sale of Feb. 
6. Market is strong on ‘54s, ‘55s and ‘5és 
with a somewhat softening condition on 
'S7s, "58s and ‘59s, Sold 188 cars out of 
267 consignments. 

BUICK—'59 LeSabre Riviera sedan, $2,- 
800° (ps). 

"S57 Special 2-dr., $1,150°. 

‘56 Super Riviera sedan, 

"55 Special Riviera 4-dr., 
$825°, $650°. 

'S4 RM Riviera sedan, $355° 

"52 Special Riviera sedan, 

"51 RM 4-dr., $190. 
OADILLAC—'49 conv:, $190*. 
CHEVROLET —'58 Brookwood 

wagon, $1,900°. 

'ST Bel Air (8) conv., $1,525°; 
(6) 2-dr., $1,200; Two-ten (8) 
$1,285; 2-dr., $1,085. 

"56 Two-ten (6) club coupe, $815. 

'55 Bel Air (6) 2-dr.. $750; Two-ten 
(6) 2-dr., $585. 

53 Two-ten 2-dr. , $235. 

"S52 2-dr., $275°, §$200°, $195°, $170°. 
CHRYSLER —'55 Windsor coupe, 


$1,290°. 


$1,040". 
$930° (ps), 
(ps). 

$125". 


(8) station 
Bel Afr 
coupe, 


DeSOTO—'53 4-dr., $125. 
DODGE—'55 Coronet (6) 4-dr., $605°. 
"54 Meadowbrook (6) 2-dr., $310. 
"53 2-dr. $135. 
FORD—’5S Fairlane (8) 500 Victoria, $1,- 
885° (ps). 
"ST Custom (6) 300 2-dr., $970*, $950°. 
'56 Fairlane (6) 2-dr., $900; Custom (6) 
4-dr., $795. 
"55 Custom 
Custom (8) 
., $425. 
"S4 Custom 
Custom (8) 2-dr., 


(6) 
4-dr., 


Victoria sedan, $650°; 


$450; Main (8) 2 
(8) Victoria sedan, $570*; 
$415*, $320. 
563 Custom (8) Victoria sedan, $330; 
Custom (8) 2-dr., $255, $190. 
’51 Hardtop, $125, $120; 2-dr., $100. 
LINCOLN—'57 Premiere Hardtop, $2,195* 
(ps). 
"54 Capri coupe, $505° (ps). 
"50 4-dr., $105°. 
MERCURY—’57 Montclair coupe, $1,540°. 
’56 Monterey coupe, $1,080° (ps). 
’55 Monterey 4-dr., $620°; coupe, $580. 
"54 Monterey coupe, $670°. 
*651 2-dr. $305. 
NASH—'53 Statesman 4-dr., $250°. 
OLDSMOBILE — ‘57 (88) Holiday 4-dr., 
$1,700° (ps). 
"55 (88) 4-dr., $950°; (ps); (88) Holiday 
4-dr., $785*. 
$400° (ps). 
$275°*. 


"53 (98) conv., 
"S51 (88) 4-dr. 

PLYMOUTH —"57 Suburban (8) station 
wagon, $1,475*; Belvedere (8) coupe, 
$1,275* (ps). 

*56 Fury (8) coupe, $850° (ps). 
'55 Plaza (6) station wagon, $595. 

PONTIAC—'58 Star Chief Catalina sedan, 
$1. 695° (ps). 

"57 Star Chief Catalina 4-dr.. 2 at $1,- 

$1,275*; Star f 4-dr., 

$1,235* (ps). 

"56 Chieftain station wagon, 
(ps); 4-dr., $755*. 

"55 Star Chief Catalina sedan, $700*. 

’54 Star Chief Catalina sedan, $350° 
(ps); Deluxe 4-dr., $350*. 

53 Chieftain Catalina sedan, $165°. 

= ae Catalina sedan, $270*, 

45 

ee 5 Soe (6) country club 
Hardtop 

STUDERAKER—'64 Commander (8) coupe, 


$1,070* 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Feb, 3. We 
had lots of cars registered today but the 

(Continued on Page 53, Col, 1) 
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were off some. 


10K 8 Century Estate wagon, $2, 
400* (ps); Riviera 2-dr., $2,140* (ps). 


CADILLAC ‘57 (62) sedan de Ville, $3,- 

170* (ps), $2,700° (ps). 

"56 (62) sedan de Ville, $2,260* (ps). 

"51 (62) sedan de Ville, $200°. 

CHEVROLET -'58 Bel Air (8) Hardtop 

4-dr $2,105* (ps); Hardtop 2-dr., 
$1,825°; 4-dr., $1,750* (ps); Impala 
(8) Hardtop 2-dr., $1,925*; Biscayne 
(8) 4-dr., $1,770°. 

67 Bel Air (8) Nomad, $1,760° (ps); 
Hardtop 4-dr., $1,600* (ps); Two-ten 
(8) Hardtop 2-dr., $1,515*; 4-dr., $1,- 
360. 

56 Bel Air (8) 4-dr., $1,175*. 

"55 Two-ten (8) station wagon, $875*; 
4-dr.. $575 

"54 Bei Air Hardtop 2-dr., $550. 

OHRYSLER—'5S6 NY 4-dr., $1,315° (ps). 

*§3 Windsor 4-dr., $235* 

49 Windsor 4-dr., $135°*. 

pesOTO-—'55 Fireflite Hardtop 2-dr., $910* 
(ps) 
=a Power master (6) 4-dr., $560*° (ps). 
DODGE—"54 Meadowbrook (6) 4-dr., $320° 
(ps) 
EDSEL. 58 Pacer 4-dr., $1,950*° (ps). 
FORD 58 Fairlane (8) conv., $1,965* 
f ) 

+s? Fairlane (8) 500 Victoria 2-dr., 2 at 
$1,200* (ps); Fairlane (8) 2-dr., $1,- 
025*: Custom (6) 2-dr., $900. 

96 Fairlane (8) 4-dr., $1,050° (ps); 2- 
dr. $740. 

"65 Country sedan (8), 
(8) 4-dr., $800° 

LINCOLN—'58 Capri Hardtop 4-dr., $2,- 
855° (ps) 

'56 Premiere Hardtop 2-dr., $1,600* (ps). 

MERCURY—'58 Monterey 2-dr., $1,610. 

"66 Montclair 4-dr.. $1,200*° (ps); conv., 
$1,020* (ps). 

"65 Custom 2-dr., 

"63 Monterey 4-dr., 


$815°; Custom 


$585° (ps). 
$280°. 


OLDSMOBILE — ‘57 (98) conv., $1,675* 
(ps) | 
"55 (88) Holiday 4-dr., $1,.080* (ps). 
"4 68°) «€64-dr., $625° (ps). 
PLYMOUTH—'58 Suburban (8), $2,100* 
(ps) 
"56 Fury (8) 2-dr., $1,000*, 
"SS Plaza (6) 4-dr., $415*. 


PONTIAC—'58 Super Chief Catalina 4-dr., 
$2,290* (ps); Catalina 2-dr.. $2,215* 
(ps) 


"S57 Super Chief Catalina 4-dr., $1,375*. 
"6 Star Chief Catalina 2-dr., $1,000° 


(ps) 
"HM Chieftain 4-dr.. §360° 
RAMBLER—'5S Super (8) station wagon, 
$2,000°; Deluxe (8) 4-dr., $1,585, $1,- 
475 


"57 Custom (8) station wagon, $1,400°. 
STUDEBAKER—'55 President (8) 4-dr., 
$640° (ps). 
MISCELLANEOUS—'50 Studebaker pick- | 
up, $140. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Feb. 4. 
BUICK—'57 Special Riviera 4-dr., $1,560*. 

"65 Super 4-dr., $810* (ps) 

‘M4 Special Riviera 2-dr., $510*; 

Riviera 2-dr., $475° 
CADILLAC—'57 (62) sedan de Ville, $2,- 
990° ips) 
CHEVROLET—'5S8 Biscayne (6) 4-dr., $1,- 
550°; Delray (6) 2-dr.. $1,515. 

"S57 Two-ten (8) 4-dr.. $1,330°*. 

"56 Two-ten (8) 4-dr., $965 

‘S56 Two-ten (6) 4-dr., $820°, $750; Del- 

ray, $715° 
}—'57 Firesweep (8) 4-dr., $1,230°. 
DODGE ‘55 Coronet (8) 2-dr., $855°, 





Century 


$740°* 
EDSEL.—'58 Citation Hardtop 2-dr., $1,- | 
780° (ps) 


FOR D—'58 Fairlane (8) 4-dr.. $1,800° | 


(ps), $1,730*; Custom (8) 2-dr., $1,- 
550° | 

‘57 Country sedan (8), $1,.545*, $1.320°;: 

Fairlane (8) 4-dr., $1,400°, $1,390°*, | 

$1,380°; Custom (8) 4-dr., $1,290*, $1,- | 

225° $1,165°, 2 at $1,150, $1,100, 
$1,095 

"56 Fairlane (8) 4-dr., $900°, $795*; 

Custom (8) 4-dr.. $875*, $810°, $775°. 

"53 Crest (8) Victoria, $465; Custom (6) 

2-dr.. $280, $275 

‘52 Custom (8) 4-dr., $250 
HUDSON—'55 Hornet Hardtop, $780°*. 
MERCURY—'58 Commuter, $2,155* (ps). 

‘57 Monterey 4-dr., $1,650° (ps). 

‘56 Montclair Hardtop, $1,195* (ps). 

"54 Monterey 4-dr., $390°. 
pesca. ~S7 (88) Holiday 2-dr., $1,- 

"54 (98) 4-dr., $700° (ps). 
PLYMOUTH—’'57 Belvedere (8) 4-dr., $1,- 

245* (ps); Suburban (6), $1,240*; 

Plaza (8) 4-dr., $1,210; Savoy (8) 4- 

dr., $1,185*, $1,120*. 

56 Savoy (8) 4-dr., $930°. 

53 Cambridge station wagon, $395. 
PONTIAC—'56 Star Chief Catalina 4-dr., 

$1,110° (ps). 

"55 Chieftain 4-dr., $750*. 

53 Chieftain Deluxe 2-dr., $195*, 
WILLYS—'42 Jeep (plow), $490. 
MISCELLANEOUS—'56 Ford %-ton pick- 

UP, $835. 

"54 Chevrolet %-ton pickup, $590*, 

48 Chevrolet %-ton pickup, $298. 

41 International %-ton pickup, $200. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday, Prices are 
for sale of Feb, 3. 

BUICK—’'57 Special Estate wagon, $2,050* 
(ps); Riviera 2-dr., $§1,475* (ps); 
Super Riviera 4-dr., $1,750* (ps); 

; Century Riviera 2-dr., $1,725* (ps). 

56 Special Estate wagon, $1,325* (ps); 

; Riviera 4-dr., $1,130* (ps). 

Sey “ 4-dr., $1,000* (ps), 

; 2-dr., $975* (ps); Super 4-dr., 

, $850* (ps). a 

54 Super Riviera 2-dr., $650*, $625*; 

: RM 4-dr., $365* (ps). 

‘53 Special Riviera 2-dr., $285*, $280. 

52 Super Riviera 2-dr., $140*; Special 

4-dr,, $120. 

CADILLAC—'58 (62) coupe de Ville, $4,- 
__ 285° (ps), $4,200* (ps), $4,140* (ps). 
57 (60) Special 4-dr., $3,530* (ps), $3,- 

480* (ps), $3,280* (ps); (62) coupe 
de Ville, $3,275* (ps), $3,200* (ps); 

1 LOnv., $3,105* (ps), $2,825° (ps). 

56 (62) sedan de Ville, $2,800* (ps), 

$2,655* (ps); $2,200* (ps); coupe de 
Ville, $2,035* (ps). 





CHEVROLET—’58 Corvette, $2,875; Im- 


"55 Corvette, $1,600°; Bel Air (8) Hard- 


’54 Two-ten 4-dr., $575°; Delray, $460°*; 
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$510*; 4-dr., $395. 

’53 Two-ten 2-dr,, $385*; 4-dr., $340, 
$310*; Bel Air Hardtop 2-dr., $360; 
One-fifty 2-dr,, $270. 

’52 Styleline Deluxe 4-dr., $180. 

"51 Styleline Deluxe 2-dr., $300*, $245, 
$165; 4-dr., $215*, $135; station wagon, 
$195*. 

CHRYSLER—’58 NY Hardtop 4-dr., $2,- 
750* (ps). 

'55 (62) coupe de Ville, $1,800* (ps). ee ee, SOE. FOE eee 

'54 (62) conv., $1,665° (ps); coupe de *56 Windsor Hardtop 2-dr., $1,325 (ps). 

Ville, $1,415* (ps); sedan de Ville, 52 Saratoga (8) Town & Country, $400 

$1,370* (ps); (60) Special 4-dr., $1,- (ps); club coupe, $125° (ps). 

600* (ps), $1,515* (ps). CONTINENTAL —’'58 Mark III Landau, 
"53 (60) Special 4-dr., $975* (ps), $650* $4,000* (ps). 

(ps). ’56 Mark II Hardtop coupe, $4,800* (ps). 
*51 (62) coupe de Ville, $625*. DeSOTO — '57 Fireflite Explorer, $2,340* 
50 (61) coupe, $375*. (ps); Firesweep Shopper, $2,190* (ps); 
Sportsman 2-dr., $1,500* (ps). 


pala (8) Hardtop 2-dr., $2,285* (ps), "50 club coupe, $125°*. 


$2,275* (ps); Brookwood (8), $2,200* | DODGE—’58 Royal (8) Lancer 2-dr., $2,- 
(ps), $2,150°, $1,740*; Bel Air (8) 125* (ps). 

Nomad, $2,150*; Hardtop 2-dr., $1,- ‘57 Royal (8) 4-dr,, $1,360*; Coronet 
925* (ps); 4-dr., $1,895*; Hardtop 4- (8) 2-dr., $1,210*. 

dr., $1,775* (ps); Biscayne (8) 4-dr.,| ‘54 Coronet (6) 4-dr., $385*. 


"53 Coronet (6) 4-dr., $260*, 
*50 sedan, $115*. 


$1,785*; 2-dr., $1,775* (ps); Bel Air| 
(6) 4-dr., $1,710; Delray (6) 2-dr., | 


$1,300. | FORD—'58 Thunderbird, $3,675* (ps), $3.- 
’57 Corvette, $2,435; Bel Air (8) Hard-| 560* (ps), $3,500* (ps), $3,475* (ps), 
top 2-dr., $1,730* (ps), $1,695*, $1,- 2 at $3,.450* (ps); Fairlane (8) 500 
455; Hardtop 4-dr., $1,660* (ps), $1,- Skyliner, $2,200* (ps); Victoria 2-dr., 
620*; conv., $1,500; 4-dr., $1,435* $1,925* (ps); Country squire (8), $2,- 
(ps); Two-ten (8) Townsman, $1,725*; 100* (ps); Country sedan, $2,100° 
Hardtop 2-dr., $1,395*; Hardtop 4-dr., (ps); Fairlane (8) Victoria 2-dr., $1,- 
$1,385*; 4-dr., $1,375°; 2-dr., $1,350*, 800°. 
$1,340; Bel Air (6) Hardtop 2-dr,, $1,- ’57 Country sedan (8), $1,750° (ps), 


620*; Two-ten (6) Townsman, $1,450*; $1,650* (ps), $1,625*, $1,610*, $1,475*; 

One-fifty (8) Utility sedan, $1,200°; Fairlane (8) 500 Victoria 2-dr., $1,- 

One-fifty (6) 2-dr., $1,100. 540° (ps); town sedan, $1,450* (ps); 
56 Two-ten (8) Handyman, $1,405*. Fairlane (8) town sedan, $1,245*; Cus- 
tom (6) 300 4-dr., $1,210*. 
top 2-dr., $1,030°, $965*, $955*°; 4-dr., "56 Thunderbird, $2,230, $1,950*; coun- 
$900*; One-fifty (6) 2-dr., $675; Bel « try squire (8), $1,300* (ps); country 
Air (6) Hardtop 2-dr., $585. sedan (8), $1,300* (ps); Fairlane (8) 
conv., $1,095* (ps); Victoria 4-dr., $1,- 
2-dr., $395; Bel Air Hardtop 2-dr., 085* (ps). 


"and that’s 








'54 Custom (8) ranch wagon, $730*; club 


'53 Country sedan (8), $445*; ranch 





4-dr., $275*; Main (6) Business coupe, 
$175, $155; Main (8) 2-dr., $145. 

’52 Crest (8) Victoria, $320*; Custom 
(8) 4-dr., $255%; Main (8) 2-dr., 
$255. 


FISHIN’ ‘s1 Creat (8) Vigterta, 336. 
" ustom -dr., r 
SPECIALS 49 Crest (8) conv., $125*; Custom (8) 
4-dr., $115. 
LINCOLN—’58 Premiere Landau, §3,315* 
(ps). 


’57 Premiere coupe, $2,615* (ps). 
56 Premiere 4-dr., $1,700* (ps). 
’53 Capri coupe, $470* (ps), $400* (ps); 
Cosmopolitan coupe, $275*. 
*47 club coupe, $185. 
MERCURY — '57 Turnpike Cruiser 4-dr., 
$1,850* (ps). 
’56 Montclair coupe, $1,285* (ps). 
’55 Monterey coupe, $670*. 
’54 Monterey coupe, $550* (ps), $460*, 
$450* (ps); 4-dr., $440*. 
53 Monterey coupe, $485*, $425*. 
’52 Custom Hardtop 2-dr., $400*, §$300*; 
Monterey coupe, $300*, $200*, 
NASH—’'54 Statesman (6) 2-dr., $285. 
’52 Ambassador (6) 4-dr., $185*; States- 
man (6) 2-dr., $165*. 


so ig | OLDSMOBILE—'S8 (88) Super Holiday 4- 
“I wouldn’t be caught alive in dr., $2,625° (ps). née " 


that thing!” '57 (88) Super Holiday 2-dr., $1,935* 


(ps); (88) 4-dr., $1,775* (ps). 
’56 (98) Holiday 2-dr., $1,250° (ps). 


’55 Country sedan (8), $1,010*; Country ’55 (98) Holiday 2-dr., $1,165* (ps); 


(88) Holiday 2-dr., $1,080*, $905* (ps). 


squire (8), $885*; Fairlane (8) Vic- 
’54 (88) Super 2-dr., $450°. 


toria 2-dr., $880*; Crown Victoria, 

$865*; club sedan, $840*; Custom (8) "53 (88) 4-dr., $280°. 

ranch wagon, 80*; 2-dr., $610*; | PACKARD—’54 Clipper 4-dr., $200° (ps). 

Main (8) ranch wagon, $775*; Main | PLYMOUTH — '58 Custom (8) Suburban, 

(6) ranch wagon, $750*; 4-dr., $385, $2,050*, $2,000*° (ps). 

$325. | *57 Belvedere (8) Hardtop 2-dr., $1,600* 

| (ps); Savoy (6) 4-dr., $1,050°; Plaza 

| (6) 4-dr., $920. 

'55 Plaza (8) Suburban, $775*, $660. 

’54 Belvedere 4-dr., $425°; Plaza 2-dr., 
$320. 


(Continued on Page 56, Col. 2) 


sedan, $440*; Crest (8) Victoria, 
$365°. | 


wagon (8), $385*; Crest (8) conv., 
$335*; Custom (8) 2-dr., $315*, $265°; 


® 


ALL-PURPOSE, 
ECONOMY AND 
COMBINATION 


POLISHING DISCS 


n three years, ‘Official’ Polishing Discs have made a 
terrific impression on major automotive assembly lines, 
on new and used car dealers, on autobody shops and 
polishing specialists. To the original ‘‘Official’’ All-Purpose 
Polishing Disc have been added the Economy Disc and 
the Combination Disc to make the “Official” line complete 
for every automotive polishing need. 


OFFICIALLY APPROVED AND IN CONSTANT USE 
ON MAJOR 1959 AUTOMOBILE ASSEMBLY LINES 


“Official” Polishing Discs have been proven everywhere 
on major automobile assembly lines. Mr. Auto Dealer, you 
will benefit by using the nationally accepted “Official” 
Discs. Dependability and economy as proven on major 
automobile assembly lines assure you and your company 
a successful and profitable refinishing department. They’re 
engineered specially for today’s conventional and acrylic 
lacquer finishes. Remember, Official Discs are made of 
100% combed virgin wool with a deep pile permanently 
secured to a rugged duck backing with a reinforced center 
hole—each disc individually packaged. 


Available through your local jobber 


“OFFICIAL’’ PRODUCTS CO., INC. 
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A REVOLUTIONARY ACHIEVEMENT BY AUTO-LITE RESEARCH... 


THE WORLD’S FIRST 


TRANSISTORIZED 
IGNITION! 


The ignition system of the future... 
achieves lifetime contact service, unequalled reliability, 
higher constant voltage at every speed 


Auto-Lite is proud to announce the world’s first transistor- 
ized high voltage ignition power supply. This completely 
self-contained system represents a major break-through in 
ignition engineering . . . it marks the first practical use of 
transistors in the automotive field. And it shatters voltage 
limitations imposed by conventional systems for fifty years 
. .. Supplies voltages throughout the speed range unobtain- 
able until now. 


The transistorized system is so new, so different, that it 
cannot be compared with any system now in use. It is a 
completely new concept in ignition engineering. When the 
coil of a present system is replaced with this Auto-Lite 
development, you obtain these advantages: 1. No more 


contact bluing . . . no more point replacement due to 
electrical erosion. 2. No more condenser replacement. . . 
the need for condensers is eliminated. 3. More available 
voltage . . . output is equivalent to a battery ignition 
system at low speeds, a magneto system at high speeds. 


This revolutionary advance in ignition engineering makes 
available the higher ignition voltages required by higher 
compression ratios. And this new Auto-Lite development 
has immediate applications in the industrial, marine, agri- 
cultural, fleet, military, and automotive fields . . . and 
wherever else system longevity and superior performance 
are demanded. For information write to: The Electric 
Auto-Lite Company, Toledo 1, Ohio. 


AUTO-LITE. 
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SOLVED: Three major ignition problems 


CONTACT EROSION 


ue 


1500 hours under identical conditions. Each 
of these points was run 1500 hours, the 
equivalent of 44,000 miles. The contact 
used with the conventional system is 
deeply eroded and approaching the end 
of its useful life. The contact used with 
the transistorized system is only slightly 
discolored. 


BLUE POINTS 


Eliminates starting and performance problems 
caused by blue points. Each of these 
contacts was run through identical 
conditions of repeated starting at —20°F. 
The transistorized system shows no 
evidence of contact oxidation. 


VOLTAGE FALL-OFF 


| ern 

Sn enna aneeeennanel een! 
td 
en 


AVAILABLE VOLTAGE KV 


2000 3000 
ENGINE SPEED RPM 


Greater available voltage is clearly shown on 
this typical performance curve. At higher 
engine speeds present systems lose volt- 
age, cut down ignition power. The tran- 
sistorized system, however, maintains a 
nearly constant voltage supply through- 
out the entire speed range. 








Get $50 to $100 More for 
Your Used Cars—Get More 
Big-Profit Service Jobs! 


REPLATE CHROME 


right in your own shop! 
NOT A POLISH! NOT A PAINT! 
A True Metallic Replating Process! 


This new discovery, INSTANT KROME PLATE" 
is guaranteed to restore brightness and lustre 
to rusted, nicked and dull bumpers, guards, 
grilles, head-lamps and other chrome trims. 


NOT AN ELECTRICAL PROCESS! 
NO EQUIPMENT TO BUY! 


Easily applied with a cloth. Even an unskilled 
worker can replate an entire bumper in 
minutes! Also perfect for patch jobs on 
partially deteriorated chrome. Tested by lead- 
ing automobile dealers who report that it 
“makes the sale'"—adds many hundreds of 
dollars to their used-car profits. 
“INSTANT KROME KITS." BIG 


supply of 


PROFITS EITHER WAY—replating your used | 


cars, or doing service jobs. Send for Sample 
Kit (enough to replate damaged chrome on 
2 average cars). Send $3.00 (2 kits, $5.00)— 
cash, money order or 
Money-back guarantee! 


THE KROME PLATE CO. 


Box 127, Dept. BA, Morton Grove, Ill. 


Att.: Salesmen and Jobbers — write for | 


details of ovr profitable offer. 
We are sole U. S$. Distributors. 


10 | 
But CON- | 


VINCE YOURSELF first—then order your initial | 


check—no C.O.D.'s. | 


| CADILLAC—'55 (62) 
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AUTOMOTIVE NEWS, FEBRUARY 16, 1959 


Used-Car Auction Prices 


(Continued from Page 53) 


’53 Cranbrook club coupe, $335. 
‘52 Concord suburban, $310; Cranbrook 
club coupe, $215; conv., $120, 


PONTIAC—’'58 Bonneville Custom conv., 
$2,230* (ps); Star Chief Catalina 4- 
dr., $1,495". 

’56 Star Chief conv., $1,090* (ps), 

*55 Chieftain 4-dr,, $550. 

’53 Chieftain (8) 2-dr., 

’52 Chieftain (8) conv., 
2-dr., $140*. 

’51 Chieftain (8) station wagon, $185*. 

RAMBLER — '54 Custom Cross country, 
$505*. 

*53 Custom Cross country, $410*, 

STUDEBAKER — °54 Champion (6) 
$385. 

"53 Commander (8) Land Cruiser, $310*. 

’49 Champion (6) business coupe, $145. 

MISCELLANEOUS ‘57 Ford Ranchero, 
$1,500* (ps). 

’56 Chevrolet 
%-ton pickup, 
pickup, $695*, $655. 

"55 Studebaker %-ton pickup, $750*. 

"54 Chevrolet %-ton panel, $375. 

’63 GMC %-ton pickup, $345; Chevrolet 
%-ton stake, $605; %-ton pickup, 
$395; %-ton panel $335; 
ton pickup, $325, $290. 

’'52 Chevrolet %-ton pickup, $255; Ford 
\%-ton pickup, $385; GMC %-ton pick- 
up, $200. 

"51 Ford %-ton pickup, $335. 

'50 Chevrolet %-ton pickup, $365. 

’48 International Cab & Chassis, $225. 

‘47 International %-ton pickup, $120. 

’41 Chevrolet %-ton pickup, $105. 


DETROIT 


Auction, Sale every Wed- 
for sale of Feb. 4 
$2,300° 


$200", 
$150; Catalina 


2-dr., 


%-ton pickup, $940; Ford 
$890, $660; %-ton 


Auto 

Prices are 

‘58 Century Riviera 4-dr., 

Super Riviera 2-dr., 

Riviera 4-dr., e 
Riviera 2-dr., $1,655* 

$1,630* (ps); Riviera 4-dr., 
575* (ps); Special Riviera 4-dr., 
500°, $1,425*, $1,360°, $1,340; 
tury 4-dr., $1,450° (ps). 

"55 Special 2-dr., $700*, $620°; Riviera 
2-dr., $660*; Super Riviera 2-dr., $695* 
(ps). 

"54 Special 2-dr., $400*. 

sedan de Ville, 


Aptco 
nesday, 
BUICK 

(ps); 
(ps); 

‘57 RM 

conv., 


(ps); 
$1,- 
$1,- 

Cen- 


$1,- 


Dodge %- 


$2,290° 


Riviera 2-dr., $750* 
*54 Super 4-dr,, $500*. 
"53 Super conv., $375*; 

$380*, $205*, $135*; 

$360. 

"52 RM conv., $210*. 

CADILLAC—’ 57 (60) Special 4-dr., $2,850* 

(ps). 

"56 (62) coupe de Ville, 
’54 (62) sedan de Ville, 
conv., $1,210* (ps). 

"52 (62) sedan de Ville, $380*. 

*49 (62) sedan de Ville, $145*, 
CHEVROLET—’58 Biscayne (6) 2-dr., $1,- 
630*; Yeoman (8) 4-dr,, $1,520. 

‘57 Bel Air (6) Hardtop 2-dr., $1,520*; 
One-fifty (6) station wagon, $1,400; 
Two-ten (8) Delray, $1,260*, $1,200; 
4-dr., 2 at $1,250*, $1,225, 
Two-ten (6) 4-dr., $1,185, $1,175*, 2 
at $1,125, $1,100, $1,050, 4 at $1,025. 

’56 Two-ten (6) 2-dr., $900, $735; One- 
fifty (6) 2-dr., $715. 

"55 Bel Air (8) 4-dr., $850*; 
(6) 2-dr., $750*, $730, $720; 
(6) 2-dr., $600, $540. 

’54 Bel Air 2-dr., $620, $600; 
4-dr., 2 at $565. 

’53 One-fifty station wagon, 2 
Bel Air 2-dr., $350, $275. 

| °52 Deluxe 2-dr., $120*, $100. 

CHRYSLER—’54 Windsor 2-dr., 

| DeSOTO '54 Power Master 
$275°*. 

"53 Power Master 

Power Master (6) 2-dr., 

| DODGE—'54 Meadowbrook (6) 


| FORD—'58 Custom (8) ranch 
| 


(ps). 


Riviera 2-dr., 
Special 4-dr., 


$1,495* 
$1,410* 


(ps). 
(ps); 


Two-ten 
One-fifty 


Two-ten 


at $450; 


$680*. 
(6) 2-dr., 
(Rm) 4-dr., 
$190*. 
4-dr., $310. 
wagon, $1,- 


$340*; 





750°. 
|} °S7 Fairlane (8) 500 Victoria 2-dr., $1,- 
425° (ps), $1,410*; Custom (8) ranch 
wagon, $1,125; Custom (6) 300 4-dr., 
$1,100. 
"56 Custom (8) country 
(ps), $935, $700*; 2-dr., 
55 Fairlane (8) Victoria 
| Custom (6) ranch wagon, 
"54 Custom (8) 2-dr. $660*, 
wagon, $425*, $380; Main 
2 at $350 
"53 Main (6) 4-dr., 
| 4-dr., $225, $200. 
j "52 Custom (8) 2-dr., $250*, $170, $160. 
HUDSON ‘56 Hornet Hardtop 2-dr., 
$550°*. 
"53 Hornet 2-dr., 
5 


squire. $1,230* 
S700. 
2-dr., 
$775. 
$380; 

(6) 


$825°* ; 


ranch 
4-dr., 
qR) 


$250; Custom 


$155. $130 


$1,210°; | 


1956 cars increases every week and the 
prices they are bringing prove it, The for- 
eign cars and trucks are scarce and still 
in great demand, Sold 86 percent of 416 
cars consigned. 

* * 


+ 
CHICAGO 

Greater Chicago Auto Auction, Sale 
every Thursday (Feb. 5). Sold 339 cars 
from 558 consignments. 

* * * 
FARGO, N, D. 

Tri-State Auction Company, Sale every 
Thursday (Feb. 5). Market very steady. 
Sold 91 percent of cars consigned. 

* * * 
FLINT 

Flint Auto Auction, Sale every Wednes- 
day (Feb. 4). Sale very active with no 
change in price, Sold 161 cars from 234 
consignments. 


* * + 
| MANHEIM, PA, 

Manheim Auto Auction, Sale every Fri- 
day (Feb. 6). Weather—Clear, Sold 77 
percent of 564 cars registered. 

* * 


KANSAS CITY, MO. 

K, C. Automobile Auction Company. Sale 
every Wednesday (Feb, 4), Weather bad in 
all directions, Short on consignment—only 
270 cars. 

* * * 


SYRACUSE, N. Y. 

Syracuse Auto Auction, Sale every Wed- 
j}nesday (Feb. 4). In spite of heavy sleet 
storm with dangerous driving conditions, 
a terrific sale. Sold 64 cars from 91 con- 
signments. 

* * * 


VALDOSTA, GA. 

Tom Hewitt Auto Auction, Sale every 
Friday (Feb. 6). We had another real good 
sale today, Cars were bringing top prices 
for all the good clean cars here, Weather 
was real nice. 


Automotive 


| Sales Promotion— 


As port of Chevrolet's National Open 
| House, De Nooyer Bros., Inc., Kalamazoo, 
| Mich., filled the trunk of a 1959 Chevrolet 
with Michigan Mcintosh apples and invited 
friends and customers to compete for cash 
prizes by guessing the exact number of 
apples in the trunk. According to Jerry 
| De Nooyer, left, dealership president, the 
| promotion produced heavy showroom traf- 
| fic and a large number of prospects. Here 
De Nooyer receives an apple from Marilyn 
Lindsey, Kalamazoo County Apple Queen, 
who presented receipe folders and contest 
entry forms to visitors. 


Washington 


(Continued from Page 12) 


wage-hour law without first hold- 
ing full hearings. 

“Contrary to previous reports,” 
NADA has told dealers, “the retail 


| William McChesney Martin jr. 
| chairman of the Federal Reserve 
Board, argued that the fight 
against inflation should come 


3 
3 


gFPSEE 


LINCOLN Premiere 
(ps). | (ps) 

4-dr $2,- "54 Cosmopolitan 4-dr., 

_ " | MERCURY—'55 Monterey 
$770° 

"52 Custom Hardtop 2-dr., 

NASH—'52 Statesman 2-dr., 

OLDSMOBILE—'56 (S88) 


i-dr., $1,735° | exemption, which dealers have al- 
ways enjoyed since the law was 
first enacted in 1938, is in real 


jeopardy this year.” 
= « 


| 380° (ps) 

| "53 (62) sedan de Ville, 

CHEV ROLET—'59 Bel Air 
114°. 

'58 Brookwood 

pala (8) conv., 


before anything else. Most Re- 
publicans agreed with Martin. 

But Democrats and Senator 
* | Jacob Javits, New York Republi- 
can, insisted that inflation cannot 


$540° 


(6) $510° 


Hardtop 


$500°. 
2-dr., 





(8), $2,000° 
$2,130°; Hardtop 2-dr., 
$2,050°: Bel Air (8) 2-dr.. $1,870*° 


(ps); Im- $255° 
$100°*. 
Super 4-dr., 


$175*. 


$1,- 


LARK” 


DEALERS... 


For the Newest 
in Styling and Color... 


HiJone 


BUSINESS CARDS 
with dD . ti ti 
Raised Letter Printing 


PREPARED ESPECIALLY TO IMPRESS 
YOUR NEXT “LARK” PROSPECT 


Write today for a free sample 
folder. Ask for folder “L”. 


UTLEY BROTHERS, Inc. 


17631 LeR . DETROIT 12, MICH. 


What is 
A Dealer's Real 


Labor Rate? 


The answer to 
this and count- 
less other ques- 
tions is in “The 
Automobile 
Martin H. Bury. 
This valuable 
now in its 
printing, 
has been ac- 
claimed th 
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PHILPENN PUBLISHING COMPANY 
N. Broad St., Philadelphia 21, Pa. 


enclose check covering books 
$5.20 each 
Send books C.0.D., plus postage 
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(ps), $1,725* (ps), $1,635*°; 4-dr.. $1,- 
765* (ps), 3 at $1,725*; Hardtop 4- 
dr., $1,700*; Delray (8) 2-dr., $1,500*. 

"57 Bel Air (8) Nomad, $1,615*; Towns- 
man (8), $1,525°, $1,470*; 
(6) 4-dr., $1,190; 2-dr.. 
One-fifty (6) 2-dr., $950, $800 

‘56 Bel Air (8) 4-dr., §$975°; One-fifty 
(6) 2-dr., $680. 

"55 Bel Air 4-dr., $690°; Hardtop 
2-dr., $785*; conv., $600; Two-ten (8) 
2-dr.. $675; 4-dr., $655, $580. 

CHRYSLER—'58 Windsor 
$2,.210* (ps). 

'S7 Saratoga Hardtop 4-dr., $1,820° (ps). 

‘56 NY 2-dr.. $1,530° (ps); Windsor 4- 
dr., $1,080° (ps). 

"55 NY Deluxe Hardtop 2-dr., 
(ps); Windsor Deluxe 4-dr., 
(ps), $700° (ps). 

CONTINENTAL—’'58 2-dr., $3,730° (ps). 

DeSOTO—'57 Firedome Hardtop 2-dr., $1,- 
490° (ps), $1,360° (ps); Firesweep 
Hardtop 2-dr., $1,325*. 

'56 Fireflite 4-dr., $1,225* 
top 4-dr., $1,215° (ps). 

"54 Firedome 2-dr., $325°*. 

EDSEL—'58 Corsair Hardtop 2-dr., 
865° (ps): Villager, $1,830° (ps). 
DODGE—’'57 Roya! (8) Hardtop 2-dr., $1,- 
320° (ps). 

"56 Royal (8) 
$875*. 

"55 Custom Royal (8) Hardtop 
705*, $640°; Coronet (8) 2-dr., 
Royal (8) 4-dr., $700° (ps) 

FORD—'5S8 Fairlane (8) 
dr., $1,790° (ps), $1,730° (ps); 4-dr., 
$1,735*; Custom (8) 300 4-dr., $1,530°; 
2-dr., $1,325. 


$900° 
$855° 


(ps); Hard- 


$1,- 
2-dr., $975°; 4-dr., 


2-dr., 
700* ; 


"57 Custom (8) 300 4-dr., $1,000; Custom | 


(8) 4-dr., $960. 

"56 Thunderbird, $1,.775* (ps): Fairlane 
(8) conv., $1,125*; Country sedan (8), 
$1,100*. 

"55 Ranch wagon (6), $640. 

"54 Custom (8) country sedan, $765* 
(ps); Crest (6) country squire, $565; 
Custom (6) 2-dr., $305*. 

HUDSON—'54 Super Wasp 4-dr., $325*; 
Wasp 4-dr. $190. 

LINCOLN —’'57 Premiere Hardtop 2-dr., 
$2,225* (ps). 

MERCURY—'58 Commuter, $2,225* (ps). 

"57 Colony Park, $1,770* (ps); Com- 
muter, $1,630* (ps); Montclair Hard- 
top 4-dr., $1,480* (ps). 

"56 Custom Hardtop 2-dr., 

"55 Custom station wagon, 

"54 Monterey Hardtop 2-dr., s 
NASH—'57 Ambassador (8) 4-dr., $1,015*. 
OLDSMOBILE—'59 (88) Super Holiday 4- 

dr. $3,200° (ps). 

"58 (98) Holiday 2-dr., $2,400* (ps); (88) 
Super conv., $2,290* (ps); 4-dr., $2,- 
285° (ps). 

"56 (88) Holiday 2-dr., $1,225°. 

PLYMOUTH—’'58 Belvedere (8) 
4-dr., $1,775* (ps). 

57 Custom (8) 


Hardtop 


Suburban, $1,410*; 
Savoy (8) 4-dr., $1,125*; Savoy (6) 
4-dr., $980: Plaza (6) 2-dr.. 6925. 

"56 Custom (8) Suburban, $920*; Savoy 
(6) 4-dr., $630*. 
PONTIAC—'58 Chieftain 4-dr., $1,785*. 
"54 Star Chief 4-dr., $465*; Chieftain 
4-dr., $305*. 
RAMBLER—’'53 Custom (6) 2-dr., $370. 
“ee Scotsman (6) 2-dr., 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Feb, 4. 
Consignment increased over last week as 
the weather held good. Percentage sold was 
a repeat of last week’s sale. Buyers in 
need of good cars as retail has picked up. 
BUICK—’'57 Special 4-dr., $1,475* (ps); 

Riviera 2-dr., $1,435*. 

‘56 RM Riviera 2-dr., $1,110* (ps); Spe- 

cial 4-dr., $1,100* (ps); $1,000* (ps). 

"55 Special Riviera 2-dr., we 


Two-ten | 
$1,005, $950; | 


Hardtop 2-dr., | 


$895°, 


500 Victoria 2-/| 


110° (ps) (88) 4-dr., 
"55 (98) conv., $1,160* (ps): (88) 4-dr., 
$800* (ps), $760* (ps). 
"S53 (S88) 4-dr., $205*, $185*. 
"52 (88) 4-dr., $150°, $145°. 
"51 (S88) 2-dr., $130°. 
PACKARD—'55 Clipper 4-dr., 
PLYMOUTH—'57 Belvedere (8) 
335° (ps), $1,210°; Savoy 
$990; Savoy (6) 4-dr., $345. 
‘56 Plaza (6) 2-dr.. $440. 
"55 Belvedere (6) 4-dr., 
(6) station wagon, $650; 
"54 Belvedere conv., $525*. 
| °53 Cambridge 2-dr.. $310, $275, $250. 
| PONTIAC—’57 Star Chief Catalina 2-dr., 
$1,540° (ps) 
"55 Chieftain 4-dr,.. $800; station wagon, 
750°. 
‘54 Chieftain 2-dr., $350. 
| °S53 Chieftain 4-dr.. $225. 
RAMBLER—'54 Super (6) 
$425. 
| "53 Super (6) station wagon, $350. 
| STUDEBAKER—'54 Champion (6) 
$275, $270 
"53 Champion (6) 4-dr., 
WILLYS—'50 station wagon. 
MISCELLANEOUS 
stake, $580. 
* * * 


— Auctions in Brief — 
CHICAGO 


Arena Auto Auction, Sale every Tuesday 
(Feb. 3). Snow! Ice! Snow! Cold! The 
| weather here was just pain terrible. Sold 


221 cars from 319 consignments. 
« = = 


BORDENTOWN, N. J. 

National Auto Dealers Exchange, Sale 
every Wednesday (Feb. 4). Never before 
has so many sold for so much, Rain had 
} no effect on today’s sale, if it was here it 
| was sold. Cars of every year, model, color 
| and eondition were bringing strong prices 
and the clean, sharp cars were at a pre- 
mium, Buyers from the entire East Coast 
were here to buy, not shop, and would 
have taken home any salable car if it had 
been offered. The need for 1954, 1955 and 


$950* (ps). 


$625* (ps). 
4-dr., $1,- 
(8) 4-dr., 


$695* ; 
4-dr., 


Plaza 
$475. 


Hardtop, $450, 


$190, 
$130. 
"53 Dodge 


$180°*. 





2-dr., 


2%-ton | 


2 Inflation Viewpoints 
7 clearest definition to date of 

the current argument over in- 
flation has come out of a hearing 
conducted by the House-Senate | 
Economic Committee. 

Testifying before the group. 


Buick Appoints 
Fleet Sales Chief 


FLINT.—Glenn D. Wilson, man- | 
ager of Buick’s retail operations, 
|has been appointed national fleet 
sales manager. George G. Spauld-| 
ing jr. who has| 

been on special | 
assignment with| 
Buick since last} 
October, will suc-| 
ceed Wilson. 
Wilson, 49, 
started with! 
Buick in 1945 as 
used-car manager 
of the Flint retail 
store and was 
made manager in 

G, D. Wilson 1948. In 1950, he 
was named Pittsburgh zone man- 
ager and the following year he took 
a similar post in Cincinnati. 

Wilson returned to Flint as mer- 
chandising director in 1953, a posi- 
tion he held until he became man- 





be a present danger when unem- 

ployment is so high and so much 

unused productive capacity exists. 

They called for easier money until 

the economy uses up the capacity. 
> . > 


Small Business Bills 


ENATOR JOHN SPARKMAN, 
Alabama Democrat and chair- 
man of the Senate Small Business 
Committee, has offered three bills 
to provide tax relief for small firms. 
One would extend equal oppor- 
tunity to all taxpayers who wish to 
provide for their own retirement. A 
second would extend the benefits 
of the alternative methods of de- 
preciation to purchasers of used 
property. 

A third measure would compel 
the Treasury to acquiesce in de- 
cisions of the Tax Court or Court 
of Appeals unless it chose to appeal. 


‘Detroit to Host 


4,500 at Massey 


Sales Convention 


DETROIT.—This city will be the 
scene of one of the biggest one-day 
civilian air-lift operations this 
Thursday (Feb. 19). An estimated 
200 chartered airline and private 





ager of retail operations last April. 
As manager of fleet sales he will 
maintain his headquarters in Flint. 


Larger Goggomobil Introduced— 


Goggomobil now is turning .out a larger two-door sedan, shown here with its 
“little brother." The new model has a unitized body, wraparound windshield and 


$800*; RM | the engine and spare are under the hood. - 


planes will swarm into Detroit area 
airports, bringing 4,500 Massey- 
Ferguson dealers and company 
officials to attend the company’s 
“Show of Progress” convention 
Feb. 20-21. 


The dealers—representing 48 
states, Canada and 11 foreign coun- 
tries—selected Detroit for this 
year’s convention, according to 
John H. Shiner, marketing vice- 
president of the farm machine 
manufacturer. 


Convention highlights will include 
@ musical extravaganza at the 
Masonic Temple; a “pageant of 
products” at the State Fair 
Grounds; unveiling of the com- 
pany’s 1959 line of farm and indus- 
trial machines and equipment; 4 
live telecast from Detroit of the 
company sponsored “Jubilee, U.S.A.” 
network television show with Red 
Foley and guest stars, and a tour 
of the new M-F tractor plant. 

More than 200 chartered buses 
will transport delegates to 10 De- 
troit hotels, Three hundred persons, 
including the norma] hotel and air- 
port staffs, will be on the company 
payroll Thursday and Sunday, s° 
as to handle the baggage of the 
dealer guests and their families. 
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Dealer Ad Ideas 


‘4 Dodge Dealer Near Yow’ 


LEVEN Dodge dealers in the 
Buffalo area teamed up in a 
otion designed to impress 
pective car buyers with the 
imity of showrooms to their 

homes. 

The dealers used a newspaper ad 
to get the message across. It fea- 
tured a map of the Buffalo area 
and pinpointed the location of each 
dealer. The caption read: “Eleven 
Dependable Dodge Dealers Serve 
the Buffalo Community. There’s 
One Very Near Your Home or 
Office.” 

Copy said that the dealers have 
been in business an average of 33 
years and continued: 

“They intend to stay in busi- 
ness by selling a reputable prod- 
uct at a price that reflects its 
honest value, They are also mak- 
ing loyal friends daily by provid- 
ing prompt, dependable service 
on all makes of cars, at reason- 
able prices.” 

The participating dealerships 
were: Brost Motors, Inc.; Lou 
Bielli Dodge, Inc.; Conshafter & 
LaSpisa, Inc.; Great Lakes Motor 
Corp., Pankow Motors, Inc.; James 
R. Shaw Co., John L. Kruse Motors, 
Inc.; W. G. Haberer & Son, Inc.; 
Jos. W. Snider, Inc.; DeLacy Mo- 
tors, Inc., and Wassman Bros., Inc. 

* > > 


Youngstown Sales Builders 


E’S how three Youngstown 
(O.) dealers are seeking to build 
sales during a cold, snowy winter. 
City Auto Sales is trying to rush 
the season with an appeal to motor- 
ists who usually wait until spring 
to buy a new car. The company 
offered new Fiats now with the 
first payment due on the first day 
of spring. 
Plymouth City is returning to 
demonstration selling by urging 
local residents to take a “two-mile 


MoPar Officials, 
Wholesalers Stage 
2> Field Meetings 


DETROIT.—MoPar division of 
Chrysler Corp. has completed a 
three-week series of field meetings 
between home-office executives and 
wholesaler personnel throughout 
the country. More than 1,150 whole- 
saler executives and salesmen at- 
tended the 25 meetings. 

MoPar said the meetings em- 
Phasized the “rapidly expanding 
tole of the MoPar wholesaler in 
Chrysler dealers’ parts and service 
operations.” 

Today, MoPar said, corporation 
dealers are relying on their MoPar 
wholesalers for increased market- 
ing, merchandising and sales pro- 
motion counsel as well as an ex- 
panding volume of parts and acces- 
sories. 

The 1959 plans for MoPar and 
wholesalers were outlined. T. E. 
Waterfall, MoPar president, said, 
“These meetings were the most suc- 
cessful in MoPar’s history. 

“The stimulating interchange of 
ideas we experienced proved to us 
that the entire MoPar organization 
is in an excellent position to meet 
the challenge of an ever-increasing 
parts and accessory business.” 


a. 
Wax Maker Hit 
* . oo 
On Pricing Claims 

WASHINGTON.—An order issued 
by a Federal Trade Commission 
hearing examiner would require 
Hutchinson Chemical Corp., Chi- 
cago, to stop making fictitious pric- 
ing claims for its auto polish, 
‘Hutchinson’s Waterproof Wax.” 

However, examiner J, Earl Cox 
ordered dismissal of charges that 
the company’s “flaming-automobile” 
demonstration on television is de- 
ceptive, 

This is not a final decision and 
May be appealed, stayed or dock- 
eted for review, the FTC reported. 

Ordering the company and its 
President, Herman S. Hutchinson, 
to discontinue pricing misrepresen- 
tations, the examiner ruled that 
the regular price of the wax is 
much less than the advertised $3.95 





& can. 


tryout” in a new Plymouth, State 
Chevrolet called itself Youngstown’s 
first new-car supermarket and said 
it is carrying a 150-car inventory at 
all times. 

* = > 


Skol to the Winner! 


T WAS one chance in about a 

half million but Mrs. Vincent 
Seguin, of Webster, N. Y., beat the 
odds and now in the owner of a 
59 SAAB. 


The Swedish-made car was the 
prize during a three-day “good 
neighbor days” promotion spon- 
sored by Rochester (N. Y.) mer- 
chants. Meacham Sales & Service, 
Inc., supplied the car, which was 
on display in the lobby of a down- 
town bank during the event. Par- 
ticipating retail stores and restau- 
rants gave away about a half mil- 
lion free tickets on the car. Mrs. 
Seguin’s ticket was drawn as the 
winner. 


Meacham officials said the car 


Not all bonded brake 
shoes are as safe as 





Right at this moment down some back alley 
in an old garage, the fast-buck boys are cook- 
ing up a mess of linings and slapping them on 
shoes. In just a couple more hours they’ll be 
peddling these murder weapons. . . at what 
looks like a very attractive price. We don’t 
think you'll buy. You want to keep your 
customers safe and satisfied .. . 
can’t with cheap, untested, bonded brake 
shoes. You need Raybestos to do a good job 
that means repeat business. 


Raybestos Sure-fire Sales Supports! 


VRaybaitir 


. Pull front wheels, inspect linings 
Check brake drums 


PY PYL 
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Check hydraulic system 

Adjust brakes or recommend 
reline 

Road test brakes 


Raybestos Brake Service Clinics, 
featuring color films on trouble 
shooting brake work, train your 
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attracted plenty of attention while 
it was on display. Mr. and Mrs. 
Seguin have a ’57 Dodge. They said 
they will keep the SAAB for a 
second car. 

* * * 


ForeignCar Proposition 


oa a foreign economy car 
satisfy you?” Sterling Auto 
(English and domestic Fords) asked 
in a two-column ad in the Wilming- 
ton (Del.) Journal. 

“You will never know the answer 
to this question until you own one,” 
the ad continued. The firm then 
offered this proposition after point- 
ing out some features of foreign 
cars: 

If at any time within one month 
or 500 miles of driving the buyer 
of an English Ford is dissatisfied, 
“we will trade it back from you on 
a new 1959 domestic Ford for the 
full price you paid for it.” 

+ + * 


Ford Buyers Thanked 


N A half-page ad in the Beckley 
(W. Va.) Post-Herald, Grady 
Whitlock Ford thanked Raleigh 
County residents “for helping us 
achieve our goal” in 1958. 
Ford was first in sales in Raleigh 
County again in 1958, the ad pointed 
out, citing county figures released 
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AMERICA’S BIGGEST (> SELLING FRICTION MATERIAL 


RAYBESTOS DIVISION of Raybestos-Manhattan, Inc.,. BRIDGEPORT, CONN. 
RAYBESTOS-MANHATTAN, INC., Brake Linings » Brake Blocks © Brake Fluid + Clutch Facings « Industrial Rubber * Mechanical Packings » Asbestos Textiles © Engineered 
Plastics © Sintered Metal Products © Rubber Covered Equipment © Laundry Pads and Covers » Abrasive and Diamond Wheels « Industrial Adhesives » Bowling Bails 





Idea Bonuses Raised 
To $6 Million at Ford 


DEARBORN.—Ford Motor Co. 
employes received $565,980 during 
1958 for ideas submitted under 
the company’s employe sugges- 
tion plan, it is announced by 
John S. Bugas, vice-president— 
industrial relations. 

Last year’s total increased to 
$6,128,063 the amount earned by 
Ford employes since the start of 
the suggestion program in Aug- 
ust, 1947, The overall total in- 
cludes 118 maximum awards of 
$3,000 each and 235 for the pre- 
vious maximum of $1,500. 





by the Automobile Dealers Assn. of 
West Virginia. 

The ad contained pictures of 
Whitlock and other employes of the 
dealership. Special tribute was paid 
to Joe Holley, truck manager, who 
was credited for putting Whitlock 
Ford 33 percent ahead of all com- 
petitors in truck sales. 

= - a 


Gas Is on the House 
ICHAEL IVY IMPORTED 
CARS INC., Syracuse, N. Y., is 
promoting the sale of Simca by 


WHY RANK RAYBESTOS LINED BRAKE SHOES 


ABOVE ALL THE REST? 


SEE FOR YOURSELF —MAKE THIS COMPARISON TEST! 


Approved by the United States Government under lined brake 
shoe specification No. KK K-B-00640 

Produced by a basic manufacturer of brake shoes 
Produced by a basic manufacturer of bonding cements 
Produced by a basic manufacturer of brake lining 
Laboratory tested on dynamometers 

Proving ground tested on one of the largest company-owned 


Contain no drum-scoring wire backed linings 
Every shoe shear tested for bond strength 
Ground as follows to meet vehicle manufacturers’ specifi- 


a. Standard Contour Ground 

b. Contour Anchor Ground 

c. Contour Cam Ground 
For use on power or manually operated brakes 
11. Linings made by 8 different manufacturing processes 
Right combination of linings for each make and model car 
Produced by supplier of brake lining to original equipment 
vehicle manufacturers 
Branded with manufacturer’s name, number and shoe position 
Come in sealed boxes for customer protection 
Reduce your overall investment in cores 
17. Give maximum coverage with minimum inventory, yet have no 
improper substitutions 
Bonded under factory specifications and supervision 
Linings properly positioned on shoes 
Acclaimed the first choice of car owners and the trade in inde- 
pendent surveys 
21. Advertised to car owners in national magazines and network 





57 


offering free gasoline for a full year 
with each purchase of a Simca 
sedan. 

The firm is featuring a weekly 
payment of $9.75, using the selling 
pitch: “Just think of it, Nothing 
else to pay for the whole year long. 
Your monthly payment is your total 


car expense.” 
a + + 


Scorecard on Prefixes 


S A convenience to motorists, 

Bill Olsen’s Motor, Inc. (Cad- 
illac-Oldsmobile-Chevrolet, Wray, 
Colo., ran a check-list of county 
prefixes for 1959 license plates in 
ads in the Wray Gazette. 

The State’s system of prefixing 
counties was changed this year for 
the first time in years. The list 
shows to which county each license 
prefix is assigned. 

= 


+ * 


First Place Claimed 


Se place—it’s great,” crowed 
Kittle Pontiac, Memphis, as it 
declared that “Pontiac is the leader 
in the medium-priced field.” 

Kittle’s ad cited “Memphis zone” 
sales figures which, the company 
said, were for the Nov. 11 to Jan. 
20 period. The figures gave Pontiac 
2,567 sales, compared with 2,250 and 
2,156 for its nearest medium-priced 
rivals. 
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If you would like a 
large-size copy of this 
important compari- 
son chart for your 
own ready reference, 
write to 5 
Division of ybes- 
tos-Manhattan, Inc., 
Bridgeport 2, Conn. 


IMustrated is the new 1959 
Chevrolet brake shoe with 
“fire brand groove” to dis- 
sipate heat. Now available. 
















Direct Mail Day— 


Direct Mail Day in Detroit will be held 
in the Statler-Hilton Hotel, Feb, 20. This 


yeor's program is expected to be the 
largest ever held, with more than 1,000 


persons interested in direct-mail adver- | 


tising in attendance. Looking over some 
of the prize-winning mail pieces are, 
from left, Colin Campbell, executive vice- 
president, Campbell-Ewald Co., and na- 
tional chairman, Direct Mail Advertising 
Assn. (DMAA); James S. Clark, Chevrolet 
assistant advertising manager, and John 
lL. Rossel, president, National Mailing 
Corp., and chairman of this year's Direct 
Mail Day Committee. 





Legislative Roundup 
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6 to 9 cents a gallon, effective 
March 1. The measure is expected 
to produce about $66,000,000 in ad- 
ditional revenue during the state’s 
fiscal year starting April 1. 


* * * 


N ARKANSAS,. meanwhile, Gov. 

Orval Faubus urged increased 
highway-user taxes or bond issu- 
ance if found necessary to match 
available Federal highway funds. 

Without flatly advocating an 
Oregon gasoline tax boost, Gov. 
Mark Hatfield told the Legisla- 
ture there that failure to add a 
cent to the gas tax would result 
in loss to the state of Federal aid. 


Increased taxes, a bond issue or 
a state constitutional amendment 
restricting highway-user tax re- 
ceipts to highway purposes were 
suggested by Gov. Edmonson to the 
Oklahoma Legislature as highway 
financing alternatives. 

Gov. Patterson called an early 
February special session of the Al- 








TRI-EX REFINED 
Wolfs Head Oil 


Ung 
OMe. ent 


Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’Ss HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 
HEAD, “finest of the fine” premium motor oils. 
WoLF’s HEaD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule . . . Tri-Ex refined 
three extra steps for truly superior performance... 
and Scientifically Fortified for complete protection. 
With WoLF’s HEapD you can keep your 


customers coming back. 
HEAD commands distinctive cus- 
tomer loyalty the world over. 


GourSwea) 


WOLF’S HEAD 
OIL REFINING CO., INC. 


Olt CITY, PA. 


WOLF’s 









abama Legislature to consider a 
$60,000,000 highway bond issue. He 
said it could be floated without any 
additional taxes. 

Gov. Clauson asked the Maine 


Legislature to authorize a new $13) 


million highway bond issue to per- 
mit advance planning. 


Abandonment of Connecticut pay-| 


as-you-go financing in favor of 
bond issuance for highways was ad- 
vocated by Gov. Abraham Ribicoff, 
who did not immediately indicate 
the amount of the bond authoriza- 
tion to be sought. 

An increase in the Missouri gas- 
oline tax from 3 to 5 cents a gal- 
lon was advocated by Gov. James 
Blair to raise $31,000,000 in addi- 
tional road fund revenue. 

Gov. Foster Furcolo asked the 
Massachusetts Legislature to boost 
the state gasoline tax from 5% to 
6 cents a gallon, to raise $10 mil- 


lion in additional annual revenue. | 


* > > 


Uninsured-Driver Bill 


Is Introduced in Maine 


A bill to solve Maine’s uninsured- 
driver problem has been introduced 
in the Legislature. It would require 
that all auto liability insurance 
policies carry a clause to cover the 
insured for the cost of personal 
injury 
driver. 

Another measure would simplify 
the issuance of new drivers’ licen- 
ses under Maine’s “birthday” licen- 
sing law, while a third would create 
a stiff policy on suspension of 
licenses for speeding. 

° > > 


Compulsory Prison Terms 


Asked for Illegal Drivers 

A bill filed in the Vermont Legis- 
lature provides for compulsory 
prison sentences, in addition to 
fines, for motorists who drive after 
their licenses have been suspended. 
Sentences would be from 10 days to 
two years. 


Another bill provides that issu- | 


ance of a driver's license would) 

imply that the operator had given 

his consent to blood sampling in 

case of arrest on suspicion of 

drunken driving. oe 
> 


Fair-Trade Measure 


Is Introduced in Indiana | 

A bill has been introduced in the 
Indiana Legislature to permita 
producer or distributor to set mini- 
mum resale prices on their prod- 
ucts. 

Most food and clothing items 
would be excluded from fair trade, 


a legislative spokesman said. 
> > > 


Time-Sales Legislation 
Proposed in Three States 


Bills to regulate installment sell- | 
ing have been introduced in the 
Tennessee Legislature and proposed 
in Missouri. The North Dakota Leg- 
islature was asked to revise its in- 
stallment sales law. 

The North Dakota measure would | 
extend protection of the act to pur- 
chasers of farm equipment and | 
separate goods purchased on in-| 
stallment plans into Class A and B| 
groups. 

The Class A group would include | 
all motor vehicles and farm equip- 
ment, with the same rates as in 
the present act. Class B goods 
would be held to a maximum 
charge of $9 per $100 for the first 
$500 of any contract and $6 per 
$100 for the balance. 

The Missouri legislation was 
asked by Gov. James T. Blair jr. in 
@ message to the opening session 
of the Legislature. 

> = 


N. Y. Seeks to Cut Fraud 
In Sale of Used Cars 


Auto dealers would be affected by 
two bills introduced in the New 
York Legislature at the request of 
Attorney General Louis J. Lefkow- 
itz to curb fraudulent practices in 
the sale of used or outdated mer- 
chandise. 

One bill would require merchants 
offering used, rebuilt, rebranded, 


inflicted by an uninsured | 


chants to announce “the model 
| year” and the most recent year of 
|the model’s manufacture, 
* * * 
City License Law 

The Bowling Green (Ky.) City 
Council has approved the highest 
budget in the City’s history and 
has passed an ordinance licens- 
ing cars to help finance it. The 
ordinance requires windshield 
license stickers at a cost of $6.50. 
The new budget is $721,500, 


Bill to Cut Wagon Fee 
Is Reintroduced in N. Y. 


A bill to reduce station-wagon 
registration fees, which former 
Gov. Averell Harriman vetoed last 
year on the grounds it would cost 
the state $2.5 million in revenue, 
has been reintroduced by Republi- 
can legislators. 

The measure would reduce fees to 
the same levels required for pas- 
| Senger cars. Fees for wagons used 
for noncommercial purposes would 





be 50 cents for each 100 pounds of | 


unladen weight up to 3,500 pounds, 
and 75 cents for each 100 ‘pounds 
over that weight. Owners now pay 
|75 cents a 100 pounds. 

a4 * * 


| Bill to Regulate Time Sales 
Introduced in Nebraska 


A bill to regulate time sales and 
| retail credit loans has been intro- 
| duced in the Nebraska Legislature 
|by Rep. Terry Carpenter, Scotts- 
| bluff 


ST. LOUIS.—J. G. Adams, a 
sports-car enthusiast who recently 
j}opened Adams Import Cars, Inc., 
employs a full-time salesman who 
goes from door-to-door selling the 
German Heinkel, which gets 85 
| miles to the gallon in city driving, 
| or the German Victoria, which gets 
| 65. The first is an economy car and 
the other is a sports car. 

Both cars are one cylinder. 

The Heinkel is a 9% h.p. four- 
cycle model, while the Victoria 
is a 14 hp. two-cycle. The 
Heinkel sells for $1,138 delivered 
in St. Louis and the Victoria sells 
for $1,495. | 

Besides economy, these are some| 
of the sales points stressed: Fiber-| 
glass bodies, no rust, welded-| 
tubular frames, low cost of license | 
in Missouri ($5), and full service | 
department. | 

Adams told Automotive News he 
intends to keep his cars on the} 





prospective buyers can see they are 
in use every day. 

He opened his firm two months 
ago and already has made satis- 
factory progress, he said, in spite | 
of severe winter weather which is | 
always a deterrent in the selling | 
of open sports cars. The Heinkel | 
is a closed car. The Victoria is a 
roadster. 

Developing features that pros-| 
pects will remember is not easy,| 
but Adams said he has developed 
one—the fact that the front door 

7 aa 
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A Selling Point— 
J. G. Adams, right, president of Adams 


repossessed or reconditioned prod-| import Cars, Inc., demonstrates to a pros- 
ucts to state in any advertisement| pect how the front door of the German 
or other announcement that the/| Heinkel cannot be closed on a person's 


merchandise is “used.” 


hand because of an unusual hydraulic 


The other bill would require mer- | control. 














Import Dealer Puts Stress 
On Door-to-Door Selling 


|}auto salesmen used 


—. 


requirement that those granting in- 
stallment credit be licensed hy the 
state and interest limits of 15 per. 
cent on the first $1,000 borrowed, 
12 percent on the next $1,000 and 9 
percent on any amount above $2,009 
borrowed. 


Colo. Legislature 
Gets Bills to Alter 
Auto Regulations 


A number of bills involving the 
auto have been introduced in the 
Colorado Legislature. 

One bill would set up a separate 
State Motor Vehicle Department 
and take all motor authority away 
from:the Department of Revenue 
and the Highway Safety Council. 

Another bill would permit 15%. 
year-olds to apply for driving- 
instruction permits if they are 
enrolled in an accredited driver- 
education course. Otherwise, no 
instruction permit would be issued 
until the applicant was at least 16, 

Two other measures would ex- 
tend motor vehicle inspections 
from the one year to two years 
and would make the use of damage 
stickers on vehicles involved in ac- 
cidents mandatory throughout the 





| state. 


Another measure would establish 
a point system for driver safety, 
with provisions for mandatory 
license suspensions of drivers with 
serious and repeated violations, 

Another bill provides for manda- 
tory blood tests for motorists in- 


Provisions of the bill include a| volved in accidents or violations. 


of the Heinkel cannot be closed on 
a person’s hand, particularly that 
of a child. 


The door is held solid at any posi- 
tion by a hydraulic plunger and 
cylinder, and cannot be fully closed 
until the locking handle is opened 
and the door locked by turning the 
handle. In that position it hag a 
positive lock and cannot be opened 
without turning the handle. 


Another special feature is two 


| Spares, one under the seat and one 
| of the two rear tires which can be 
|}used for a spare in an emergency 
| without impairing mobility. 


Youth Sues; Says 
Pressure Put Him 


In $5,290 Auto 


PATERSON, N. J.— Robert W. 


| streets as much as possible so that! Jennings, 21, of Wood-Ridge, N. J., 


has filed suit here claiming three 
“moral com- 
pulsion and psychological pressure,” 
including a tape recorder, to sell 
him a $5,290 car he didn’t want. 

Jennings is a $65-a-week drafts- 
man. 

He asked that the court rescind 
the sales contract and that his ‘58 


| Chevrolet tradein, or the $1,200 he 


says he was allowed for it, be re- 
turned. He said he was charged 
$740 to finance the transaction. 

Jennings filed suit against Legion 
Motors, Inc., Union, N. J., and 
Salesmen James Wright, James D. 
Grant and Robert Wortley. He 
charges that they wore him down 
in putting over a deal for a '59 
Chrysler. 

He claims that Grant and Wort- 
ley induced him and his wife to 
speak into a tape recorder when 
the deal was discussed, despite his 
reluctance to do so. He said the 
salesmen told him they wanted the 
recording because, Wright, whom 
they identified as their boss, was 
not present. 

Jennings said his wife started to 
cry after the papers were signed, 

















, 


but the salesmen refused to can-§f 


cel the deal. 


Harvey Names Bache 


NEW YORK.—Bache & Co, 
member of the New York Stock 
Exchange and commodity ex- 
changes, has been appointed dis- 
tributor of Harvey Aluminum, Tor- 
rance, Calif. Through its metal 
department, Bache will be able to 
supply industrial consumers with 
aluminum as well as copper, tin, 
zinc and lead. 
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from 2 Salesman’s Viewpoint . . . 


- Taking a Look at the Shopper 


Continued from Page 6) 


js more than he wanted to give the 
galesm*":. 
* + * 

ALESMEN agree that the busi- 
S nees of giving discounts has al- 
most reached the ridiculous stage. 
Customers willing to pay list price 
for almost everything else show no 
hesitation in asking a salesman for 
a big discount, It is not too surpris- 
ing, therefore, that salesmen also 


“no” in at least 90 percent of the 
deals, according to the salesmen. 

To what kind of a salesman does 
a customer respond best? The con- 
sensus of those to whom I talked 
was that it is the salesman who 
has that indescribable quality called 
“warmth.” 

It radiates with enough power to 
thaw out even the coldest shoppers. 
It doesn’t mean that the salesman 
is overly chummy with the cus- 


have sharpened up their trading to| tomer. It means more that he has 
combat discount-happy customers. | the knack of establishing a contact 


If a customer wants to engage 
in a battle of wits with a car 
salesman, my advice would be to 
not try it inside the showroom. 
The salesmen to whom I talked 
can mentally flip car prices, dis- 
counts, ACV (actual cash value) of 


your tradein, time payments, etc. | 


faster than most buyers can add 
them up with pencil. 


I'm not inferring they would try | 


to outsmart such a customer; but 

jet the customer be sure that he will 

not fluster a salesman or trick him 

into a good deal. Things are also 

going on behind the scenes that the 

customer may know nothing about. 
= * = 


R instance, salesmen often 

work in pairs and while one is 
talking to the customer the other 
may be appraising his car. While 
the prospect talks to the first sales- 
man, the second phones the first 
salesman the ACV on the custom- 
e’s car. If the customer tries to 


make lavish claims for the value of | 


his car, one can see how far he'll 
get. 

How can a salesman generally 
tell if a buyer is really inter- 
ested? Usually by the kind of 
qestions he is asking. He can 
tell if there is genuine interest, 
too, if the prospect gets behind 
the wheel of the car. 

If the customer asks his wife to 
get behind the wheel of the car, 
the salesman feels he has a good 
prospect. The distaff side of the 
family is, in the long run, the one 
to watch. She gives the “yes” or 


with the customer’s likes and dis- 
likes and then showing an under- 
standing of them. 

* + * 


6 we kind of salesman not only 
knows how to make a good 
sales presentation, but also likes 
nothing better than a chance to sell 
a car to the next person who walks 


through the front door. Only after | 


he has sold his personality, his car, 


the dealership and service does he 


talk about price. 

The composite of the ideal 
customer is a man who walks 
into the showroom with his wife 
and two children. Parked outside 
is a ’53 car in good condition and 
paid off. He has a good job and 
already has been presold on the 
car, Salesmen wouldn’t call him 





Humphrey’s °58 Sales 
Up 5% Despite Slump 
MILWAUKEE. — The recession 
meant little to the Humphrey 
string of GM _ dealerships. The 
firm’s eight outlets sold 11,701 
new and used cars last year, a 
gain of almost 5 percent over 11,- 
149 sales in 1957, according to 
Glenn L. Humphrey, president. 

The company, which is one of 
GM’s top 10 dealerships and 
which has outlets in Wisconsin 
and Illinois, in early January 
sold its 100,000th auto since it 
was formed in 1936, Humphrey 
said. 





Obituaries 


Edward H, Moorman 





O.—Edward H, Moorman, 57, 
Dayton Reliable 
He founded the 
he was a part- 
in Moorman 


DAYTON, 
owner and president of 
Motors Inc., died Feb. 1. 
frm in 1936. Before that, 
ter with his brother, Charles, 
Moter Co., which handled 
and Graham-Paige. 

* * * 


L, P. Evans Sr. 
MIAMI.—L. P. Evans sr., 61, owner of 
L. P. Evans Motors, Inc., one of Miami's 
largest dealerships, died of a heart attack 
Feb. 4. He was once president of both 
the Miami and Florida Independent Auto 
Dealers Assns. 
* * * 


S, N. Glisson Sr. 
SPRINGFIELD, Ill.—S. N. Glisson sr., | 
@, former owner of Glisson Ford here, 


ded Feb. 2. He was a Ford dealer in 
Palmyra, Mo., until coming to Springfield 
fa 1932. He sold his dealership in 1941. 


* * * 


Emanuel Rosenfeld 
PHILADELPHIA. — Emanuel Rosenfeld, 
&, founder and president of Pep Boys, 
auto accessory chain, died Feb. 4 in 
Miami Beach. 
* * * 


J. H. King 
ANNISTON, Ala.—J. H, King, retired 
Mutomotive executive, died Jan. 3 at his 
home here. He formerly was a manager of 
the old Maxwell plant in Kansas City and 
later served with Chrysler Corp., Ford 
Motor Co, and Packard. 
* * * 


J. G. Burlingame 


LITTLE ROCK, Ark.—J. G. (Burly) 
Burlingame, 84, long-time official of major 





Import-Car Auction 


Planned at Palm Beach 


WEST PALM BEACH, Fla.— 
Carl E. Marker of West Palm 
Beach Auto Auction, announced 
last week that the last Thursday 
of each month will be import car 
and truck day at the auction. 

The sales on the fourth Thurs- 
days will start at 11 am. with 
the auctioning of all trucks con- 
‘tigned. Entries will be limited to 
trucks of %-ton size and smaller. 


‘The truck sale will be followed by 


auction of import cars before 


# start of the U. S. car auction. 








| 
| 


Rickenbacker | 





auto parts distributing firms in Arkansas, 
died Feb. 9 at his home in Little Rock 
He was senior vice-president and treasurer 
of Crow-Burlingame Co. Little Rock, and 
treasurer of Big 4 Auto Parts Company, 
Little Rock. 

* * * 


R. G, Patterson 

POMPANO BEACH, Fia.—R, G. Patter- 
son, a longtime official of the Automotive 
Engine Rebuilders Assn. died Feb. 6 at 
his winter home here. He was 67, Mr. 
Patterson twice was president of the AERA 
and had been executive vice-president since 
1932. He retired last year as vice-president, 
general sales manager and a director of 


| Lamson & Sessions Co., Cleveland, He had 


continued as assistant to the president 
of the company 
* : 
Jack Sight 


KANSAS CITY.—Jack Sight, a co- 
founder of the city’s oldest Chevrolet deal- 
ership, died Feb. 8. He and two brothers 
formed Sight Brothers Chevrolet Co, in 
1923. Since 1957, the firm has been op- 
erated by Mr. Sight’s sons, Robert and 
William, but he remained active as an 
advisor. 

* * * 


Nathan Kutner 

WILMINGTON, Del. — Nathan Kutner, 
74, retired part-owner of the Kutner-Nash 
auto agency here, died Feb. 5 in Atlantic 
City. Mr. Kutner was known for his inter- 
est in children. He founded the Kutner 
school for retarded children, donating both 
land and a building. 

* * * 


Hiram Kinsley Heineman 
NEW CASTLE, Pa.—Hiram Kinsley 
Heineman, 52, a used-car dealer, died Feb. 
6 in Lancaster General Hospital. Mr, Hein- 
eman suffered a heart attack while at- 
tending an auto auction in Manheim, Pa. 
* * * 


Daniel L. Cory 
MOLINE, Iil.—Daniel L. Cory, owner of 
Midwest Auto Sales Co, (used cars), died 
Feb. 7. He had been an auto dealer in 
Moline for 28 years. 
* * * 


Robert Giles Patterson 
POMPANO BEACH, Fila.—Robert Giles 
Patterson, 67, executive vice-president of 
the Automotive Engine Rebuilders of In- 
dianapolis, died here. He came here to 
spend the winter from Shaker Heights, O. 
+ + * 


Frank A. Rice 
EL DORADO, Kans.—Frank A. Rice, 
87, one of the first auto dealers in Kansas, 
died Feb. 6. He opened a Ford dealership 
in 1912 and, 19 years later, opened Chev- 
— dealerships in Potwin, Florence and 
ere. 
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a “pigeon,” but the fact remains 

that he is mighty fine pickings. 

One salesman I talked to men- 
tally classifies all customers as 
either “hot” or “cool.” The “hot” 
ones he follows up with a personal 
call. The “cool” ones he sends a 
postcard. He said he had bagged 14 
of 17 “hot” ones recently. 

The too-ardent shopper also runs 
the risk these days of getting a 
“low ball” deal. The “low ball,” of 
course, is the baseball equivalent of 
a curve ball. Just like the batter 
who looks at three curves over the 
the plate, the car buyer who runs 
into a “low ball” strikes out, 

* * = 
“T OW ball” is a tactic used by a 
few unethical salesmen to pre- 
vent the buyer from shopping. He 
just “accidentally” adds his figures 
wrong and a further “coincidence” 
brings the total several hundred 


| tor. 

Customers stung by the “low 
ball” are angered when they find 
out about the “mistake,” but 
most often take their medicine 
rather than admit they have been 
taken, 

“Low balling,” however, catches 
up with the salesman who might 
practice it because the customer 
;never again buys a car from the 
| dealership. The next time he buys, 





| he’s the fellow who says: “You're | 


|really going to sell me a car at 
| that figure, aren’t you?” 
“Just to make sure,” 
|“put it in writing.” 
Salesmen say the customer who 
| usually winds up getting the best 
| deal is not the man who would try 
| to stick you with stickers or trick 
you with statistics but the man 
who lays all his cards on the table. 
: 7 = 


he adds, 


E smart customer appreciates 

the value of dealing with a re- 
liable dealer and is wise enough to 
| know that a $50 saving in initial 
| purchase price can be the worst 
investment he ever made if he gets 
poor service. 

Salesmen I watched gave very 
impressive performances, Their 
sales presentations were good 

| and they showed a surprising 

| amount of mental flexibility and 

| good humor. In their line of 
work, the latter is almost indis- 
pensable. 

It would be awfully easy to go 
sour after matching wits with three 
or four chronic shoppers. This 
would be too bad because just 
about that time in walks an “up.” 
An “up” is any good prospect. And 
if you’re down when an “up” walks 
in, you’re out. 


Barnhizer Buys Into Deal 


A. E. Barnhizer has become a 
partner and general manager of 
Mustang Chevrolet in San Angelo, 
Tex., a property of the Frank Late 
organization which operates Chev- 
rolet dealerships in the Southwest. 





One of 500— 


dollars under his closest competi- | 





Ad Gets Resulfts— 


A novel device which drew plus impressions for an ovtdoor campaign is command- 


jing attention in advertising circles. 


According to Outdoor Advertising, Inc., the 


novelty was applied on a poster placed by Campbell-Ewald Co., Detroit, for the 
|United Motors Service to promote the advantages of Delco dry charge batteries. 
| On three-quarters of the boards, showing first on the West Coast and since extended 
|to the East, either the R, E or S was deliberately reversed in the slogan “100% 
said people phoned distributors and dealers wherever the boards 
Some expected a monetary reward. 


Fresh." OAI 
| appeared, to boast of their perception. 





| 
| 
| 


Ads Begin to Go Wild... 
Cutting Prices by a Penny 





| (Continued from Page 6) 


cars would be sold during a four- 
day period. 

In Jacksonville, Fila, Bill 
Terry’s, Inc., asked, “How much 
Buick would you like?” A Le- 
Sabre four-door sedan was listed 
at $2,927, and equipment prices 
were mentioned to enable the 
prospect to “custom-build” his 
car. 

Terry also had a “limited num- 
ber” of ’58 Hillmans at $1,595. 

Deal Buick, Inc., Asheville, N. C., 

|was “sell-a-brating the best- 
accepted Buick in 50 years” by of- 
|fering a LeSabre two-door sedan 
with automatic transmission, heater 
and whitewalls at $2,870, including 
| State sales tax. 

A Renault 4-CV was listed at $1,- 
|495 by King Karp (Dodge-Renault- 
| Peugeot), Savannah, Ga. But Karp’s 
ad pictured a more-expensive (and 


Dauphine. 


* > * 


| Rowse & SONS, Panama City, 
Fla. mentioned a Rambler 
American station wagon at $1,863, 
and Southern Rambler, New Or- 
leans, declared: “If you test the 
best, you will buy Rambler for $500 
less than any other station wagon.” 

Southern spoke of a “59-99-59” 
plan—a ’59 model for $99 down and 
$59 per month. 

It was “no downpayment” dur- 
ing a four-day sale at Mike Persia 
Chevrolet, San Antonio. “No cash, 
no trade, no nothin’,” Persia said. 
“Just sign the order and any one 
of these 1959 Mike Persia Chev- 
rolets is yours.” 

A fifth anniversary sale at Kenny 
Ross Chevrolet, Pittsburgh, found 
the company offering “’59 Chevys 
at ’54 prices based on comparable 





New-car dealers across Canada are offering to equip their 1959 models with nylon 


cord tires—some on a no-charge basis, others at a low premium. Helping to 


mote 


features of the option in over 500 dealer showrooms will be the colorful checker-board 


display shown above. 


W. W. Krebs, left, sales promotion supervisor for DuPont 


of Canada, sets up one of the first displays for R. W. Croker, sales manager, Chevrolet 


Motor Sales Co., Montreal. 





considerably more popular) Renault | 


models.” Ross said its prices were 
“officially notarized.” 
* * = 

OURTESY CHEVROLET, Hous- 

ton, said it was repeating its 
“tin barn warehouse sale for the 
benefit of those who could not get 
waited on last weekend. Fresh ship- 
ment—169 spanking-new Chevrolets 
ready to go.” 

In the Washington area L. P. 
Steuart, which operates four 
DeSoto-Plymouth outlets, made a 
claim and issued a challenge. 
The company said, “L. P. defies 

anyone and dares you to compare 
our volume deals on ‘59 Plymouths 
and DeSotos. 

“We're so positive nobody can 
match our four-location volume op- 
eration that we offer the guaran- 
teed best deal. There are no strings 
attached. We either give you the 
best deal on a new DeSoto or 
|Plymouth—or every red cent of 
your money back.” 


S-P Separates 
Fleet, Truck Sales 


As Volume Rises 
SOUTH BEN D.—Separation of 


| Studebaker-Packard fleet and truck 
|sales departments as the result of 
| steadily increasing sales has been 
|}announced by S. A. Skillman, S-P 
|sales vice-president. 

A. E. Fitzpatrick is manager of 
the fleet sales department. His staff 
includes J. L. Duncan, assistant 
manager, and J. S. Moulder, sales 
analyst. 
| Frank T. Corcoran has been ap- 
pointed manager of the truck sales 
department. Members of his staff 
are Ear! L. Platt jr., assistant man- 
ager, and Tom A. Cunningham, 
equipment and scheduling super- 
visor. 

District fleet sales representatives 
and their headquarters are: Hast- 
ern, R. S. Law, New York; Midwest, 
W. P. Hendershot, Chicago; North- 
west, E. P. Derberry, San Fran- 
cisco, and southwest, J. W. Garrett 
jr., Los Angeles. 

Additional districts and repre- 
sentatives will be announced in the 
near future, Skillman said. 

He said S-P fleet sales, excluding 
taxis, were 942 percent greater 
during November, December and 
January as compared with last 
year. 


Rambler Takes On 
Big 3 Rivals 


DETROIT. — A new-car buyers’ 
guide book which compares four 
lowest-priced U. S. autos is now 
available free at all Rambler deal- 
erships. The book called “1959 X- 
Ray,” compares Rambler with 
Chevrolet, Ford and Plymouth. 

Featured by comparative photo- 
graphs and charts, the book lists 
the exterior and interior dimen- 
sions of the low-priced cars, their 
prices and weights and other fac- 
tors car buyers consider. 
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End of Glass Strike 


Spurs Auto 


Hopes 


(Continued from Page 1) 


can Motors Corp. Studebaker- 
Packard Corp. and furnishes about 
50 percent of the glass used by 
Ford Motor Co. 

Pittsburgh Plate’s plant will 
begin producing glass as soon 
as the agreement is ratified by 
the striking members of the 
United Glass and Ceramic Work- 
ers Union. The vote is expected 
to be completed today (Feb. 16). 
The tentative settlement, reached 


in Philadelphia, calls for submit- | 


ting a number of issues in the dis- 
pute to arbitration. The terms were 
not made public. 


Major issues in the glass strike | 


did not involve wages. The dead- 


lock centered on the interpretation | 
of a seniority provision at one | 


plant, incentive systems, work 
standards and local grievances. 


Full scale production at Chrysler | 
depends on how soon it can get) 


adequate glass supplies from Pitts- 
burgh Plate. 

A Chrysler spokesman indicated 
that all plants would be in produc- 
tion within three to 10 days after 


the glass company starts ship- 
| 


ments. 

Pittsburgh Plate said glass fur- 
naces have been kept hot and as 
soon as the agreement is ratified 
some maintenance men would be 
recalled. Full production could be 
achieved within a few days, the 


company said. 
> = * 


Chrysler Recalls Workers 


At ONE time, more than 20,000 
Chrysler workers were idled 
because of the glass shortage. How- 
ever, the auto maker has found 
glass from alternate sources, allow- 
ing it to reopen all but three of its 
assembly plants. 

The day before the agreement 
was reached in the glass dispute, 
Chrysler announced that it was 
recalling 3400 workers at its 
Evansville (Ind.) Plymouth body 
and assembly plants. 

The recalls will begin tomorrow 
(Feb. 17) and the plants will work 
at least a three-day week until ade- 
quate glass supplies can be ob- 

tained. 

About 11,000 workers are still idle 


at the Plymouth body and assembly | 


plants in Detroit and assembly 
plants in Newark, Del., and Los 
Angeles. 

Ford has met its glass needs by 
increasing production at its Dear- 
born and Nashville glass plants and 
reactivating a third plant in St. 
Paul. 

Although it is getting glass from 
other sources, American Motors de- 
scribed the situation as “touch and 
go” at the time of the Pittsburgh 
Plate agreement. Studebaker-Pack- 
ard also is getting glass from other 
sources. 

General Motors Corp.’s principal 
glass supplier is Lib bey-Owens- 
Ford, which reached a new agree- 
ment with the union last October. 

* 


URW Maps Talks 


AKRON, the United Rubber 
Workers last week completed the 
first step toward negotiating con- 
tracts covering 90,000 employes of 
the rubber industry’s “Big Four.” 

The union sent out notices to 
start negotiations with Goodyear 
Tire & Rubber Co., B. F. Good- 
rich and Firestone Tire & Rub- 
ber Co, to replace contracts ex- 
piring Apr. 15. 

United States Rubber Co. re- 
ceived notice from the URW two 
weeks ago to start negotiations. 
The U. S. Rubber contract expires 
Apr. 9. 

In Detroit, the United Auto Work- 
ers announced that monthly dues 
of members would be increased by 
$1 in March. The boost to $4, the 
union said, will restore the UAW’s 
strike fund to the constitutional 
minimum of $25 million. 

The UAW’s International Execu- 
tive Board is required to increase 
dues when the fund falls below $20 
million. When it reaches $25 mil- 
lion, the dues increase will auto- 
matically be suspended. 

The UAW reported that the 
strike fund reserve totalled $16,- 
630,806 on Jan. 31, 1959. Strike fund 


expenditures in 1958, the union 
said, were $22,127,402. 
+ * * 


Court Denies Compensation 


HE Sixth District Court of Ap- 

peals at Toledo last week upheld 
a lower court ruling that denied 
| unemployment compensation to 630 
Champion Spark Plug Co, em- 
ployes laid off because of a strike 
at a Champion plant in Ham- 
tramck, Mich. 

The case was similar to a re- 
cent one in Michigan, involving 
Ford, However, the Ohio court’s 
2-to-1 decision is the opposite of 

| that returned by the Michigan 
Supreme Court. 

In Ohio, the workers at Cham- 
|pion’s Toledo plant were laid off 
|\for 26 days in 1956 because of a 
strike at the firm’s supplier plant. 

Appellate Judge Dudley F. Smith, 

| who wrote the Ohio court’s decision, 
| said the workers at both locations 





| must be considered employed by a/| 
| single employer since the Michigan | 


plant was the chief supplier to the 
| Toledo plant. 

Therefore, Judge Smith reasoned, 
| since workers at the struck plant 
were not entitled to unemployment 
| benefits, the Toledo workers were 
| not eligible. 

| The only dissenter was Judge 


| Clyde L. Deeds, who said the To-| 


jledo and Michigan plants were 
| separate since they are in different 
| states. 

| * * * 


Ford Appeals Ruling 


Michigan Supreme Court 
| previously had reversed a Cir- 
| cuit Court ruling and ordered the 
|Michigan Employment Security 
Commission to pay an estimated $1 
| million in unemployment compen- 
|sation to 10,750 Detroit-area Ford 
| workers. 

The workers were idled for 
three weeks in 1953 because of a 
| Strike by their own union at 

Ford’s forging plant in Canton, O. 

The Michigan court ruled that 
the Detroit-area men were forced 
off the job by circumstances other 
|than a labor dispute within the 
Ford “establishment.” 

The court ruled that under the 
State Unemployment Compensation 
Law, a Ford plant in Ohio is not 
part of the same establishment as 
Ford plants in Michigan. 

In asking the Michigan Supreme 
Court to rehear the case, William 
T. Gossett, Ford general counsel, 


Indiana Weighs 
Plan for 6-Month 
Safety Checkups 


INDIANAPOLIS.—Legislation re- 
quiring inspection of all automo- 
biles in Indiana‘*every six months 
at the cost of 30 cents to each car 
owner has been introduced in the 
Legislature. 

The bill carries an appropriation 
of $800,000 to get the program under 
way. 

The measure would require the 
State Police to check every car for 
the working order of brakes, steer- 
ing wheel alignment, horn, mufflers, 
tires, lights, glass, windshield wip- 
ers and other safety mechanism. 

Operating under the state direc- 
tor of traffic safety, the inspection 
program would permit the director 
to designate safety inspection sta- 
tions. 

These stations, which would have 
to submit a $25 fee for inspection 
licenses, would be charged with ac- 
tual inspection under supervision 
of state police. 

The stations would be empowered 
not to issue a certificate of safe 
operation until the vehicle met the 
minimum standards. 

Taking effect Sept. 1, the act 
would permit the inspection sta- 
tions to set their own fees so long 
as they were “not excessive” and 
filed with the safety director. 

Violations of the act would bring 
fines up to $100 and 10 days in jail. 
Second or subsequent convictions 
would be more stringent. 








charged that the UAW us:: the 
Canton strike as a “lever ‘> pry 
collective bargaining conc siong 
from the company in the mic -term 
of a five-year agreement.” 

The net effect of the cour’ s in- 
terpretation of the law, G»ssett 
said, was “to convert the sta'» un- 
employment compensation prc zram 
into a strike weapon agains: the 
multi-plant employers who ar= the 
most substantial contributors to 
the state unemployment conmipen- 


sation fund.” 
= * . 


Renault Workers Win 


Annual Wage Increase 


PARIS.—The state-operated Re- 
nault automobile company has 
completed a new labor contract 
that has attracted much attention 
in French labor circles. 

Under the agreement, Renault 
guarantees to all its employes a 
minimum annual wage increase of 
4 percent, This increase is not 
based on cost-of-living fluctuations 
but on improved productivity. 

Another provision calls for a 
special bonus of 6,000 francs ($12) 
to be paid before the end of the 
year to all Renault workers. 

Paid vacations also have been 
increased for workers with long 
service with the company. Instead 
of three weeks, hourly wage earn- 
ers who have been with Renault 
25 years or more will now get 24 
“working” days vacation. 

The length of special family va- 
cations also is increased. A death 
in the family entitles a worker to 
three days off. One week off is 


given a worker who gets married. 
* - * 


Ford Wages in 1958 


Highest in History 


DEARBORN. — Ford “Motor Co. 
announced last week that its work- 
ers in 1958 earned the highest aver- 
age hourly and weekly pay in 
plants and offices across the nation 
since the firm was founded 55 years 
ago. 

John S. Bugas, industrial rela- 
tions vice-president, said the sharp 
increase in the demand for Ford 
cars and trucks in the fourth quar- 
ter of 1958 pushed employe earn- 
ings to record levels. Bugas said 
this trend is continuing into 1959. 

The average gross hourly earning 
in 1958 was $2.739, compared with 


the 1957 record of $2.593 per hour. § 


Average weekly gross earnings 
totalled $108.88, compared with 
$106.09 in 1957 and the old record 
of $106.68 for 1955. 

Bugas said total average employ- 
ment during 1958 was 142,076 hourly 
and salaried employes, compared 
with the record of 191,759 in 1957. 

At the end of last year total 
employment rose to 165,478 from @ 
low employment point of 124,122 
last April. Present employment, 
Bugas said, is up to 168,000. 

Ford’s total payroll in 1958 was 
$954,523,591, compared to the record 
of $1,204,644,220 in 1957 when the 
employment record was set. For 
last year, average hours worked 
totalled 39.75 per week, compared 
with 40.91 in 1957 and the record 
of 44.17 in 1955. 

For the fourth quarter last year, 
employment averaged 158,787, and 
the average gross earnings was 
$2.899 per hour. Average weekly 
earnings climbed to $131.50 for the 
quarter. 


S-P Names Seattle Dealer 


University Motors, Inc., has been 
named a Studebaker dealer in 
Seattle. Robert P, Steiner is pres- 
ident of the firm. 
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Shifts in State Car Output 


Continued from Page 1) 


ef total 1957 assemblies to 9.05 

nt in 1958, Other states that 
showed percentage-point gains 
were Delaware, up 1.13 points; 
Missouri, up 0.99 points; Ohio, up 
@34 points; Maryland, up 0.64 

ts; Georgia, up 0.30 points; 
Pennsylvania, up 0.29 points; 
Minnesota, up 0.20 points; Kan- 
sas, up 0.19 points; Mllinois, up 
9.09 points, and New Jersey, up 
0.04 points. 





Biggest loser from 1957 was} 


Michigan, off 5.46 points from 34.64 
percent of total U. S. car output 
jn 1957 to 29.18 percent in 1958. 
Other states that lost ground in 
1958 were California, off 0.84 points; 
Tennessee, off 0.75 points; Massa- 
chusetts, off 0.59 points; Texas, off 
041 points; Indiana, off 0.30 points; 
New York, off 0.21 points; Ken- 


tucky, off 0.20 points and Virginia, | 


off 0.02 points. 

On a percent-of-industry basis, 
Michigan finished on top with 29.18 
percent of total industry output; 
California was second with 9.58 per- 
cent; Wisconsin third with 9.05 per- 
cent; Missouri down from third to 
fourth with 8.67 percent; New Jer- 
sey down from fourth to fifth place 
with 6.83 percent; Georgia down 
from fifth to sixth place with 5.43) 
percent; New York in seventh place 
with 4.22 percent; Indiana in eighth 

with 3.54 percent; Delaware | 
up from 12th to ninth place with} 
334 percent; Maryland in 10th place 
with 3.30 percent. 

In the second 10 were Ohio in 
lith place with 3.28 percent; Texas 
in 12th place with 2.84 percent; 
Kansas in 13th place with 2.15 per- 
cent; Illinois in 14th place with 1.68 

nt; Minnesota up from 17th to 
ith place with 1.56 percent; Penn- 
givania up from 19th to 16th place 
with 148 percent: Kentucky down 
from 16th to 17th place with 1.28 
percent; Virginia up from 20th to 
isth place with 1.11 percent; Massa- 
dusetts down from 15th to 19th 
place with 0.97 percent, and Ten- 
nessee down from 18th to 20th place 
with 0.51 percent. 

> 


> * 
a long period, Wisconsin 


has made the greatest strides 


| among the 20 car-producing states. 







Wisconsin produced only 4.70 
pereent of total industry output 
in 1955. In turning out 9.05 per- 
ent of total industry assemblies 
in 1958, it picked up 4.35 per- 
centage points in a four-year pe- 
tiod. 


Paradoxically, Michigan, the hub 
= > = 


o—— 


|}of the auto industry, has lost the 
most ground of any state in the 
last four years, due chiefly to a 
decentralization of assembly opera- 
oe at Chrysler Corp. and the loss 
|of Packard output in the Wolverine 
| State. Chrysler was producing 82 
percent of its cars in Michigan in 
1955, compared to only 61 percent 
| in 1958. 

Michigan's 29.14 percent share in 
| 1958 represented a 4.92 percentage- 
| point decline from 1955, when 34.10 
| percent of all cars made in the U.S. 
came off assembly lines in Mich- 

igan. 

The shift of American Motors 


and Studebaker lines to the Mid-| 


west also has resulted in a decline 
in California output over the four- 
year period. California fell from 


year for a 0.52 percentage-point de- 
cline over the four-year period. 
* * a 


NOTHER state that has suffered 
from shifts in assembly opera- 
tions is Massachusetts, which de- 
clined from 2.80 percent of total 
industry assemblies in 1955 to 0.97 
percent last year—a dip of 1.83 


| points. 


| 10.10 percent of total industry as-| 


semblies in 1955 to 9.58 percent last 


.NSPA’s Wiggins 
Is Honored by 
Wholesaler Group 


CHICAGO. — Jack Wiggins, ex- 
ecutive vice-president of the Na- 
tional Standard Parts Assn., will be 
presented a testimonial and plaque 
today (Feb. 16) by 
the National 
Assn, of Whole- 
salers, Washing- 
ton, commemorat- 
ing his 25 years’ 
service with the 
automotive parts 
and equipment 
association. 

Wiggins joined 





1934, as a field 
secretary for the 
35-year-old organization. Before 
that he had had experience as a 
publisher and manufacturer's rep- 
resentative and with an advertis- 
ing agency. He has been manager 
of the association for the past 12 
years. 

During this period Wiggins 
brought into being the Manufac- 
turers Advertising Council which 
has played an important part in 


4. L. Wiggins 


NSPA Feb. 14,| 


raising the standards of parts and | 
equipment advertising and in de-| 
veloping sales aids and promotion | 


programs for the advancement of 
the “after-market” industry. 

The presentation will take place 
at the NSPA show headquarters at 
the Sherman Hotel here. 


State-by-State Roundup of Auto Output, 1955-58 .. . 





® 


On the other hand, Delaware, 
which has profited by the opening 
of the Plymouth-Dodge assembly 
plant in Newark, has shown the 
second largest increase over the 
last four years. 

Delaware has increased its share 
of total industry assemblies from 
1.24 percent in 1955 to 3.34 percent 
in 1958. 

Other states that have shown | 
percent-of-industry gains in the) 
1955-58 period are Ohio, up 1.18 
points; Maryland, up 0.60 points; 
Missouri, up 0.57 points; New Jer- | 
sey, up 0.53 points; Pennsylvania, | 
up 0.38 points; Georgia, up 0.23 | 
points; Minnesota, up 0.16 points, 
and Illinois, up 0.08 points. 


* * * 


TATES in addition to Michigan, 

California and Massachusetts 
that have lost ground over the 
four-year period are Texas, off 0.76 
points; Tennessee, off 0.69 points; 
Kansas, off 0.65 points; New York, 
off 0.18 points; Virginia, off 0.09 
points, and Kentucky, off 0.02 
points, 

On a sectional basis, the Mid- 
west and East were the only 
areas to show a percentage-point 
gain over 1955—the Midwest being 
up L119 points and the East, 0.74 
points. 

The Southwest was off 0.76 
points; the South, 0.57 points; the | 
West, 0.52 points, and the Plains, | 

0.08 points. 

From 1957 to 1958, only the East | 
and the Plains gained percentage | 
ground—the Eastern states om | 
ing 1.30 points, and the Plains 
states up 1.18 points. 


> . 


FF from 1957 were the West, 

0.84 points; the South, 0.67 
points; the Midwest, 0.56 points; 
and the Southwest, 0.41 points. 

From 1956 to 1957, the Midwest 
climbed 2.15 points and the West 
rose 0.22 points. 

Three areas managed percent- 
age-point gains from 1955 to 1956 
—the East being up 1.00 points; the 
West up 0.10 points, and the South 
up 0.10 points. 

= 


. | 


| have different ideas on the type of 


Two years ago a similar car cost 





A Display for Texans— 


This “warehouse” type background formed the setting for a display of 12 foreign 
cars for members of the Texas Manufacturers Assn. The display was arranged by three 
import dealers at the Foreign Trade Center in Houston during the annual TMA con- 


vention. 


Half Let Public Buy... 





How States Sell Fleets 


(Continued from Page 3) 


Hampshire, New Jersey, North 
Carolina, North Dakota, Oregon, 
South Carolina, Texas, Virginia, 
Indiana, California and Wisconsin. 

Indiana said it would sell to the 
public if the bid is accompanied 
by a $1,000 deposit, Bien asserted, 
and California reported its cars 
were sold at auction only to the 
general public and State em- 
ployes. 

Bien said California and Florida 
led the 40 states in the number of 
units disposed of annually—1,500 
each. Other leaders were Kentucky, 
1,000-1,200; Michigan, 1,098; New 
York, 1,000; Virginia, 850; Oregon, | 


| 840, and Indiana, 835. 


* * * 


ANOTHER front, the gov-| 
ernors of Oklahoma and Oregon 


vehicle the chief executive should 
use. 

Oklahoma Gov. Edmondson will 
ride in a 1959 Cadillac Sixty Special 
purchased from Oakley Pontiac- 
Cadillac, Alva, Okla. for $5,750. 


$5,161, a State official said. 
Oregon Gov. Mark Hatfield 
announced he has ordered the 
State Highway Commission to 
discontinue using Cadillac limou- 
sines. He said most of his travel 
would be in a Rambler from the 
State Motor Pool, A 1959 Cadillac | 
will be used on special occasions | 
only, Hatfield added. 
The State purchased 20 Ramblers | 
last year, he said, indicating that 








his aides also would use a motor- 
pool car for most of their travel 
instead of private vehicles for 
which a reimbursement of seven 
cents a mile is allowed, 

“This scale-down in automobiles 
means simply that at the governor’s 
level we will symbolize economy in 
transportation,” Hatfield said, 

= * > 
ir ROCHESTER, N. Y., the City’s 
new “official” car will be a 1959 
Mercury. The car was bought from 


Rochester Motors, Inc., for $2,534.29. 
Dorschel Buick, Inc., submitted a 


| bid of $2,535. 


Charles Merlini, Utica (N, Y.) 
purchasing agent, announced that 
the City has started buying tires 
at less than “state prices” from 
Rock’s Tire & Battery, Inc., and 
Laino-Fisk Tire Service. 

For the present, he added, 
there will be no competitive bid- 
ding on tire purchases, The City 
buys about $30,000 worth of tires 
a year, he said. 

In Canton, O.. Mayor Charles 
Babcock has asked the City Coun- 
cil to consider appropriating $90,- 
000 for 40 new police cars, seven 
motorcycles and an ambulance. 

“Economically, the investment in 
a fleet operation would more than 
pay for itself,” the mayor said. 


Loder Joins Triumph Fold 


Loder Bros, Co., 465 Center St., 
Salem, Ore., has been appointed a 
Triumph dealer. 


Geographical Trends in Car Production Across the U. S. 








Total Pct. of Overall! Pct. of Overall Pct. Pt. Pct. of Overall Pct. Pt. Pct. Pt. Pct. of 
Output, 1958 Position, 1957 Position, Change, 1956 Position, Change, Change, 1955 
1958 Output 1958 Output 1957 1957-58 Output 1956 1956-57 1956-58 Output 

MG ccc ccccccccccccccccccccs 1,238,539 29.18 1 34.64 1 —5.46 33.00 1 + 1.64 ——-3.62 34.10 
PR so nen Come ee whee ease 406,433 9.58 2 10.42 2 —0.84 10.20 2 +-0.22 —0.62 10.10 
CE cc ccencadecebsetecesenes 384,250 9.05 3 4.98 6 +4.07 5.20 6 20 +3.85 4.70 
SL. Sous o Ceebede set neanene sees 367,768 8.67 4 7.68 3 +0.99 8.00 3 —0.32 +-0.67 8.10 
ME ROGOGY. oc cccccccrccocccccccece 290,015 6.83 5 6.79 4 +0.04 6.90 4 G07 —0.07 6.30 
? wcietntasenaveracesoesgens 230,383 5.43 6 5.13 5 +0.30 5.30 5 —@i7 +0.13 5.20 
Cy .c¢cenenuianrae eenenwe@e 179,144 4.22 7 4.43 7 —0.21 4.90 7 —0.47 —0.68 4.40 
Ee cdkaaeepecdnaeReeheneséau 150,223 3.54 8 3.84 8 —0.30 3.10 9 +0.74 +0.44 3.20 
TE wi Sa awn aspeuenendage 141,859 3.34 9 2.21 12 +1.13 2.10 14 +0.11 +1.24 2.10 
DE ¢iccives ctadesssecwsnaes 140,207 3.30 10 2.66 10 +0.64 3.00 10 —0.34 +0.30 2.70 
RS el oe at wd 139,234 3.28 iB 2.44 11 +0.84 2.70 11 —0.26 +0.58 2.10 
EE, ds oe puaeeebe ne wrie 120,430 2.84 12 3.25 9 —0.41 3.40 8 —@.13 —0.56 3.60 
ea le eS sae alate 91,209 2.15 13 1.96 13 +0.19 2.30 12 —0.34 —0.15 2.80 
ee ss wad ok ce aia 71,230 1.68 14 1.59 14 +0.09 1.50 15 +-0.09 +0.18 1.60 
PCs os Sakwiwaete seabed 66,082 1.56 15 1.36 17 +0.20 1.20 17° +0.16 +0.36 1.40 
EA! . Jes cadtalebaneaeien 62,781 1.48 16 1.19 19 +0.29 1.20 we -~—O08 +0.28 1.10 
Kentucky tS agate kuna asa es eee 54425 1.28 17 1.48 16 —0.20 1.40 16 +0.08 == 12 1.30 
| ree ee 47,219 1.11 18 1.13 20 —0.02 1.20 7" —0.07 —0.09 1.20 
NN OR 41,116 0.97 19 1.56 15 —0.59 2.30 13 —0.74 ~~] a 2.80 
Se aa ewe 21,498 0.51 20 1.26 18 —— 0.753 1.10 20 +0.16 —0.59 1.20 
TN fan eee eke wie ed ama 4,244,045 100.00 100.00 100.00 100.00 


aThree-way tie for I7th place. 
Two-way tie for 13th place. 


How Car 


*** Two-way tie for I8th place. 
**** Two-way tie for 10th place. 


Output Fared 


Total Pct. of Overall Pct. of 

Output, 1958 Position, 1957 
1958 Output 1958 Output 
On Nee er ree 2,049,558 48.29 1 48.85 
Sk ne a nN ee 855,122 20.14 2 18.84 
aS le an 458,977 10.82 3 9.64 
pee ES te cote kein airs Sai 406,433 9.58 4 10.42 
Oe gnc so se ea oe 353,525 8.33 5 9.00 
Se ie ead tee 1 2.84 6 3.25 





Cee eee em eee eee eee 


20,430 





100.00 





by Geographical 


Section, 19 


Overall Pct. Pt. Pct. of Overall Pct. Pt. Pet. Pt. Pct. of 

Position, Change, 1956 Position, Change, Change, 1955 
1957 1957-58 Output 1956 1956-57 1956-58 Output 
1 —0.56 46.70 1 +2.15 +1.59 47.10 
2 +1.30 20.40 2 ann 56 —0.26 19.40 
4 +1.18 10.30 3 —0.66 +0.52 ' 10.90 
3 —0.84 10.20 4 +0.22 —0.62 10.10 
5 —0.67 9.00 5 et —0.67 8.90 
6 —0.41 3.40 6 $15 —0.56 3.60 








100.00 














100.00 








Overall Pct. Pt. Pct. Pt. 
Position, Change, Change, 
1955 1955-56 1955-58 
1 —1.10 453 
2 +0.10 —0.52 
6 + 0.50 +4.35 
3 —0.10 +-0.57 
4 +0.60 +0.53 
5 +0.10 +0.23 
7 +0.50 —0.18 
9 —0.10 +0.34 
13°° naka +1.24 
12 +0.30 +0.60 
a3°* +0.60 +1.18 
8 —0.20 —0.76 
arere —0.50 —0.65 
15 —0.10 +0.08 
16 —0.20 +0.16 
20 +0.10 +0.38 
17 +0.10 —0.02 
~~ fe —0.09 
ini — 2.59 —1.83 
— —0.10 —0.69 
55-1958 
Overall Pct. Pt. Pct. Pt. 
Position, Change, Change, 
1955 1955-56 1955-58 
1 —0.40 +1.19 
2 +1.00 +0.74 
3 —0.60 ——@.52 
4 +0.10 —0.08 
5 +0.10 —0.57 
6 ——0.20 —0.76 
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But Dealers Still Air Opinions... 
Territory-Security Furor Wanes 


(Continued from Page 4) 


dependent makes and rigid control 
of unions are all musts if we are 
to have a progressive and stable 
economy.—Jvuies R. Srernsere, 
Reading, Pa. 
. 


x * 


Guts and Hind Legs 


I HOPE we can get enough dealers 
with enough guts to stand on 
their hind legs to fight for territory 
security to put it over. 

I have been a Studebaker dealer 
for almost 37 years in a town of 
only 2,000 population. 

It isn’t so much Studebaker 
dealers that bother, but the fight 
that goes on between Chevrolet 
dealers—and, to a certain extent, 
Ford—that has always upset the 
apple cart for me, They make 
high allowances and give 18 or 
20 percent discount on straight 
sales. 

If Chevrolet and Ford had their 
territory, they wouldn’t chisel each 
other to pieces, either. — Herman 
Frau, Frahm Motor Co. (Stude- 
baker), Manning, Ia. 


* * > 


Dissenter Missing 


— time ago, at a meeting of 
Metropolitan Boston Pontiac 
dealers (with a membership of 30 
to 35 dealers), with one dissenting 
vote, all members present expressed 
themselves in favor of territory se- 
curity. 

Significantly, the lone dissenter 
was a comparatively new “volume” 
operator who is now out of busi- 
ness.—Tuayer S. WarsHaw, Nevins 
Auto Co. (Pontiac), Lawrence, 
Mass. 


* * = 


Less Than $50 


HAVE been a dealer here since 
1912 .. . and if possible want to 
stay in business... . 

We have 10 smaller dealers with- 
in a radius of 10 to 40 miles that 
take care of shoppers. The customer 
gets our quotation of, say, $1,300 
difference and starts the rounds. 
The next place quotes $1,275 and 
from there on the shopper gets $25 
off each dealer to $1,000 net differ- 
ence with a profit of $25 gross only. 

We know, we have shopped. 

Another bad feature is that 
some of these dealers are lined 
up with used-car dealers here. 
The used-car dealer calls the 
small dealer, stating he would 


give $800 on old car and giving | 


Che epost ems of the now car 1911 and held that franchise until 


the customer wants. I know some 


of these deals are handled for | 


less than $50 profit. 


These new cars are not reported |: a Volkswagen exclusive. 


Here is a list of the cars Gibbes| 


sold to the used-car dealer, but are 
invoiced directly to the used-car 
dealer’s customer. 

As it stands today, unless we go 
to used-car auctions and buy cars 
we cannot break even. The smaller 
dealers have an advantage, since it 
is necessary for us to pay wages 


double or more to some of them.—| 


C. B. Prircuertt Sr., President, Haley 
Motor Co. (Ford), Albany, Ga. 
2 ~ * 

Dignity, Honor, Profit 
y= IS my opinion that dignity, 

honor and profit left the auto- 
mobile business at dealer level just 
about the time production had 
taken care of pent-up demand and 
dealers found themselves without 
territory security. 

I hope I can stay angry long 
enough to put some facts on 





paper that seem to escape many 
of the dealers who say they do 
not want territory security. 


Fact No. 1: Territory security 
does not remove competition for 
any dealer or any group of dealers. 
There will still be all the competi- 
tion generated in any area by all 
the so-called competitors of differ- 
}ent brands of cars sold. Territory 
security gives the public the best 
opportunity to learn about a prod- 


is the only thing that did and will 


needs. 

Fact No. 2: When territory secur- 
ity comes back into the General 
Motors franchise, it will not be the 
first time. It has been taken out 
three times and put back two times 
and because of the same reason it 
will come back again—to save the 
dealer body. 

We have a way of destroying 
each other without it and we are 





important enough to save .. . It 
is not generally beileved that it is 
good for any portion of our busi- 
ness to be so competitive that more 
than a small portion of those in- 
volved should go broke each year. 
. * +. 
ACT No. 3: For those who be- 
lieve they can take better care 











50-Year-Old Deal 
Has Handled 39 
Makes of Cars 


uct instead of a deal and certainly | J 
|}area of the dealer next to him 


build a quality dealer body. This | 
above all is the thing the public} 


of the buyer from another dealer’s | 
area—if he is so good, he is likely} 





to be recognized and given the op- 
portunity to move... 

Fact No. 4: I swear the record 
shows it takes expenses to sell 
and deliver and with out-of-area 
sales made as we know they are 
(take it just to make a sale), 
everyone loses. 

Fact No. 5: A corporation can 
choose a bad dealer just as easily 
as a dealer can choose a bad area 
. . . Certainly, a bad dealer should 
not be allowed to break down the 


(cross-selling) in such a way that 
profit is impossible for both. 

The job we have to do is Oper- 
ation Cooperation and Understand- 
ing. Anything less can cause us to 
deteriorate into this position of loss 
of dignity, honor and profit, which 
is with us now and has been for 
some time.—J. R. Barron, Barron 
Oldsmobile-Cadillac, Yuba City, 
Calif. 


x x * 


Goodbye, NADA 


E ARE aware that we have no 
voice in the policy making of 
NADA, but as this is going to he 
our last year as a paying member, 


|we want to take the privilege of 


voicing our objection to the organi- 


| zation’s movement to secure the 


so-called territory security law. 

This is by and for the large 
dealers who control the national 
and state organizations and would 
destroy most of the small dealers 
of the country if ever put in 
effect. We in Texas doubt if it 
could ever be put in here due to 
our anti-trust laws, which pro- 
hibit closed territories. 

We also question the right of a 


jori f the NADA direc- 
qe 6 G— Ghee tele eee : 


chinery Co. (Volkswagen) checked | t, represent 50 to 75 percent of the | 
half a century of records as it) tranchised dealers of the country in | 


tors to go before Congress claiming 


began its golden anniversary year requesting this type of law. 


and found that it has handled 33 


ports since it opened its doors in 


1909. 
The list reads like a history of 


| the auto business. And, as in a 


history, most of the characters have 
passed away. Only Chevrolet and 
Oldsmobile remain of the 33 domes- 
tic lines Gibbes has sold. 

The company’s first lines were 
Peerless and Chalmers. Alco, EMF, 
Flanders and Hudson were added 
in 1910, but all 
were dropped during the next two 
years. 

Gibbes began selling Packard in 


1951. It has handled Austin-Healey, 


Jaguar, Hillman, Morris and MG) 


at various times since then and now 


has sold since 1909: Alco (10-11), 


| Auburn (’30-35), Austin-Healey (’54- 


55), Chalmers ('09-15), Chevrolet 
(16-18), Cord (’30-31), Diamond T 
('20-24), Durant (21-25), EMF (’10- 


|12). Empire ('14-15). 


Federal ('16-17), Flanders ('10- 
12), Flint (’21-25), Franklin (’17-20), 
Grant (17-18), Hillman (53-56), 
Holmes ('21-22), Hudson (’10-11), 
Hupmobile ('12-14), IHC (’20-21), 
Jewett (18-19), Jaguar (’54-57), Lit- 
tle Giant (’18-19). 

MG (’53-58), Mack (’23-25), Mor- 
ris (’53-55), Oldsmobile (’28-34), 
Packard (’11-51), Paige (17-25), 
Peerless (’09-11), Pullman (’15-16), 
Reo ('13-15), Saxon (’14-15), Scripps- 
Booth (’15-16), Selden (12-15), Star 
(21-25), Viking (’29-30 and West- 
cott (17-18). 





wok Pee ee 


| Do You Have a Problem ! 


MEN” will be discussed at 


February 18 and 19. 


St nie: “siedh ni ‘cela: eh‘: teh ‘gual ni mas ale tila nine 


WITH PROSPECTING? 


Research on this and other sales problems such as “REDUCING MANAGEMENT 
DETAIL,” “MAKING FOLLOW-UP PAY," “REDUCING TURNOVER OF SALES- 


THE DOBIE CO. 6™ ANNUAL EXHIBIT 


of Packaged Promotion Plans for Sales and Service at Hotel Belcrest, Detroit, 


ATTENTION DEALER GROUPS: Write for details on the Controlled Coverage 
Plans for Conquest Sales Promotion in your area. 


THE DOBIE CO., 7410 WOODWARD AVE., DETROIT 2, MICH. 


i 
i 
_/ 






except Chalmers | 








a We feel sure that if it were left) 
makes of U. S. cars and six im-/to a poll of all new-car dealers in| 
the country, the majority would be} 
| against any so-called regulations.— 


L. B. Coox, Beall-Cook Chevrolet 
Co. (Chevrolet-Oldsmobile), 


sall, Tex. 
« * > 


Detrimental to Majority 


H 


Pear- | 





Small-Car Gas Mileage 


Perils Okla. Gas Take 


OKLAHOMA CITY.—Small-car 
operating economy is a definite 
threat to the State’s gasoline-tax 
collections, L, D, Melton, tax con- 
sultant for the State Department 
of Commerce and Industry, has 
complained. 

In two years, he told a House 
committee, small-car sales may 
hit 25 percent of all auto pur- 
chases. “This could bring a 12%- 
cent cut in your tax collections,” 
he added. “But I don’t know what 
you can do about it.” 





a quality operation for years to 
come. 

“The second group consists of 
those dcalers who oppose terri- 
tory protection because they, like 
the TV star of old, “like the wide 
open spaces.” This group believes 
erroneously that the public would 
be forced to buy in specified terri- 
tories. 

“The third grou p—usually the 
metropolitan area dealers—is those 
dealers who are neither opposed to 


nor in favor of protected territory.” | 


Is it unreasonable to assume the 
dealers who compose Mr. Wilson’s 
“first” group would sit back on 
their haunches and dare the buying 
public to purchase an automobile 
from another dealer when his 
“tribute” would exceed his present 
net profit per car sale? Why else 
would they be crying on the shoul- 
ders of Congress? 

We come in the second group— 
not because we “like the wide open 
spaces” or believe erroneously that 
the public would be forced to buy 
in specified territories. 


customer must be stuck with it 
even though he is not satisfied with 
treatment he has received from 
another dealer. 

Even though we have had no 
NADA poll, I'm sure Mr. Wilson’s 
“first” group must be in the minor- 
ity as he states the “metropolitan 
area dealers are neither opposed to 
nor in favor of protected territory” 
and no small-town dealer to whom 
I have talked has expressed any 
opinion in favor of the return of 
territory security. 

The smal] dealers—the largest 


We know) 
that when “tribute” is required the | 








with immobile objects. Given # 
high mobility of the buyer t 
and the coverage of radio and Ty 
and who can ascertain for sure wh, 
is encroaching and who is not? 

I cannot see how, as Mr. Chaffin 
says, “that re-installation of tp 
protected territory clause will help 
generate better business manage. 
ment of our respective dealerships” 
I know of many well-manageg 
agencies, in the most competitive 
markets in the country, all makj 
money. I know of many single point 
| dealerships who have no need for 
protected territories who have gonef 
;}out of business. The answer jg 
management, not protectior c 
| Let us not have unnecessary leg. 
| islation because in so doing we cre 
ate more burdens. This proposed 
law is not the answer we are seek, 
ing.—Dave Biavusunp (Dod ge), 
Cleveland. 

















* * * 


|Remember 1950 


(Eprror’s Note: A copy of a let- 
ter to NADA follows:) 
| * + = 
4 > following is quoted from J. 
Howard McGrath’s speech be- 
fore NADA convention in Atlantic 
City, N. J., on Feb. 7, 1950. 

“Small businessmen must be per- 
mitted the unrestrained opportu- 
nity to enter the competitive strug- 
gle, and they must have the right 
to bring their ideas and their ener- 
gies to bear in that struggle 
through the free independent con- 
duct of their own business affairs, 
unrestrained or coerced by the 
pressures and the privileges that 
come to certain monopolistic groups. 

“Independent small business- 

men in a truly free economic 
system must be permitted to 
buy where they please, to sell 
where they please and to seek 
the patronage of any customer 
they please.” 

How does NADA justify this 
|opinion with the current attitude 
taken by the big-city dealer board 
of directors currently running 
NADA? 
| We are not in favor of territory 
| security—Cuas. H. Bostrom, Cen- 
tral Garage, Inc. (Chevrolet), North 
Branch, Minn. 


Ford Realigns 


Dealer Executives 


single group of dealers—oppose this | 


program and the metropolitan-area | 
AVING just read NADA’s| dealers are not for or against it. | 
“Frank Talk on Protected Ter-|So this undoubtedly leaves those | 


In Canada 


TORONTO. A realignment of 


ritory” appearing in its January | Who desire protected territory in| several top executive posts in Ford 


issue, I am completely confused. 


|the minority—W. Y. Gumsert Jr.,| Motor Co. of Canada, Ltd., has been ' 


It is beyond my comprehension Partner, McLaurin Motor Co.| announced by Rhys M. Sale, presi- 


how an organization composed of | 
dues-paying members can take such | 


a positive stand for a program 
which, I believe, is detrimental to 
the majority of its membership 
without even conducting a poll of 
those members and represent this 


stand to our Congress as the will | 


of the majority. 

Seven and one-half pages were 
devoted to articles praising “Pro- 
tected Territory” and only one 
and one-half pages were permit- 
ted those who opposed this stand. 
Surely, the opposition, if not 
allowed to vote, deserved equal 
representation in this vital con- 
troversy. 

No wonder so many dealers have 
turned to your publication to voice 
their true opinion and opposition 
to the stand of this organization to 
which so many of us belong. 

Wouldn't it be just as logical to 
request Congress to guarantee a 
dealer’s income as to request per- 
missive legislation to authorize fac- 
tories require a dealer to render 
tribute to another dealer for selling 
his merchandise where and when 
he pleased? If such a guarantee 
were legislated, we could put our 
dealerships in the “profit bank,” 
take up our rods and reels and 
select our seats on the creek bank 
instead of beating the bushes for 
prospects. 

+ * ca 


AY D. WILSON, NADA re- 
gional vice-president, in his 
article entitled, “Protected Terri- 
tory and Metropolitan Area Deal- 
ers,” defines three attitudes toward 
protected territory as follows: 
“First, there’s the group which 
feels that protection is needed both 
in the dealer’s and in the public’s 
interests. This group sees it as a 
distinct advantage to the dealer 
and particularly to the automobile 
salesman. The public would benefit, 
this group insists, because the 
dealer would be in a better posi- 
tion to provide service and to build 


(Chevrolet), Collins, Miss. 
* . 7 


No Solution 


“Protected territories” will not 
solve poorly managed dealerships 
or the greed “to make a deal”’— 
the basic reasons for our national 
problem in making this business 
more profitable. 

True, before the war “protected 


though the factories did have a 
helluva time enforcing it. 


| dent. 


John D. King has been elected a 
vice-president and relinquishes his 
position as industrial relations di- 
rector to become general sales man- 
| ager. 
| George H. Jackson, sales and 
| advertising vice-president, becomes 
| vice-president and chairman of the 
dealer policy board. Morgan A. 
Snedden continues as a member of |} 


| territories” worked fairly well. Al- the board, in association with Jack- 


| son. : 
Kenneth Hallsworth, who has 


Today with TV—and the tre- | been personnel administration mah- | 


| mendous growth of suburban | ager in the industrial relations divi- 


areas—the easy accessibility into | sion, succeeds King as industrial 


urban areas via freeways and 
turnpikes—who will be wise 
enough to sharply define terri- 
tories? 

Even municipalities are in con- 


relations director. 


Sale said the moves are being 


made to give added strength to the 
company’s sales organization, with 


| 
particular emphasis upon company- 


stant argument today over sewage,| dealer relationships, The appoint- 








drainage, and problems of that sort! ments become effective Feb, 23. 





Romney Receives Honorary Degree— 
George Romney, second from left, president, American Motors Corp., received an 


honorary Doctor of Laws degree from Wayne State University in Detroit. 
who were honored with honorary degrees were, from left, Dr. Samuel M. Brownell, 


Others 


superintendent of Detroit public schools, and Paul B. Sears, professor of conservation, 


presentations. 


Yale University, Dr. Clarence B. Hilberry, right, Wayne State president, made the 
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AUTOMOTIVE NEWS, FEBRUARY 16, 1959 


? Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 








Week Week 
Ended Same Ended Output, 
Feb. 14, Week, Feb. 7, February. Feb. 15, Feb. 14, 
1959 1958* 1959* To Date 1958* 1959 

AMERICAN MOTORS 
Rambler... 8,400 3,715 6,532 14,932 23,760 49,248 
CHRYSLER CORP. .... 4,000 10,486 2,240 6,240 81,702 57,701 
GOB ceceicannersnccevesen 950 1,157 969 «1,919 8539 7,579 
a 800 321 545 (1345 85,204 = 5,764 
Se ee 1,700 = 1,721 84 1,784 12,432 13,224 
S Imperial... 550 317 548 1,098 2,674 2,711 
Plymouth 0.0.0... ielnentie 6,970 94 94 52,853 28,423 
FORD MOTOR . 36,853 29,622 37,057 73,910 199,115 234,734 
TRBDEL  .....cccserserreeseresseoeees 1,235 429 1,342 2,577 2,373 8,457 
Ford eriactnesventonews 31,030 23,880 29,443 60,473 169,272 188,416 
Thunderbird 970 533 1,583 2,553 2,605 8,640 
Lincoln 530 901 731 1,261 4,974 4,819 
PROTCUTY  ........+000-20ccessee0e 3,088 3,879 3,958 7,046 19,891 24,402 
GENERAL MOTORS .. 64,445 57,809 64,814 129,259 394,156 412,889 
nnn T277 6,672 7,085 14,362 50,236 49,678 
Cadillac sein 3,750 3,162 3,813 7,563 19,886 24,116 
Chevrolet . 35,000 33,276 35,460 70,460 219,496 222,623 
Oldsmobile 9,018 8,602 9,080 18,098 58,907 58,791 
Pontiac incense | See 6,097 9,376 18,776 45,631 57,681 

SP CORP. 

Studebaker 4,250 3,663 7,913 3,381 23,439 
Total Cars, U. S.** ....117,948 101,632 114,306 232,254 702,749 778,011 


*Revised. 


**Totals for 1958 include Packard production. 





COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 





























Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, Te To 
Feb. 14, Week, Feb. 7, February Feb. 15, Feb. 14, 
1959 1958* 1959* To Date 1958* 1959 
CHEVROLET 8,500 6273 8216 16,716 37,877 51,510 
DIAMOND T ..... 140 132 130 270 697 
ee asians 70 66 37 107 367 342 
DODGE . 1900 1214 1,932 3,832 6,643 11,202 
FORD 6.130 5,001 6,132 12,262 33,745 
, GMC 1,765 1,064 1,723 3,488 8,351 11,604 
| INTERNATIONAL 3,320 2,281 3,165 6485 16,766 
MACK*** . 360 366 352 712 1,940 
STUDEBAKER 372 179 315 687 704 2,045 
WHITE*** 365 395 328 693 2,555 
| WILLYs . .. 2210 1602 2,303 4513 10,106 
MISCELLANEOUS** 73 47 70 143 365 453 
Total Trucks, U. S. .... 25,205 18,620 24,703 49,908 120,116 148,410 
' “Total Cars, Trucks, ees Tea, a 
U.S. 43,153 120,252 139,009 282,162 822,865 926,421 
] Total Cars, Trucks, 
Canada ..... 9,982 8386 9,272 19,254 47,758 54,044 
Grand Total, 


Cars and Trucks, 





"Revised 


Mack totals. 


**Misceliancous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in | 


N.B. All U. 8S. totals include cars and trucks for military orders. 





' 
| 


GM to Terminate Dealers 


| Who Cling to ‘Dead’ Areas 


(Continued from Page 2) 


heads of GM—Gordon and Chair- 
man Frederic G. Donner—appeared 
More receptive to dealer comments 
and criticism than was the experi- 
ence of earlier councils with previ- 
ous managements. 

“For the first time,” a council 
member said, “we were thanked 
for product criticism.” 

The council idea was instituted 
by GM in 1934. GM picks up each 
member’s travel tab and pays 
$25 a day for attendance. 

Dealers present last week were: 

Large city group—James Aiken, 
W. Los Angeles; Charles H. Brad- 
shaw, Atlanta: N. B. Burt, Engle- 
Wood, Colo.; Martin H. Bury, Phil- 
adelphia; C. F. DeNeergaard, 
Queens Village, N. Y.; Walter 
Grabski, Cleveland; Norman Gross- 
Man, St. Paul; John Hine, Dallas; 
Frank D. Kent, Fort Worth. 

Also, Frank T. King, Milwau- 
kee; Harold Konner, Levittown, 
N. Y.; Leslie Legum, Baltimore; 
R. Mitchell McClure. Los Angeles; 

Anthony R. Ralph, Rochester, N. 
Y¥.; Charles Robke. Cincinnati; 
Louis J. Truesdell, Toledo; O. J. 
Van Male, Chicago; George B. 
Wallace, Portland, Ore., and Wil- 
liam C, Westfall, Kansas City. 


Medium city group—W. M. Bat- 
taile, Winchester, Va.; Eugene D. 
Bogard jr., Tucson, Ariz.; Thomas 
J. Brogan sr., Paterson, N. J.; K. 
M. Chase, Stockton, Calif.; W, Clay 
Cloud, Appleton, Wis.; Floyd B. 
Garrett, Enid, Okla.; Ross Grady, 
Mobile, Ala.; Carl R. Halladay, 
Cheyenne, Wyo.; Don L, Holden, 
Corpus Christi, Tex. 


Also, Claude W. Holmes, Shreve- 
port, La.; Verne Johnson, Colorado 
Springs, Colo.; H. A. Kuhle, De- 
ecatur, Ill.; Warren J, McEleney, 
Clinton, Ia.; Roscoe S. Miller, 
Wilkes Barre, Pa.; Ross R. Reeder, 
Knoxville, Tenn.; Charles W. 
Schooley, West Palm Beach, F'a.; 
William D. Smythe, Rome, N. Y.; 
R. E. Thayer, Bowling Green, O., 
and Fred B. Utter, Spokane, Wash. 

Canada group—D, C. Bodkin, 
New Toronto, Ont.; Jean Paul 
Charbenneau, Montreal; S. C. 
Forbes, Brantford, Ont.; G. W. 
Hogan jr., Toronto; W. B. Leding- 
ham, Regina, Sask.; Hugh McColl 
jr.. Edmonton, Albta.; H. Clifford 
Mills, Oshawa, Ont.; Robert Moore, 
Ottawa; A. D. Nelson, Truro, N.S.; 
Alvin W. Piper, Vancouver; Sam 
Stern, Winnipeg, Man. and J, R. 
Wilhelmy, Montreal. 


U. S. and Canada ....153,135 128,638 148,281 301,416 870,623 980,465 | 


combined U, S.-Canada operations 


Lark, Rambler on Overtime .. . 


Car Rate Up Slightly; 


(Continued from Page 1) 


(Feb. 18) and continue through 
Friday. A Chrysler spokesman 
said the plant would continue to 
work three days a week until 
Pittsburgh Plate Glass Co, can 
refill corporation parts lines. 

Only other Chrysler Corp. plants 
currently producing cars are the 
Chrysler-DeSoto and Dodge units 
in Detroit, on three-day schedules, 
and the Imperial plant in Detroit, 
on a five-day week. The Dodge 
truck plant in Detroit also is work- 
ing a five-day schedule. 

Although the four-month strike 
at Pittsburgh Plate Glass Co. was 
settled last week, Chrysler officials 
said it still would be close to two 
weeks before their plants could get 
back into full stride. 

Chrysler said it will take Pitts- 
burgh three days before it can 
start shipping glass to the auto| 
firm and another three to 10 days 
will elapse before Chrysler will be | 
able to resume full production, 

- * = 
Sacer of this week's op- 
erations will be the production 
of the millionth vehicle of 1959 on 
Wednesday (Feb. 18), The corres- 
ponding vehicle of 1958 was assem- 
bled Feb, 26. 
The millionth vehicle built by 


will roll from the lines today 
(Feb. 16), compared with Feb. 23 
as the production date of the 
corresponding vehicle of 1958. 

It now appears that the millionth 





792 | car built in the U_ S. this year will 


be produced Feb. 27, approximately | 
13 days ahead of the corresponding | 
car of 1958, which was assembled | 


40,739 | on March 12. 


11.762 Crean CORP., Rambler and 


Studebaker were the only firms 


2,173 | to show output increases last week, 


as both Ford Motor Co. and Gen-| 


2,163 | eral Motors Corp. showed assembly 


declines. 


13,625 Rambler returned to six-day | 


operations last week and turned | 
out a near-record 8,400 cars, com- 
pared with 6,532 units a week 
earlier, when the company was 
forced to halt work part of Fri- 
day and all day Saturday because | 
of weather conditions and parts 
shortages. 

Studebaker, whose 1959-model 
production already has surpassed 
its total assemblies for the 1958 
model run, upped its output from 
3,663 units a week earlier to an 
estimated 4,250 last week. Stude- 
baker currently is working nine 
hours Monday through Friday and 


|an eight-hour shift on Saturday. 


| schedule, 





Dodge, which turned out 1.700 
cars last week on a three-day 
was the big factor in 
upping Chrysler Corp, output from 
2.240 units a week earlier to an 
estimated 4,000 last week. 

Chrysler division, working three 
days in Detroit, produced 950 cars 


|last week compared with 969 a 


week earlier; DeSoto was up from | 


1545 to an estimated 800 last week, 


and Imperial turned out 550 units 
last week, compared with 548 units | 
a week earlier. 
” = a 
ESSATION of output at Mer- 
cury’s Metuchen (N. J.) plant 
for the entire week plus a loss of 
two days’ work at the Lincoln- 
Thunderbird plant in Wixom, Mich.. 
due to the weather, were the chief 
factors in dropping Ford Motor 
output from 37,057 assemblies the 
previous week to an estimated 36,- 
853 units last week. 

Ford division, building an esti- 
mated 31,030 cars last week, com- 
pared with 29,443 units a week 
earlier, was the only Ford Motor 
unit to show a gain over the 
week ended Feb. 7. 

Edsel declined from 1,342 assem- 
blies a week earlier to an estimated 
1,235 last week; Thunderbird was 
off from 1,583 to 970; Lincoln de- 
clined from 731 to 530, and Mercury 
was down from 3,958 to 3,088 units. 

GM’s output declined from 64,814 
units a week earlier to an estimated 
64,445 units last week as only Buick 
and Pontiac showed production 
gains, 

Buick climbed from 7:085 cars the 
previous week to an estimated 7,277 


| ments, 


mm: om: | Trucks Hit 59 Peak 


last week and Pontiac rose from 
9,376 to 9,400. 


In other GM operations, Chevro- 
let, which worked its Flint plant 
only four days and its other nine 
plants five days, declined from 35,- 
460 to 35,000 car assemblies; Cad- 
illac was off from 3,813 to 3,750, and 
Oldsmobile was down from 9,080 
to 9,018. 

= = = 
ANADIAN vehicle assemblies 
climbed to the year’s high of 
an estimated 9,982 units last week 
as both Ford and Studebaker reg- 
istered output increases. 

That compared with the 9,272 
cars and trucks turned out the 
previous week and 8,386 vehicles 
assembled during the week ended 
Feb, 15 last year. 

A breakdown of Canadian opera- 
tions showed the five manufactur- 
ers produced 8,562 cars and 1,420 
trucks last week, compared with 

7,892 cars and 1,380 trucks a week 
earlier. 





—Martin L. Wuirmyer 


Studebaker ’59 Output 


Already Tops ’58 Run 
SOUTH BEND. — Production of 
1959 model Studebakers has sur- 
passed the total 1958 model output 
of both Studebaker and Packard 
cars, A. J. Porta, executive vice- 
president, announced last week. 
The company had turned out 52,- 


|357 Studebaker cars on Saturday, 


| electrical 


63 


| Feb. 7, to surpass the 49,794 as- 


sembled during the entire 1958 
model run. On Monday, Feb, 9, the 
firm produced 387 cars to run 
current-model output to 52,744 cars 
and top the combined total of 52,417 
Studebakers and Packards built 
during all of the ’58 model run, 
Porta said. 

Studebaker is currently working 
nine hours Monday through Friday, 
and eight hours on Saturday. Stude- 
baker currently is assemblying 84 
cars an hour. 





. 
Auto-Lite Develops 
* . 
Transistorized 
J . 

Ignition System 

TOLEDO.— Electric Auto-Lite 
Co. last week announced develop- 
ment of a high-voltage transistor- 
ized ignition system. The company 
said this “ends years of research 
to lift the ceiling placed on engine 
design by the conventional ignition 
system.” 

According to Auto-Lite, the new 


isystem is completely compatible 


with other conventional automotive 
components. It is con- 
tained in a single package slightly 
larger than the ignition coil, which 
it replaces, and can be installed in 
any battery ignition system, the 
firm said. 

The transistorized system elimi- 
nates condensers and is said to pro- 
vide maintenance-free ignition and 
lifetime distributor contact service. 

Auto-Lite said the product has 
immediate as well as long-range 
significance. 

Auto-Lite said the new system 
will be priced in the range of power 
steering ‘(about $70 to $107) and 
will be available first as special 


equipment. The company expects it 
to be optional equipment by 1961. 





Shows 4th-Quarter Profit .. . 
Chrysler Cuts Losses 


(Continued from Page 2) 


deferred purchases of such dura- 
ble goods as new cars,” Colbert 
said, “Automobile production last 
year was the lowest in 10 years, 
but encouraging signs of recov- 
ery from the recession were ap- 
parent in the fourth quarter,” he 
added. 


Passenger car and truck ship- 


totalled 696,819 units compared with 
1,381,951 units shipped in the pre- 
ceding year. Retail sales of Chry- 
sler Corp.’s passenger cars in 1958 
averaged 14.9 percent of all do- 
mestic retail sales of new cars 
made in the U. S., compared with 
19.5 percent in 1957, Chrysler said. 

Defense sales for 1958 amounted 
to $325 million, or 15 percent of the 
business, and were more than 2% 
times the 1957 defense sales of $125 
million, Production of the Redstone 
and Jupiter missiles is continuing 
this year at a high level, Colbert 








Rack for Polishing Discs— 


Grant Roy, right, president, Official 
Products Co., Atlanta, and Glen Touch- 
stone, vice-president, examine the 1959 
jobber merchandising rack for Official 
polishing discs. Display racks Gre offered 


stated. Deliveries under the new $72 
million contract for additional 


| M48A2 medium tanks began in 


| 


January and will continue through- 


}out 1959. 


excluding Simca products, | 


Colbert noted that, “in addition 
to the sharp decline in automobile 
demand in 1958, the results for 
the year also were seriously af- 
fected by work stoppages at 
Chrysler plants which curtailed 
automobile and truck production 
at critical times during the year.” 
Colbert pointed out that “the 
beneficial effects of major programs 
for cost control and improved op- 
erating efficiency were not fully 
evident in 1958 due to the decline 
in sales volume.” The sales decline 
was “the most important single 
factor in the financial results for 
the year,” he added. 


The report showed that expend- 
itures for plant improvement and 
replacement in 1958 were $63 mil- 
lion, compared with $96 million in 
1957, It is anticipated that the rate 
of expenditures for new plant and 
facilities this year will increase 
over the 1958 level, Colbert added. 

“More than $930 million has 
been spent for plant improve- 
ment, expansion and tooling in 
the last five years as part of our 
continuing program to improve 
operating efficiency, to control 
costs, and to provide quality 
products at competitive prices,” 
the Chrysler president said. 

The company declared a 25-cent 
dividend, payable March 13. The 
Chrysler paid a 75-cent dividend in 
the first quarter of 1958 and has 





paid at the 25-cent rate since. 


Illinois Dealer Sues 


Grain Firm for $3,541 


DECATUR, Ill—Paul Weiden- 
bacher, Weidenbacher Oldsmobile 
Co., has sued Moweaqua Grain Co. 
for $3,541 in damages as a result 
of an alleged unapproved sale of 
corn and soybeans. 

Weidenbacher claimed he ob- 
tained, a $3,541 mortgage last August 
on the crops owned by Edward E. 
Crosson, Macon. The crops later 
were sold to the grain firm with- 
out his consent, the dealer said. 


to jobbers who distribute Official’s line of |Crosson was not a defendant in 


all-purpose polishing discs. 


the suit. 
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January a Good Month... 


Makers Cite Sales Gains 


(Continued from Page 4) 


eral manager. Retail deliveries ex-| pany’s operations during the first 


ceeded 25,000, he added. 
Passenger-car sales of more than 


quarter of this year. 
“In the first two weeks of Janu- 


117,000 for the month were 3.6 per-| ary, sales of Studebaker vehicles in 
cent higher than those in January} Canada have risen 90 percent over 


a year ago, Cole reported, 
* * * 


Pontiac 


the same period last year,” Grundy 
said. “It should be kept in mind 
that Studebaker new model intro- 
duction in Canada was several 


Pontiac new-car sales for the| weeks behind that in the U. S.” 


month were the largest January | 
sales since 1956 and represented a 
27.63 percent increase over the same 
month a year ago, it was announced 
last week by S. E. Knudsen, Pon- 
tiac general manager. | 


During the month dealers sold} 
30,145 new Pontiacs as compared to 
23,619 during January, 1958, he said. 


* * * 


Canadian S-P 


Gordon E. Grundy, president of 
Studebaker-Packard of Canada, 
Ltd., said that business increases 
just announced by the Studebaker- 
Packard Corp. at South Bend will 
be paralleled in the Canadian com- 


DeSoto Officials 


Join in Pageant 


Hailing Explorer 


BRADENTON, Fla.—DeSoto offi- 
cials returned to Bradenton last 
week to join in the city’s annual 
pageant reviewing the history of 
the discoverer of the Mississippi, 
Hernando DeSoto. 


Last winter the auto company 
kicked off its 30th anniversary here 
in conjunction with the celebration, 
launched a dozen years ago to 
perpetuate the explorer’s memory. 

The week-long pageant, which 
features costumed Conquistadores 
who take over control of the city 
for seven days, is highlighted by a 
recreation of the landing in Florida 
by DeSoto and his army 420 years 
ago. 

Among the guests were J. B. 
Wagstaff, DeSoto general manager; 
Detroit Mayor and Mrs. Louis C. | 
Miriani, Gov, LeRoy Collins of 
Florida and Jose M. Areilza, Span- 
ish ambassador to the U. 8. 

The pageant is backed by mem- 
bers of the DeSoto Historical So- 
ciety, which persuaded the U. S. | 
to establish a 25-acre DeSoto Na-| 
tional Memorial Park at Shaw’s| 
Point, five miles southwest of here. 

—JouHNn E. Watsu 


Lubrication Parley 
Slated for Detroit | 


DETROIT. — Representatives of | 
the automotive and petroleum in- 
dustries will discuss car lubrication 
Feb. 26 at a conference sponsored | 
by the lubrication committee of the | 
American Petroleum Institute's | 
marketing division. The meeting | 
will be at the Sheraton-Cadillac 
Hotel here. 


A discussion of present and tie | 
i 
i 





ture requirements of automatic 
transmission fluid will be moder- | 
ated by Leonard Raymond, Socony | 
Mobil Oil Co. 

Another panel session will be 
“What Does Service MS Mean?” It 
will be moderated by Dr. Lloyd 
Withrow, General Motors Research 
Laboratories. 


* x + 


Cadillac 


Cadillac domestic retail daltvaties | 
during January were 12 percent} 


greater than the comparable month 
a year ago, the division said. A 
total of 13,559 new Cadillacs were 
delivered in the U. S, during the 
past month, compared with 12,081 


in January, 1958, the division said. 
* * od j 


Dodge Truck 


Dodge truck sales in January 
were 57.5 percent greater than those 
in the comparable month in 1958, 
according to M. C. Patterson, Dodge 
general manager. 

Sales for the December-January 
period were 30.4 percent greater 
than they were during a similar 
period a year ago, and the January 
figure was 30.1 percent greater 
than that of last December, he 
added. 


* * 


= 
Willys 

Domestic retail sales of Jeep 
vehicles during January were 37 
percent ahead of January a year 
ago, it is reported by Willys Sales 
Corp. 

Final figures for 1958 placed Jeep 
retail deliveries 11 percent above 
1957 despite an industrywide sales 


decline of about 25 percent, the 
company said. 
* * - 
International 


Sales of International motor 
trucks in the fiscal year ended Oct. 
31, 1958, amounted to $514,797,000 
as compared with $555,874,000 in 
1957, according to Frank W. Jenks, 
president of International Har- 
vester. This was a 7.4 percent de- 
crease from the previous year. 

Despite the declining market in 
1958, the IH Motor Truck division 
improved its share of the total mar- 
ket from 11.3 percent in 1957 to 13 
percent in 1958, Jenks said. 

An improved demand for motor 
trucks, particularly of the highway 
transport type, was noticeable in 
the closing months of the fiscal 
year, he added. 

. 


= * 


Ford Truck 


Ford truck sales in January total- 
led 21,561, more than 39 percent 
above the 15,483 sold in the cor- 
responding month of 1958, accord- 
ing to Wilbur Chase, Ford division 
truck marketing manager. 

He said dealers sold 9,354 trucks 
during the last 10 days of January, 
an increase of 15 percent over the 
























































second 10-day period and 31 per-| 


cent over sales for the first 10 days 
of 1959. 


Greater Accuracy Seen 


NEW YORK.—Measurement ac-| 


curacy of a tenth of a millionth of 


years, 
Louis F. Polk, vice-president and 
group executive of Bendix Aviation 
Corp. 


HELP WANTED 
RRR 0 9 II DESIST 


REGIONAL SALES MANAGER 


Imported vehicle manufacturer requires experienced Sales Man- 
ager capable of planning and carrying out dealer development 
program in Eastern States. Essentials are: 


& 
@ Sales Personality 


@ Administrative Ability 


Industry Experience 


Write Box 217, 
c/o Automotive News, Detroit 7, Michigan 





AUTOMOTIVE NEWS, FEBRUARY 16, 1959 


RATES: TWENTY- 


Reaching an estimated 150,000 readers engaged in all branches of the nation’s automotive indus: 
CENTS (22c) PER WORD FOR EACH INSERTION. POSITION WANTED Ans, 
lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full nome 
and address at regular rates. Add One Dollar ($1) per insertion for use of a box number. Replies to | 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: | 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 7, 


WANT AD DEPT., AUTOMOTIVE NEWS, 965 EAST JEFFERSON AVE. DETROIT 7, MICH. : 





HELP WA NTED 


HELP WANTED 


DEALERSHIPS AVAILABLE 








F 
SALES MANAGEMENT 
TRAINEE 


Large national organization with offices 
in many major cities, needs a man 
with sales experience to solicit and 
service automobile dealers. Not just an 
ordinary sales position, but one with 
account executive type of contacts. Pre- 
fer man presently employed in sales 
position where opportunity for ad- 


vancement is limited but individual has 


ability to progress. This position leads 
to sales management responsibilities. 
An initial training period of approxi- 
mately 18 months would require ex- 
tensive travel. Need man age 30-35, 
mature personality, neat appearance. 
Submit resume of your education and 
experience; give salary expected and 
telephone number. 


Box 171, c/o Automotive News, 
Detroit 7, Michigan 


TREASURER— 
ACCOUNTING MANAGER 


GM franchised dealer metropolitan Chicago, 
1,000 car potential, seeking top level man, 
35-45 years of age, thoroughly qualified to 
organize and direct accounting department. 
Proven working knowledge of all phases GM 
accounting, budgets, forecasts, procedures 
and taxes required. Salary far above industry 
average, plus bonus, transportation and other 
fringe benefits. Offered to person seeking 
permanent position with reputable dealership. 
Send complete resume, education, experience, 
salary, reason for seeking new employment 
and photograph. All replies held in strict 
confidence. Box 208, c/o Automotive News, 
Detroit 7, Michigan. 


Sales Vacancies 


| @ Wholesale Sales Managers 
| @ Sales Executives 
| @ Sales Representatives 


Required by U. S. concessionaires for MG, 
Morris, Austin, Austin-Healey cars. 


Thorough knowledge of U. S. automobile 
sales methods essential. 


marketing and 
Knowledge of British Motor Corporation 
products preferred. Must be free to travel 
extensively throughout U.S.A. 


Salaries according to experience and 
responsibilities. Liberal company benefits. | 


Resume in confidence to Personnel Man- 


ager — 
HAMBRO 


AUTOMOTIVE CORPORATION 
27 West 57th St., New York 19, N. Y. | 








FINANCE MEN 


}an inch probably will be attained | ¢, cient eetties den, 
in the U. S. within the next 10| a ee ee ee 
it has been predicted by| 


5 state dual operation for qualified sales 


finance personnel. Successful performance | 


at the managerial level or higher is es- 
sential. 





| Personal progress will be determined | 


| solely by your own ability and initiative. 


pense. Salary open to discussion. Excel- 
lent benefit program. Reply in confidence 
with complete resume and recent photo. 
Write to: 

Eric Bruch, Vice-President 


SUN FINANCE 
Sun Finance Bidg. Cleveland 14, Ohio. 





SALESMEN to sell the book “AUTO 
COSTS’’ which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks, Huge demand, High com- 
missions—No territory restrictions, Auto 
Costs, Box 224, New York 1, N. Y. 


SALESMEN needed: to sell THE CAR, 
BUICK '59. Will consider only qualified, 
experienced men. Well established deal- 
ership, good compensation plan. Live in 
the fabulous ‘‘Valley of the Sun.’’ Air- 
mail complete background and picture. 
Cc. W. Burns, Metropolitan Buick Com- 
pany, 621 North Seventh Ave., Phoenix, 
Arizona. 





$1,000.00 A MONTH selling automotive 

shelving—parts bin s—counters—gasket 
and tail pipe racks—shop 

| ‘Terrific commissions. 

log—jobber discounts, BFC Corporation, 
2846 E. Hedley, Philadelphia 37, Penn- 

sylvania. 

i 





AUTOMOBILE DIRECT MAIL CONCERN: 
Sales representatives, $7,000 to $12,000 
caliber, Illinois — Ohio — Southeast. Ex- 
clusive territory. Excellent future. Box 
202, c/o Automotive News, Detroit 7. 


Position Wanted 


GENERAL MOTORS PARTS MANAGER 
10 years’ experience with Pontiac agency 


familiar with all phases parts depart- 
ment operation, Thirty years of age, 
married, Prefer southern location, will 
consider other areas. Box 192, c/o Auto- 
motive News, Detroit 7. 
SALES MANAGER, age 49, twenty years’ 


experience, ten years with large General 


Motors dealership, experience Cadillac, 
Buick, Oldsmobile, Pontiac, 1,400 new 
and used car sales annually. Excellent 
references, good financial rating. Will 


join dealership which appreciates experi- 


ence, honesty and sincerity. Remunera- 
tion upon ability. Box 204, c/o Automo- 
tive News, Detroit 7. 


GENERAL MANAGER GENERAL 


SALES MANAGER, presently managing 
Chevrolet dealership averaging $12,000 
net—clear profits January profits 
1959 22,000, highest in the state. Early 
30's, ten years’ experience. Plenty of 
drive and enthusiasm Am looking for 
better incentive plan. Box 205, c/o Auto- 


motive News, Detroit 7 


AMBITIOUS RETIRED DEALER—Service 
manager—new car manager, 35 years’ in 
the business, wants to hook up with 
honest deal, Best of bank or personal 
references, Successful operator, Sick of 
sitting. Any of ‘‘Big 3°’, can handle all 
phases prefer Chrysler products, but 
makes no difference. Box 209, c/o Auto- 
motive News, Detroit 7 


BOOKKEEPER—Office Manager, age 31. 
ten years’ GM experience, desires respon- 
sible position, Box 210, c/o Automotive 
News, Detroit 7 


MR. DEALER, Are you interested in ob- 
taining the assistance of an experienced 
former successful Ford dealer? If you 
need a good man for your organization, 
answer this ad. I am forty, married, and 
eager to work. The size of your operation 
or town will not matter if you like me 
and I like you. Interested in the south- 
west or southeast only. Will come for a 


personal interview if your setup sounds 
interesting. Let’s talk! Box 214, c/o 
Automotive News, Detroit 7. 


GENERAL MANAGER, Rambler preferred, 
150 to 300 potential in central or mid- 
west, Owner must want best possible 
long range operation as well as immedi- 
ate profits. I bring you a high moral 
character, mature judgment, experience 
and reliability not often available in the 
automotive field. with special emphasis 

} On service—retailing trade-ins—advertis- 

ing 


job more important than salary. 
| 212 ¢/o Automotive News, Detroit 7. 


SMALL LOANS: Complete knowledge and 
| experience in all phases of small 


levels. Successful record approving credit, 


| collections, hiring and training personnel, | 


office management, developing new busi- 

ness, Good references and health, Will 
| relocate. Box 161, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 





ginia. Will sell for inventory—no used 
cars—will lease or sell nice building of 
six thousand square feet floor space. 


Plenty parking space, Reason for selling, 
bad health, Box 211, c/o Automotive 
News, Detroit 7. 


AUTOMOBILE SHOWPLACE on Florida 
Gold Coast for sale or lease, Premises 
about one year old, Showrooms, service 
department and body shop, Completely 
equipped, 200 feet frontage on VU. 8. 1. 
Schmidlapp Motor Car Co., 1021 South 
Federal Highway, Pompano Beach, Flor- 
ida. Tel.: WEbster 3-5585. 


CENTRAL NEW ENGLAND—200 car po- 
tential dealership handling Ford for sale. 
Parts and equipment at yery reasonable 
price, Will sell or lease building, No blue 
sky. Very good reason for selling. Box 
194, c/o Automotive News, Detroit 7. 


ARIZONA HEALTH SPOT/DEALERSHIP 
—not desert. New and used cars and 
trucks, long established, 15 years steady 
profits—owner says $15,000 year net av- 
erage. Choice real estate included. Va- 
cant land alone recently bank appraised 
at $50,000 just before big new showroom 
and garage erected. Comes completely 
equipped, is right downtown, % city 
block in all, Fine real estate investment 
and money-making dealership, $90,000 
for all, good terms. Strout Realty, 510 
So. Spring St., Los Angeles 13, Calif. 








equipment. | 
Free 32 page cata- 





and the ability to obtain and train /| 
good personnel. Opportunity to do a good | 
Box | 


loan | 
operations from branch to Home Office | 


DEALERSHIP FOR SALE handling Stude- | 
baker eighteen years, near a city of over | 
one hundred thousand population in Vir- | available to invest in good automobile deal- 


—. 


MORE DEALERS NEEDED to meet the 
growing demand for Alma mobile homes. 
Natural side-line for auto dealers Newly 
designed, top quality value line priced 
to sell fast, Some excellent territories 
still open for Alma Franchise with guar. 

| anteed sales areas, Write for full details 

|} on the new Alma deal or phone Ken 
Mitchell, 920—Alma, Michigan 





| LAJOLLA, CALIFORNIA—Handling Chry- 


sler, Dodge, Imperial, Lark. Like new. 
First class, good lease. Turn key $50,000, 
Jewel City Motors. 


| FLORIDA DEALERS! 


Limited Number of Franchises Available for 


LLOYD 


Germany's leading light car since 1906, 
Write or call Foreign Cars Corporation of 
Florida, 1812 Sovth Andrews Ave., fi. 
Lauderdale, Florida. JAckson 2-9942. 


OHIO 


Dealer Franchises Available 


JAGUAR 


The finest cor of its class in the world 
Sports cars—fomily sedans 
From $4,475. P.O.E. Retail 


ALFA ROMEO 


Italy's foremost sports convertibles— 
coupes. Prices start at $3,469. P.O.E. 


Retail 


LANCIA 


Italy's most luxurious sports cars 
and sedans 
Retail prices begin at $2,892. P.O.E. 


Write, Wire or Phone: 
AUTOMOTIVE IMPORTS 


CORPORATION 
(Distributor) 


3020 MAYFIELD RD., 
CLEVELAND HEIGHTS, OHIO 


PHONE: WASHINGTON 1-4100 


DEALERSHIPS AVAILABLE with a non- 
competitive TERRA MARINA mobile 
houseboat—combination boat cruiser, 


house trailer—steel hull, aluminum cabin, 
toilet, kitchen, three open sun decks. 
One person operation Sleeps four in 
luxury. Only $2,495 retail F.O.B. Texas 

less liberal dealer discount, Enjoy the 
additional profits that are in boat sales. 
Your regular finance company will give 


wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 


DEALERSHIP WANTED 


WILL PAY TOP CASH PRICE for Gen- 
eral Motors, Ford or Chrysler dealership 
of 500 or more new car potential, Have 
sufficient operating experience to assure 


factory approval. Please send details in 
confidence. Box 184, c/o Automotive 
News, Detroit 7. 





DEALERSHIP WANTED—‘‘BIG THREE” 
in southeastern Florida. Will pay cash 
and lease or buy facilities. Factory ap- 
proval assured. Strictly confidential, Will 
buy attractive deal immediately, Box 
167, c/o Automotive News, Detroit 7 


GM OR FORD DEAL with planning po- 
tential of 600 units annually, Have cash 
and factory approval assured, Please 
submit full details in strict confidence. 
Box 200, c/o Automotive News, Detroit 7. 

GENERAL MOTORS — Florida or Gulf 
Coast area. Ready to buy now. Factory 
approval assured. Box 215, c/o Auto- 
motive News, Detroit 7. 





HAVE $400,000.00 CASH 


ership. This dealership must have volume 
new-car sales potential and be priced worth 
the money. My proven dealership manage- 
ment record assures factory approval. Your 
reply will be kept strictly confidential. Box 
18, c/o Automotive News, Detroit 7. 





BUSINESS OPPORTUNITIES 








Exclusive Franchise 


New, multi-million dollar method of 


chrome, all metals, etc. 


re 


Simple—Fast—Economical—Gverente ed 








Present operation extremely successfu! in 
23 states. Constant demand forces expan- 
sion to New England states, New York, 
Pa., and entire eastern seaboard. 
Pilot operation presently earn 
cess of $50,000 yearly, net. Smal 
ment secured inventory. Write today 
for on this established and 
opportunity 


in @x- 
invest- 


proven high 
ALLIED AUTOMOTIVE, Box 216, 


c/o Auto-! 
motive News, Detroit 7. 4 
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Let ee MERCEDES - BENZ 
MOE MILITARY PERSONNEL |} “conomon—surpty on HAND. 


ili Acceptance Corporation will help 
“— k mere auto sales to Military per- Embee Imports, Inc. 


Piorida. 
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23-passenger in excellent condition. Privately 
owned, never used commercially. Slightly 
used. Cost new today $23,000, our price 
$4,950. One owner, All deluxe equipment— 
reclining seats, radio, heaters. ideal for 
conversion to land cruiser. Box 213, ¢/o| 
Automotive News, Detroit 7. 
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